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hevy Sets Pace 
As Car Production 


Reaches 58 High 


Alltime Rambler Peak, 
Studebaker Spurt 
Mark Week’s Gains 


By Martin L, Whitmyer 
Staff Writer 
AR production in the U. S. last 
week climbed to its highest 
vel of this year. 
Chevrolet scheduled its greatest 
eekly output of the year—43,500 
rs. Rambler reached an alltime 
peak of 8,150 units, while Stude- 
er zoomed to its highest per- 
prmance in three years. 
The estimated 147,590 cars 
turned out last week represented 
19.9 percent increase over the 
123,088 units produced the pre- 
vious holiday week and marked 
the second consecutive six-day 
work period in which car output 
exceeded the comparable week of 
year ago. 


Last week’s car assemblies also 


narked the highest total the in- 
ry has produced since the week 
nded Nov. 23 last year, when car 
tput hit 151,846 units. The week 
nded Nov. 23 a year ago also 
ked the only week of 1957 that 


J. S. car output exceeded the 147,-} 


0 units turned out last week, The 
vious high for this year was the 
(Continued on Page 43, Col. 3) 


States, Cities Balk 
{t Higher Prices, 
nd of Subsidies 


By John E. Walsh 
Staff Writer 


IGHER prices for new cars, due 
to factory discontinuance of 


ubsidies, are proving a bitter pill) 


br many state and local govern- 
ents. 

Michigan last week announced 

moratorium on new-car pur- 

to allow time for the Na- 

: Assn. of State Purchasing 

Dificials to seek to persuade the 


factories to change their position. | 


Oregon is undecided on whether 
accepts a low bid which is up 
put $408 over last year or to post- 
e all purchases until next year. 

Cleveland Mayor Anthony Cele- 

e ordered bids rejected on 80 

Dlice cars the City had planned to 

any. He called the prices “outland- 


ef 


* + * 


ORTH CAROLINA has decided 
to pay sharply increased prices 
d try to offset the difference by 
pblicy changes which may include 
ortening the replacement period 
d purchase of smaller U.S. cars. 
In discontinuing subsidies ear- 
(Continued on Page 39, Col. 1) 
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Auto Show Draws in St. Paul— 
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May Top 


Half-Million to Set 
Three-Year Record 


By Robert M. Lienert 
Associate Editor 
W-CAR sales are running at 

a clip that may give this month 
the best December total since 1955, 
field reports indicate. 

Best of all, say dealers, their 
sales volume continues to accel- 
erate and they are getting enough 
cars to fill orders and whittle 
down backlogs. 

Market observers last week saw 


| 512,000 sold in December, 1957, and 
| 514,000 in December, 1956. 

The industry has yet to sell a 
half-million cars in any month 


this year. 


* * * 


EALS remain satisfactory, deal- 
ers report, but some discount- 
|ing has started to crop up. Dealers 
who have peeled back prices have 
|been rather apologetic, explaining 
|that they have done so mostly to 


Auto Show. American cars were displayed in this area, while imports, antique, custom | a good chance that December sales mollify a customer ona model 
and classic cars were shown in the exhibition beneath the arena. The four-day show| would top the 500,000 mark by a switch or to meet a competitor 


| Thousands jammed the arena area of the St. Paul Auditorium for the 1959 St. Paul 
| 


was co-sponsored by the Associated Auto Dealers of St. Paul. (Story on Page 6.)| wide enough margin to pass the 


‘Before °59s Brighten Outlook . . . 


OZEMAN, Mont.— Auto dealer- 





the dealer group had 35,000 mem- 


ships have been folding at a bers at its peak but now has only 


rate of about 400 a month this year, 
NADA President Dean Chaffin dis- 
closed at a dinner 
given in his honor 
by the Bozeman 
Chamber of Com- 
merce. 

| He said the 
NADA hopes to 
hold the casualty 
mark for the year 
below 5,000, add- 
ing that the big 
demand for ‘59 
models may help 
NADA achieve its 
goal. 

(Field reports from dealers sup- 
port the view that conditions have 
improved in the fourth quarter. 
Automotive News checks with 
dealers indicate a much improved 
profit picture. 


(In addition, NADA’s most recent 
business Management survey 
pointed out that in the third quar- 
ter dealers were able to hold down 
on cleanup losses and more dealers 
were in the profit column even 
though the average dealer had a 
|loss of 0.1 percent of sales for 
| the first nine months. At this time, 
| NADA pointed to a brighter fourth- 
| quarter outlook.) 
| Chaffin, a Bozeman auto dealer 
and civic leader for 32 years, said 


Dean Chaffin 


Top Cars 


New-car registrations for 10 
months: 
1958 
Pos. 

1— 1,035,023 
2— 806,524 
330,166 
248,318 
208,944 
183,324 
141,001 
114,722 
112,979 
101,383 
50,329 
40,741 
32,665 
30,519 
22,029 
12,209 
10,403 


1957 
Pos. 
1,207,483— 2 
1,258,257— 1 
520,947— 3 
Olds. 310,285— 5 
Buick 331,033— 4 
Pontiac 272,865— 6 
Rambler 86,065—12 
Mercury 231,896— 7 
Dodge 224,372— 8 
Cadillac 118,404— 9 
Chrysler 91,362—10 
DeSoto 89,595—11 
Stude. 52,857—13 
Edsel 15,670—16 
Lincoln 30,419—14 
Imperial 28,438—15 
Met. 10,090—17 
2,429 Packard 4,762—18 
293,147 Misc. 158,545 
Total All Makes 
3,777,855 5,043,345 
Further details on Page 82. 
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25,000. 


> * « 


HAFFIN was presented a plaque 

in appreciation for his services 

to Bozeman and the Gallatin Valley. 
|It read “Dean Chaffin, with best 


| wishes from a grateful community.” | 
In introducing Chaffin to more} 


Ford Tops Chevy 
In October Sales 


AMC Share at Peak, 
GM Below 40 Pct. 


-ows monthly new-car sales 
topped Chevrolet for the first 
| time in a year, just-released regis- 
tration figures for October show. 

Ford’s share of the new-car 





market was 22.30 percent, com- | 


pared with 21.59 for Chevrolet. 
Ford’s penetration was the high- 
est it had achieved since last 
December; Chevrolet’s the low- 
est since April, 1955. 

Chevrolet’s decline, coupled with 


400 Dealers Folding a Month 


than 200 guests, Judge W. W. Less- | 


ley said: 

“You measure a man by the 
shadow he leaves in the commu- 
nity—and Dean Chaffin for years 
has left a big shadow in Boze- 
man. He has carried the name 
and fame of Bozeman all over the 
world.” 

Chaffin spoke principally on 
NADA’s work and its history. 


“During the past year the auto 
| business has been in trouble,” Chaf- 
fin said. “Our job has been to try 
jane help out where we can.” 

> > > 


| MPHASIZING the importance of 

the auto to the economy, he 
pointed out that one of every seven 
|workers is in the auto or related 

|}industries, that there are 65 mil- 
lion cars on the nation’s roads and 
that the industry provides 30 per- 

|cent of all state taxes. 

He also touched on the inter- 
state highway system, the high- 
way safety program and the new 
price-labelling law. 

He said that during the past year 
as NADA president he travelled 
more than 125,000 miles and spoke 
in 22 states and Europe. 


setbacks for Pontiac and Cadillac, | 
pulled General Motors’ market! 
share down to 39.16 for the month. 
This was the lowest penetration for | 
GM since December, 1952, when its | 
sales share was 36.23 percent, 

* * 7 


G= IN general and Chevrolet in| 
particular were severely handi-| 
capped in sales during the month 
by car shortages resulting from 
production interruptions, Other 
makers suffered to a lesser extent. 
October new-car registrations | 
totalled 321,285, compared with 
317,070 in September and 459,310 
in October, 1957. Not since 1948 | 
had the October total been lower. | 

Biting off its highest penetration | 
in history in October was American | 
Motors, with 6.19 percent, a gain of 
2.39 percentage points over the pre- 
vious month, 

Chrysler Corp. was up 1.20 per-| 
centage points to the year’s high of 
15.97 percent, and Ford Motor Co. | 
gained 0.81 points to chalk up 26.29 
percent of all sales, only 0.03 points 
off its 1958 high achieved last Feb- 
ruary. Miscellaneous makes jumped | 
0.37 points to the year’s high of 
11.55 percent of sales. 

GM’s loss from the previous 
month was 4.67 percentage points. 
Studebaker-Packard was the only 

(Continued on Page 43, Col. 3) 


Each Maker's Share... 


Pet. of 
Regis., 
Oct. 


Pet. of 
Regis., 
Sept. 


21.22 
26.84 
9.08 
5.09 
3.45 
5.21 
4.26 
3.02 
3.14 
2.43 


GEN. MOTORS ..... 


CHRYS. CORP. .... 
AMER, MOTORS .. 





“who would have done it anyway.” 
Privately, dealers admit they 
are discounting because custom- 
| ers are displaying a stiff-ribbed 
| price resistance. 
| The fact remains that discount- 
| ing has returned. How wide it will 
|spread and how deep it will go is 
| uncertain. 

But with the first bloom off the 
new-model season, customers are 
shopping. Some dealers last week 
reportedly were pasting “will-sell- 

(Continued on Page 4, Col. 1) 


| 
a 
Records Smashed 

>. 
By Imports Again 
= same old story. Imported 
cars have once again set a 
j}monthly record in unit sales in 
the U. S. and reached a new high 
\in market penetration. 

And for the first time in history, 
an imported make was among the 
10 best sellers in the U. S. 

Sales of all imported makes 
numbered 38,168 in October, ac- 
counting for 11.88 percent of the 
new-car total. Previous records, 
both established a month earlier, 
were 11.49 percent penetration on 
sales of 36,417 units. 

While the October market for 


rdomestic cars was inching up 0.88 


percent over the previous month's 
(Continued on Page 4, Col. 5) 


New-Car Sales, First 10 Months, '58-'57 


October vs. September, 1958 


Pet. Pt. 
Change 
During 


Pet. of 
Regis., Regis., Pet. Pt. 
ist 10 ist 10 Change, 
Mos.,."58 Mos., 57 °68 vs. °57 
21.35 24.94 -—3.59 
27.40 2395 +345 
8.74 10.32 —1.58 
5.53 6.56 —1.03 
3.73 LIL +2.02 
6.58 6.15 A3 
4.35 5.41 — 56 
2.99 —1.46 
3.04 —1.56 
2.70 
1.33 
1.08 
87 
81 
58 - 
28 
32 
06 


Pet. of 


a 


+ 
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48 
-70 
18 
50 
-02 
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NADA Directors Weigh ‘Permissive’ 


AUTOMOTIVE NEWS, DECEMBER 8, 1958 





Bill... 





U. S. Girds for Territory Trials 


By Maynard M. Gordon 
News Editor 
a Department of Justice ap- 
pears determined to obtain a 
court ruling on the legality of ex- 
clusive dealer territories. 
Preparations for antitrust trials 
against Volkswagen of America and 
White Motor Co. are continuing, 
Automotive News has learned, in 
the face of renewed auto industry 
support of a bill legalizing exclu- 
sive-territory systems. 

The NADA board of directors is 
expected at its Washington meet- 
ing this week to endorse a “per- 
missive” territory-security bilL 
General Motors’ support for such 
legislation was reiterated last 
week by Oldsmobile General 
Manager Jack F. Wolfram, 
speaking before the Utah Auto- 
mobile Dealers Assn. 

It has been a year since VW 
of America and its 14 distributors 


were named defendants in a suit} . 
do not serve to bind other firms| 


charging violations of the antitrust 


laws. VW subsequently denied the) 


Government’s charges of engaging 
in price-fixing, banning dual fran- 
chises or car and parts resales and 


of requiring dealers to sell to resi-| 


dents of dealer territories. 
+ > > 


A one pertaining to a dual-fran- 
chise prohibition, were repeated in 
the White Motor complaint, which 
was filed last June 30. No White 
truck distributors were named as 
defendants. 


Down-the-line denials of the Gov-| Motor Sales, a Citroen outlet. 





LL these allegations, except the| 


ernment charges have been made 
by VW of America, the 14 Vw 
distributors and White Motor, The 
VW case is pending in Federal 
District Court at Trenton, N. J., 
while the White litigation is in the 
mill at Cleveland Federal District 
Court. 

Department of Justice officials 
have rejected the prospect of con- 
sent decrees in the two cases, and 
a spokesman said last week that 
“there are no settlement negotia- 
tions pending.” 

Antitrust Division Director Victor 
R. Hansen, declaring that the VW 
suit “paves the way for a definitive 
judicial decision on the legality of 
territorial restrictions,” pointed out 
that consent decrees would defeat 
the purpose of obtaining such a 
clear-cut ruling. 

“While consent decrees are bind- 
ing on the defendants in the case 
involved,” Hansen explained, “they| 


who are not parties to the action, | 
nor do they constitute a judicial| 
determination as to the legality of| 
the practice since such consent de- 
crees are entered into without an 


Imports, 25; Domestics, 14 


SANTA BARBARA, Calif.— Im- 
ported makes sold by franchised| 
dealers here outnumber domestic 
lines 25 to 14. Latest addition to the | 
import ranks is Toyopet, which will | 


be handled by Jack O’Brien Import | 


| 


| scheduled Dec. 15 in the VW case! 


adjudication of any issue of law 
or fact.” : | 


* * 

OTH Volkswagen of America| 

and White Motor have reacted | 
to the Government charges with 

some heat. 

A VW of America statement com-| 
plained that the indictment was| 
“rather ironical” in that the Justice | 
Department selected as its first} 
target on the territory issue a rela-| 
tive newcomer to the U.S. auto 
market. 

Although VW of America has 
not engaged in the alleged prac- 
tices, the statement continued, 
they have “openly prevailed” in 
this country in various marketing 
areas, including automobiles, 
Exclusive territories were dropped 
by the Big Three 10 years ago 
when the attorney-general, in an 
advisory opinion, ruled them viola- 
tive of the antitrust laws. The VW 
suit was the first effort by the Jus- 
tice Department to test this view- 
point, maintained under both 
Democratic and Republican admin-| 
istrations, in court proceedings. 


‘ ss 


WHITE spokesman commented 
that the company “does not} 

feel the suit has any merit.” A| 
“vigorous defense” is planned and | 
the company is confident of being} 
upheld, he added. 


No trial dates have been set in 
either case. A pre-trial hearing is 








before Judge Phillip Forman in| 
Trenton. A White official said final | 
adjudication by the U.S. Supreme 


| Court in that case is “three or four 





For Student Drivers— 


This aerial view shows the driver education range used by public, parochial and 
private schools in Flint. Approximately 6,824 students have received certificates since 
the driver education program was initiated in 1954. The program includes six weeks’ 


driver education in classroom and on-the-range instruction. The Flint Automobile | 


Dealers Assn. is one of 11 groups cooperating in the program. 





Look at Detroit Idea... 


Supermarket Dream 


By Kenneth C. Kelley Jr. 
Staff Writer 


for each line of domestic and 
imported cars with each dealer 


HE often-discussed automobile; promoting his own line. 


supermarket moved closer to 


Orlick gave this description of 


reality last week as a Detroit man| how the supermarket would oper- 
announced plans for development | ate: 


of an auto centzgr at the city’s 
largest shopping center. 

Robert W. Orlick, general man- 
ager of Orlick Development Corp., 
said the $38,000,000 development 
would be at the Northland Center, 
@ giant shopping center on the 
northwest edge of Detroit. 

The center would have space for 
displaying 650 cars and could be in 
operation by early 1960, he said. 

~ . * 


idea of an automobile super- 
market has been the subject of 
much speculation in the auto indus- 
try in recent years. While some 
view it as the auto retailing idea 
of the future, others say it won’t 
work. 
Orlick’s plan differs from the 


his center to one dealer 


Dealers would be offered a chance 


to bid on space in the center in| 


the near future. 
ca * * 


HE dealers awarded a lease 
would be determined by three 
factors: 

1. Present location. Only dealers 
who presently have a franchise can 
bid. Bidding is open generally to 
all dealers in the Detroit area with 
those in the Northland area getting 
some preference. 

2. Youth. An insurance company 

(Continued on Page 42, Col. 4) 


VWs for Memphis 


MEMPHIS.—A cargo of Volks- 
wagens is scheduled to be unloaded 
here Jan. 13, beginning regular 
service between this city and 
Northern European ports. The cars 
will be distributed in the South and 
Midwest. The ships will carry cot- 
ton and other products on the re- 
turn voyage. 





years away.” 

Thus, from this timetable, it 
would seem that an antitrust law 
amendment permitting exclusive- 
territory plans could be enacted 
before the courts come to grips | 
with the VW and White test 
cases, 

A major snag to enactment of an 
exclusive-territory enabling amend- 
ment has been removed by NADA 
officials’ decision to accept the sys- 
tem proposed by GM. 

Essentially, GM favors restora- 

(Continued on Page 42, Col. 1) 


Operations Cease 
At Association 


Of Parts Makers 


By Joseph M. Callahan 
Engineering Editor 

Avt™ serving parts makers for 

a quarter of a century, the Au- 
j}tomotive Parts Manufacturers 
Assn. has suspended operations. 

The APMA’s Detroit and Wash- 
ington offices have been closed; | 
its eight-man staff has been dis- | 
charged; dues collecting has been 
discontinued, and it has ceased | 
functioning. 
| This “moth-balling” became ef- 
fective in the summer, but there! 
| was no public announcement about 


the matter. 
| THE association is still in exist- 
ence in that it still has officers, 
a board of directors, members, a 
| charter and funds. In addition, pro- 
visions have been made for annual 
meetings or any other meetings 
that may be deemed necessary. 

The last annual meeting was 
held Jan. 31 in Detroit. No date 
has been set for the next annual 
meeting, although members have 
expressed a preference for a 
spring meeting. 

Action to suspend the organiza- 
tion was taken largely because of 
a membership poll taken last De- 
cember which recommended dis- 
banding. 

Frank Rising, general manager of 
the association until last summer, 
said, “The officers 
simply calleda 
halt to activities 
while they decide 
what to do with 
the association.” 

Rising managed 
the APMA for 
18 years. He is a 
former associate 
editor for Busi- 
: ness Week and is 

ae) now a _ business 
F. Rising consultant, spe-' 
cializing in plant site studies, labor 

(Continued on Page 4, Col. 1) 

















































Automotive News Economic | 
97.6 Percent of 





SAGINAW, Mich.—A dealer who| 
leases even 10 cars can net $3,600) 


| per year on those leases plus $1,000 


in service profit, according to Har-| 
old D. Draper, president of Motor) 
Leasing Co. 

A Chevrolet dealer since 1927, 
Draper has been in the leasing 
field 11 years. He believes that 
many more dealers should enter 
this phase of the auto business. 


Draper has published a leasing 


Business Barometer 


103.5 Percent of Like Week Last Year 


Auto Production ............... 123,088 88.7 107.2 
ee PD 0.606 ke sbvesece 20,626 83.1 119.7 
Auto Registrations— Year to date. 3,672,389 75.1 
Truck Registrations—yYear to date. 576,166 <ane 81.5 
Steel Production—tTons ......... 1,988,000 99.4 107.7 
Lumber Production—Boord feet... 246,699,000 100.3 106.5 
Paperboard Production—tTons ... 286,263 93.5 106.3 
Soft Coal Output—tons ........ 8,750,000 101.8 91.2 
Oil Refinery Output—Borreis 49,396,000 98.7 102.9 
Electric Output—Kilowatt hours.... _12,274,000,000 97.6 105.7 
Barometer Freight Car Loadings 364,178 98.1 97.7 
Department Store Sales Index .. 169 107.6 101.8 
Stock Market Price Index....... 386.7 99.7 125.1 
U.S. Government Spending 

—Fiscal year to date ...........+. $38,061 ,822,000 er 113.0 
Commercial and Industrial Loans $29,985,000,000 100.0 96.4 
Savings Deposits ................ $27 872,000,000 100.0 117.3 
Used-Car Prices—Average........ $870 99.0 cael 
Business Failures................ 244 93.8 103.8 

Common 
— Dec.3 Nov. 25 1958 Range Stocks Dec.3 Nov. 25 1958 Range 
BERG. 600005 34, 35%, 36%- 8 iH... : 41% 40% 43%-27 
Chrysler... 50% 51% 59%-44 — we on wat 
Ford...... 46% 46% 50%-37% ee a 2 2 2% 
GM.... 47% 47% ‘52 -33% White 61% 57% 62%-40%, 
*Kaiser Industries, parent firm of Willys Motors. 
(Dec. 8, 1958) 
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Leasing Guide Drawn Up 
By Michigan Dealer 


must be considered in writing a 
lease, and each is discussed thor- 
oughly in his manual. 

These points are: Lessee’s credit 
standing, cost of the car involved, 
insurance, financing, depreciation 
rate, service costs, accounting, re- 
sale methods and protection against 
losses. 

Draper is definitely opposed to 
| selling cars to national leasing com- 
panies which offer to pay a few 


manual which is a step-by-step | dollars over invoice. 


guide to help a dealer set up a 


leasing operation. It is devoid of | 
frills and tells the dealer in plain) 


language how to reap the profits 
and avoid the pitfalls. 

The manual is priced at $20 and 
may be ordered from Harold D. 
Draper, Box 530, Saginaw, Mich. 
Draper said profits from the sale 
of the manual will go to charity. 


Leasing is one of the fastest-| 


growing segments of the auto bus- 
iness. There are some 380,000 cars| 
under lease at present, and it is 
estimated that the number will in- 
crease to 1.2 million by 1965. 

Some dealers regard leasing as 
a curse; others consider it a life 
saver. NADA has scheduled a 
panel discussion on this impor- 
tant subject as a part of its 1959 
convention in Chicago. 

Draper feels that nine factors 








At Simca Sales Meeting— 


Soaring Simca soles are causing deal- 
ers to ask for more cars, David R. Cran- 
dall, Simca sales director for Chrysler 
Corp., told field sales personnel at a 
meeting in the Chrysler Training Center, 
Detroit. Speakers at the meeting 
cluded, from left, Crandall, J. R. Giraud, 
operations director, Simca. Inc., Paris; 
Richard N. Meltzer, of Richard N. Melt- 
zer, Inc., and E. L. Joseph, Simca central 
area sales manager, 





in- | 


Dealers have an advantage over 
the leasing companies, he says, be- 
cause the retailers already have 
|}many customers, local contacts, 
|service facilities and personnel, 

In addition, a dealer can pur- 
chase cars and trucks at lower 
prices than the leasing firms and 
can enter leasing with no increase 
in overhead. This permits the 
dealer to make more profit per 
unit than the national companies. 

Draper emphasizes that a dealer 

(Continued on Page 43, Col. 1) 


‘Chrysler Corp. 
Appoints Four 


‘To Sales Posts 


DETROIT. — Four appointments 
jin Chrysler Corp.’s general sales 
|office were announced last week 
by E. C. Quinn, vice-president and 
general sales manager. 

William C. Hanway jr., formerly 
fleet sales vice-president, was 
named Dodge truck sales manager, 
and Roger Welch, who had been 
corporate sales promotion manager, 
was appointed administrative as- 
sistant to Quinn. 

E. M. Braden was named director 
of Chrysler-Imperial sales. He for- 
merly was Central Area sales direc- 
tor for the corporation and will be 
succeeded in that post by William 
Kough. Kough had been Southern 
Area sales manager. 

Hanway has served in fleet as- 
signments since joining the corpo- 
ration in 1936. Welch was a district 
and regional manager for Chrysler 
division in Little Rock, St. Louis, 
Detroit and New York from 1950 
to 1956. He had been corporate 
sales promotion chief since last 
May. 

Braden was a Dodge field official 
from 1941 to 1953 when he became 
director of regions for Chrysler 
division. He later was the division's 
general sales manager and became 
director of the corporation’s Cen- 
tral Area sales in 1956. 

Kough was a Chrysler division 
| field man from 1952 to 1956 when 
he was appointed zone manager of 
the corporate general sales office 
in Charlotte, N. C. He became 
Southern Area sales manager early 
in 1958. 
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ORE than a hundred thousand 

Detroiters exposed themselves 
to the auto industry’s offerings at 
the annual auto show which closed 
the other day. 

And, in tribute to Detroit auto 
salesmen, you couldn’t spend too 
much time at an exhibit before a 
salesman made a pass at you. 

The one that appealed most to 
me was that in which the salesman 
started right in telling something 
about his car, like the salesman at 
the Dodge exhibit who opened with: 

“You know some makes offer 
only one or two engineering ad- 
vances a year, but Dodge offers 
many... .” 

This opening, although you may 
have heard it before, could well be 
fresh to the man at the show, and 


am Dealer Forum 


by Robert M. Finlay 





it offers no ready cutoff line, like 
comes to mind when you hear the 
usual, “May I help you?” 

The “may I help you?” ap- | 
proach is fine for the salesgirl 
behind the counter dealing with 
people making a minor purchase, | 
but the casual auto looker is 
likely to respond, “No thanks, 
just looking.” That way the sales- | 
man is more or less dismissed by | 
the visitor. 


The auto salesman is better off) 
not asking “if” he can help: His) 
clue is to start right off telling the) 
customer something that might 


help him understand the car better. 
> = > 


Digging English 
MAY of us don’t dig the British | 
and their use of the English 
language which we tend to think) 
of as “our” English, yet a look at) 
ads of the English makers in a) 
recent British show issue illustrates | 
their effective use of short, punchy 
words. 


Like Jaguar, which has long 
identified itself with “Grace .. . 


Montana Dealers 
Choose Brekke 
To Succeed Wirth 


HELENA, Mont. — Norman G. 
Brekke, Scobey, has been elected) 
president of the Montana Automo- | 
bile Dealers Assn. He succeeds Ray | 
Wirth. 

Other officers named by the| 
board of directors include: 

Charles W. Cooley, Lewistown, 
first vice-president; H. D. Hilger, 
Glendive, second vice-president, and 
Arnold J. Hannah, Shelby, chair- 
man. 

William H. Fredericks was re- 
named secretary-manager. 

Brekke, as president, became} 
chairman of the MADA Insurance | 
Trust, and Cooley became a mem- 
ber of the Trust. 
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. . Pace ... a world 
standard of performance, quality 
and worth.” 


Space . 


These are telling words to the 
auto dreamer. 


And then there was MG with 
“Safety (MG) Fast.” * 


The Rolls-Royce gets you into the 
royal mood by aiming the reader’s 
eyes over the gleaming hood of a 
Rolls, down a tree-lined road on 
which another Rolls is approaching. 
The biggest type in the ad is only 
about 12 point, and it says “The 
Best Car in the World.” In agate, 
off in the corner, is “By appoint- 
ment to Her Majesty the Queen, 
Motor Car Manufacturers, Ltd.” 

You don’t need a lot of words to 
make a terrific impact in your ads, 
providing you back up what you 
say. Ads simply direct public atten- 
tion toward you so people can see 
you for what you are. 

oa = = 


Fouled-Up View 


Now and then we get a shock 
when we see what a fouled-up 


| view some folks get of the Ameri- 


can auto industry. 

Take the correspondent who sent 
in a column from a Sarasota paper 
reviewing “The Insolent Chariots,” 
by John Keats. The columnist hails 
Keats for exposing the “public-be- 
damned” attitudes of the auto mak- 


ers which, he says, brought “rising | 


costs, rising horsepower, rising tail- 
fin idiocy.” 

The reviewer, who says he drives 
a small European car, explains: 

“The real attraction is that 
European cars bear something re- 
sembling an honest price, that 
they sell on the basis of quality 
rather than on advertising gim- 
micks, that their fuel consump- 
tion is modest and that repair 
costs are low.” 


The fact that the U.S. auto in- 


dustry is so important to our econ-| 


omy angers the columnist still 
further, for, he says, “this short- 
sightedness on the part of the 
manufacturers threatens the entire 
economy of the nation.” 

Our correspondent who sent in 
the column has a word or two tc 
say, as well: 

“Of course, a man has to buy 
@ car once in a while, whether he 
likes those he must deal with or 
not. Would he buy oftener if he 

had confidence in the business?” 


We realize, of course, that our 
readers can recognize nonsense 
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Scrappage Is Dipping, 
Polk Statisticians Say 


DETROIT.—A slight downturn 
in the scrappage rate of Ameri- 
ca’s cars and trucks is reflected 
in the latest national vehicle reg- 
istration counts reported by R, L. 
Polk & Co, 

Polk’s calculations indicated 
that 4,219,777 cars and 502,245 
trucks were taken off the road 
during the 12 months ended June 
30, 1958. Polk’s last previous cal- 
culations, made as of Dec. 31, 
1957, said that 4,309,153 cars and 
630,308 trucks failed to reregister 
during 1957. 








Cadillac). 





SANTA BARBARA. — New-car 
salesmen here are busy following 
up leads garnered during the an- 
nual dealers’ Open House, 
sored by the Santa Barbara Motor 
Car Dealers Assn. 


Having no suitable building for 
a full-scale automobile show, 
dealers turned to this method of 
giving their wares a boost after 
each had already had his new- 
model premiere showing. 


First held in 1956, the program 
|}has met with strong public accept- 
ance and marked enthusiasm on the 
part of local dealers. 

This year quite a few inquiries 
were received from other commu- 
nities, large and small, across the 
nation asking for details of the 
| plan. 
| The “Auto-Action” bulletin of the 





Dealers Applaud Open House— 


Well pleased with the results of the third annual Open House staged by the Santa 
Barbora (Calif.) Motor Car Dealers Assn. are, from left, Shelley Washburn (Chevrolet), 
Homer C. Thompson (Ford), association president, and Tom Williams (Oldsmobile- | 


Open House Brings Leads — 
To Santa Barbara Dealers | 


spon- | 





To Kill Bootlegging .. . 








Merchandise Stickers, 
Utah Dealers Urged 


By W. F. Smiley 
Staff Correspondent 


SALT LAKE CITY.—The price- 
sticker law gives franchised dealers 
an unparalleled opportunity to 
eliminate bootlegging and to win 
the confidence of the public, the 


ments are both locally and na- | 
tionally placed, running about 
two-to-one factory ordered. 


| The Santa Barbara dealerships | 
j}usually are closed evenings, but 
|for this event they remain open 
until 10 p.m. 


In advance publicity they stress 
the fact that the Open House pro- | 
| vides an opportunity for family | 
groups to visit the showrooms to- 
gether to see ALL the cars. Re-| 
| freshments are served and inexpen- 
sive favors may be available for 
| the visitors. 


Dealer Awarded | 


$10,553 Judgment | 











DALLAS.—An automobile dealer | 


when they see it, and that they| Bureau of Advertising of the Amer-| can claim an income-tax deduction 
know that inflationary policies over|ican Newspaper Publishers Assn.,| for a loss incurred as a bad debt) 
which the industry had no control| reproduced cover pages of the local | in connection with financing of an- 


put auto costs where they are. 

It is important to know what 
others are thinking, however, and 
the latest survey of consumer atti- 
tudes by the University of Michigan 
(in October) confirms the opinion 
that there is resistance to the high 


prices of American cars. 
> > > 


Price a Factor 


URELY, price is a factor to the 
popularity of the import cars. 
A friend representing Simca in 
the Detroit show says his people 
were approached by dealers in the 
medium-price range with the idea 
that all the exhibitors remove price 
stickers at the show. 
He said his car was tagged for 
$1,800 while some of the medium- 
priced cars had tags up near $4,500. 


Visitors to the show were react- 
ing to the tags as you might 
expect. 

(Incidentally, the stickers were 
not removed, fortunately, for our 
price-sticker expert repeats his ad- 
monition: “The factory should put 
the price sticker on and the dealer 
should leave it alone.’’) 

While we recognize that creeping 
inflation has put the price of 
American cars were it is, auto 
salesmen still must justify it to 
the public. There is no easy way on 
this. It is a shocker to the auto 
prospect not conditioned to it, and 
salesmen must be ready with ef- 
forts to ease the shock by citing 
value and terms. 


newspaper's auto section which 
each year is devoted to the promo- 
tion. 

The plan is simple and inexpen- 
sive. Dealers choose a late fall date 
when they may display as many 
different body styles of their var- 
ious makes as are available. Show- 
rooms receive a little special atten- 
tion in the form of flowers and 
special decorations. 


The local newspaper cooper- 
ates by running a 12 or 14-page 
auto section devoted entirely to 
the new cars in picture, story 
and advertising. The advertise- 


| 


Thayer Getting New Home 
In $260,000 Deal with City 


CLEARWATER, Fila—Thayer 
Motor Co. (Dodge-Plymouth), will 
move to new quarters and its pres- 
ent property will provide the city 
with an off-street parking area in 
the downtown shopping area. 


City commissioners agreed to buy 
the block-long Thayer property 
from Maurice Thayer for $260,000. 
However, instead of paying cash, 
the City will buy another block- 
long strip of property about three 
blocks southeast of the Thayer lo- 
cation for $125,000 and build a new 
building for Thayer. The building 
cost will make up the difference 
between the $125,000 land cost and 
the $260,000 offered Thayer for his 
present location, it was said, 


| other auto business, Federal Judge 
il amas Davidson of Dallas has 
ruled. 


The dealer, W. W. Calhoun (Cal- 
houn Chevrolet Co., Dallas) and 
| his wife, who filed a joint income- 
tax return in 1955, were awarded 
| a $10,553.26 judgment. 
Testimony showed that Calhoun | 


invested $15,000 in the Clifton Auto| 
Co., Waxahachie, Tex. 





associations are 


San Francisco 





a 
Wemhoft 


Utah Automobile Dealers Assn, was 
told last week at 
its 3lst annual 
convention. 

This thesis was 
advanced by 
NADA Secretary 
H. L. Galles jr., 
an Oldsmobile- 
Cadillac dealer 
in Albuquer- 
que, N. M. 

“Let us take 
the lead, not in 
finding ways to 
get around the law, but in making 
the law meaningful to stamp out 
bootlegging,” he urged. “When we 
have the public’s confidence, they’ll 
open their purses.” 


Galles continued: “Advertise 
the sticker and educate the pub- 
lic to look for it. And impress 
upon them that if it isn’t there, 
they are not getting a new car.” 


The Utah convention presented 
an imposing array of speakers. The 
program included vice-presidents of 
General Motors, Ford, Chrysler 
and Commercial Credit Corp., plus 
the president of J. Walter Thomp- 
son Co. the nation’s largest adver- 
tising agency. 

Thomas W. Church, Commercial 
Credit senior vice-president, urged 
dealers to sell financing as well as 
the car. 


“Outside financing drives a wedge 
between the dealer and the cus- 
tomer,” he said. “Keep it in a 
package and sell the whole pack- 
age.” 

The auto business is one to be 
proud of, the Utah dealers were 
told by J. F. Wolfram, general 
manager of Oldsmobile. 


“Your success as dealers and our 
success as manufacturers depends 
upon how well both of us meet the 
customers’ needs,” Wolfram said. 


The annual model change, he 
said, promotes progressive prod- 
uct engineering, stimulates buyer 
interest in new cars every year 
and brings good used cars within 
the reach of everybody. 


“This means more sales, more 
employment, more profit opportu- 
nities for dealers and everyone as- 
sociated with the automobile in- 
dustry,” he said. 

Along with constant progress, 
Wolfram said, there is every rea- 
son to expect an ever-growing mar- 
ket. By 1965, he said, he anticipated 
annual sales of eight million new 
cars. 

The price labelling law, Wolfram 
said, has created a new feeling of 
confidence in the entire auto bus- 
iness. The sticker is fast becoming 
a bond of trust between dealer and 
the buyer, he said. 

Wolfram added that he thought 
dealer-factory relations are better 
right now than they have ever 
been. 

He reminded dealers that the fac- 
tory can help them in many ways 
—that zone personnel have a re- 
sponsibility to help the dealer get 

(Continued on Page 44, Col. 1) 





On the House... 


To avoid any possible charges over abuse of the 
new-car price label after delivery of the car, dealer 


urging members to obtain from 


the car purchaser a signed affidavit asserting that 
the label was intact when the car was delivered... 
Oklahoma hears that a few dealers are starting to 
trade from the invoice again, and urges that deal- 
ers who “want to be wholesalers should get out of 
retail business. If they don’t, there won't be any 
retail business left.” ... 


friends recently paid tribute to 


Bill Hughson, “the World’s First Ford Dealer,” 
on his 90th birthday . 
Rambler dealer, has been elected mayor of Salem, Ore. . 


. Russell Bonesteele, 
.. Mil- 


waukee dealers stage their annual meeting and clection tomorrow 


night (Dec. 9)... 


Fred Deaton and Wilson Yarborough have been named co- 
chairmen of North Carolina association’s legislative committee .. . 
Portland, Ore., will stage a big Centennial Fair, starting June 30 


for 100 days. 
| 


—Pere Wemuorr, Editor, 
Automotive News 
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Best December Since °55... 





First 500,000 Month 
Of Sales Year Seen 


(Continued from Page 1) 


for-less” stickers next to the price| tion of how good 1959 could be. 


labels on their showroom cars. 
“It's sort of a refinement of 
the ‘would-you-take’ technique,” 
cracked one dealer who so far has 
refused to use the gimmick. 
+ + « 


MIDWEST dealer said last 
week that the sales pickup so 
far really hasn’t given an indica- 


Operations Cease 
At Association 
Of Parts Makers 


(Continued from Page 2) 


relations, employe communications 
and other matters. | 
* o * 
AT is behind the virtual col- 
lapse of the automobile parts 
makers association? 

Simply speaking, the services 
provided by the APMA were no 
longer in demand. Some 30 to 40 
other organizations have been 
similarly outmoded in the past 
two years. 

Like some 200 other business 
associations, the APMA was 
founded in 1933 as an “NRA (Na- 
tional Recovery Act) baby.” Its 
primary function at that time and 
throughout its entire existence was 
the collection, analysis and distribu- 
tion of Detroit-area wage rate 
statistics. 

For many years the APMA was 
the only source of this information. 
But subsequently government agen- 
cies, especially the Bureau of Labor 
Statistics, began supplying these 
statistics. 

In addition, the trend to integra- 
tion of parts making by the auto 
companies dealt a crippling blow to 
many of the association’s members. 

a > > 

ANY of those that survived did 

so by diversifying into the 
production of aircraft parts, lawn 
mowers, bicycles, washing machines 
and other durable goods. In doing 
so, they lost their homogeneity and 
lessened their need for an auto 
parts organization. 

Another factor has been the 
decentralization that has oc- 


try and, consequently, the auto 
parts industry. 


“A lot of prospects,” he said, 
“are just catching up after a 
pretty tight spring and summer. 
Once their bills are paid and they 
have a little money in the kick, 
their old car will begin to look 
pretty shabby.” 

He timed the breakthrough for 
early spring. 

New-car stocks in the field were 
near normal in total volume last 
week, spot checks indicated. Gen- 
eral Motors dealers were still short, 
however, lacking their customary 
share of the overall inventory. 

With assembly lines humming at 
top speed, GM dealers should be 
caught up again before long. Even 


Chevrolet dealers may soon find| 


their new-car drouth ended. Chev- 
rolet last week pushed through 
43,500 cars, only 1,100 units off its 


alltime record. 


* * x 


|. accelerated tempo in new- 
car sales has also given a shot 
in the arm to the used-car market, 
with a renewed flow of tradeins 
helping to solve a serious supply 
problem. 

Upgrading of tradeins was re- 
flected in Automotive News’ in- 
dex of wholesale values last week, 
which showed older models (most 
commonly traded on ’59s) par- 
ticularly strong and late models 
suddenly aged by °59s) suffering. 
Losses on '58s and ’57s were ex- 

tensive enough to pull down the 
whole market $9 to an average of 
$870. The average price of '58s 
plummeted $147 last week to $2,092. 
Only five weeks ago, ’58s averaged 
$2,416 on the wholesale market. 

The average price of ’57s was cut 
back $9, but no other model on the 
index showed a loss. 

The price of '55s remained un- 
changed, while '56s went up $4 and 
54s advanced $1. 

Startling gains were notched by 
older pieces. Averages jumped $34 


on '52s, $26 on ’51s and $20 on ’53s. 
* > * 


Rambler Sales Top °57, 


But Trail Oct. Peak 


DETROIT.—Rambler retail sales 
for November were more than dou- 


| ble those of the comparable month 
curred in the auto making indus- | 4 year ago, it was announced Thurs- 


During World War II and the) 
Korean War, APMA’s Washington | 


office did valuable liaison work 
between the Government and the 
parts makers. This service obvi- 
ously was no longer needed and the 
Washington office was closed even 
before the suspension action was 
agreed upon. 


president of APMA. His term ex- 
pired last June. 
” > ” 
TKE D. ELY, L. A. Young 
Spring & Wire Corp., is secre- 
tary-treasurer of the association 
and currently its top ranking offi- 
cer. 


He said, “The APMA has been | 


‘moth-balied.’ It has lived up to 
its original objectives and there 
are no immediate plans for reac- 
tivating it. Its functions are now 
being duplicated by other organi- 
zations. The Employers Assn. of 
Detroit is providing some of these 
services.” 

Ely said thére should be an 
APMA meeting soon, although no 
date has been set. 


Court Backs W. Va. Aide 


In U. C. License Case 


CHARLESTON, W. Va.—Circuit 
Judge Frank L. Taylor has refused 
to require Herbert A. Kelly, State 
commissioner of motor vehicles, to 
reinstate the used-car dealer's li- 
cense of L. Fred Pauley, Charles- 
ton, 

Judge Taylor said Pauley violated 
the law by not notifying the com- 


he withdrew Pauley’s license be-j| William L. Mallon (Pontiac), Newark, secretary; J. Alex Laurie (Ford), Morris Plains, | 


day by Roy Abernethy, American 
Motors vice-president. 

November sales totalled 21,894, 
compared with 10,666 in November, 
1957. It was the second best sales 


|}month in Rambler history, Aber- 


| 


nethy said, next only to October's 
26,748 sales. 


Police to Ramble 


? ‘ . | BUFFALO.— Purchase Director| 

Lawrence Downie, vice-president! Joseph R. Stigimeier has awarded | 
of Kelsey-Hayes Co. was the last) the contract for five Ramblers for! 
the Police Department to Root for | 
Root was low of) 


Rambler, Inc. 


STUDEBAK 2R - PACKARD 
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A Giant Promotion— 


The display, erected in time for the Than 


A™= ARBOR, Mich.—Consumers 
have shaken off many of their 
recession fears and plans to make 
major purchases of items other 
than autos are on the upswing. 
Those were among the findings 
of a survey of consumers com- 
pleted in October by the Survey 
Research Center of the Univer- 
sity of Michigan. However, it was 
indicated that people are not in 





a mood for a spending spree and | 


that effective selling is necessary. 
Concerning the attitude of con- 


sumers on business generally, the) 


survey produced these findings, 
compared with two earlier surveys 
in May and June of this year and 
late last year: 

The number who feel that busi- 
ness conditions are better is up 
sharply as is the number who ex- 
pect business to improve in the 
year ahead. The number reporting 
that their own financial position 
has improved is up and the number 
who expect further improvement 
in their personal financial situation 
in the year ahead shows a slight 
gain. 

= 7 * 
ONCERNING consumers’ plans 
to make major purchases, the 
interviewers found conflicting 
views: 

While the number expressing 
|plans to make major purchases 
| generally is increasing with those 
|who feel that now is a good time 
| to buy houses and major household 
| goods becoming more numerous, 
| the increased buying plans do not 
| extend to the new-car market. 
| _ The current survey, which was 
| conducted before new models 
were widely available, “gives 
clear indications of some shift in 
interest from new to used cars,” 
the center said. 

The number expressing the opin- 


| three bidders, specifying a price of| ion that it was a good time to buy 
$2,058 each. 





a car was higher during the May- 








Lead New Jersey Dealers— 


New officers of the New Jersey Automotive Trade Assn., elected during the group's 
missioner that he had changed his/| 40th convention in Atlantic City, are, seated, from left, Eldred R. Crow (Ford), West- 
base of operations. Kelly contended | field, president, and L. John Hutton (Chevrolet), Riverside, first vice-president. Standing: 


air 


ce 
EST 


—— 





ksgiving week-end, proved to be a “traffic 


stopper,” according to L. E. Shikles, dealership president. 





But Not Yet for Autos... 





| Spending Plans on Rise 


June survey than it was during the 
late 1957 check. This group de- 
creased between the May-June sur- 
vey and the one in October. 

= * - 


fron group that felt it was a 
good time to buy houses and 
major household goods increased 
|less sharply between late 1957 and 
| May-June but continued to increase 
through October. 

The report added, “Complaints 
that new cars ‘cost too much’ 
were frequent in October.” 


| Concerning the outlook for busi- 
|ness generally, the center said: 
“The most important adverse fac- 
| tor, however, is dissatisfaction with 
| rising prices.” 
| The May-June survey showed an 
increase in those who expected 
| stable and declining prices as a 
| result of the recession. By October, 
| it was apparent to consumers that 
| these hopes were unfounded and 
| dissatisfaction with pricing spread. 
* * * 

HE number of consumers who 

feel that prices are on the up- 
swing is increasing and “the pros- 
pect of rising prices is viewed un- 
favorably by most people,” the cen- 
| ter said. ° 

The report added that past sur- 
veys have indicated that those who 
|} expect continued price increases 
and view the increases as “bad” 
make fewer major purchases than 
others with similar incomes. 

The center viewed the rather 
sharp increase in consumer op- 
timism as an indication of the 
even more major purchases in the 
months ahead than the expressed 
plans to buy would indicate. 

An analysis of past surveys shows 
that when optimism goes up in- 
creased purchases will follow be- 

| cause, over a period of time, con- 
sumers’ “attitudes have been more 
closely related to subsequent dur- 
|able goods sales than have buying 
| plans.” 





. = * 


; 
Rane up the survey find- 
ings as they apply to sales in 
|the near future, the center said: 
| “Apparently consumers are not in 
a mood to go on a spending spree. 
“They must be persuaded to buy 
—by products which are judged to 
| be attractive and serviceable, of- 
| 





fered at prices which are thought 
to be ‘right.’” 

Compared with 1954, when the 
nation was coming out of the 
last recession, consumer optim- 

ism is presently increasing at a 
slower pace than it did on the 
last upswing. 

The most recent recession has not 
been entirely erased from the 
minds of consumers. Interviewers 
found that the number who have 
worries abcut continued employ- 
ment and income is still consider- 
able, although below the level of 
the May-June survey. 





Tunmore Olds Adds Lark 


BUFFALO. 
bile, Inc., is the first GM dealer 
here in recent years to take on a 





cause the latter was no longer en-| third vice-president; Otto P. Henneberger, business manager; Charles B, Gilbert} competitor’s car. Tunmore has been 
(Chevrolet), Trenton, second vice-president, and Harold F. Burd jr. (Chevrolet-Olds-; named a dealer for Studebaker- 


gaged in the used-car business. 
Pauley denied the allegation. 





mobile), Washington, treasurer. 


| Packard’s Lark, 


' 
| 
| 
| 


Imports Smash 


Records Again 


Penetration Near 12%; 
VW Cracks Top 10 


(Continued from Page 1) 


,| sales, import registrations, increased 


4.81 percent. 
* * = 
_ THE race for top spot, Renault 
set a record with 5,619 registra- 
tions for the month, but was still 
unable to catch Volkswagen. 

A month earlier, Renault trailed 
by only 444 units, and in October, 
its total exceeded that of Volks- 
wagen in the previous month. 

But VW also increased its total 
in October to 6,654. While this was 
not a record for VW, it was the 


| highest number of registrations f 
This eight-foot version of Paul Bunyan, mythical giant of the north, was used by | . . oy ie 


Mid-State Motor Co. to help introduce the Studebaker Lark in Jefferson City, Mo. 


VW since its record month of April. 
It gave VW a lead of 1,035 over 
Renault for the month. 


Record registrations for one 


|month were also set in October by 


- Tunmore Oldsmo- | 





English Ford, with 3,634. Other 
makes in the Top Five—Fiat and 
Vauxhall—ran slightly below their 
record highs. 
>= = = 
OLKSWAGEN passed Cadillac 
during October to take over 
10th place among all makes—do- 
mestic and imported combined. 
Renault remained in No. 12 spot. 
English Ford remained No. 14, 
between Chrysler and DeSoto, 
while Fiat was No. 17 and Vaux- 
hall No. 18—both ahead of Edsel, 
Lincoln, Imperial and Packard. 
R. L. Polk & Co. figures for 
October in 1958 and 1957 do not 
include Oregon registrations, Year- 
to-Date figures for 1958 and 1957 
include Oregon figures only through 
June. 


>. 
Smaller Sticker 
On Demos Urged 
> . >. * > 
To Aid Visibility 

WASHINGTON.—A smaller price 
sticker for cars used as demonstra- 
tors, designed to reduce visibility 
hazards, has been proposed by the 
Automotive Trade Assn.-National 
Capital Area. 

A spokesman said the action fol- 
lowed a report that one of the 
group’s members was almost hit by 
a truck while driving a demonstra- 
tor. The label interfered with his 
vision, the driver said. 

The association has asked NADA 
General Counsel James Moore to 
check with AMA to determine 
whether a special demonstrator 
label could be adopted. The label 
law does not specify any size for 
the sticker. 

“This could be a reduced version 
of the label used in the showroom,” 
the spokesman said. “It could be 
reduced to three-by-three inches 
and placed in the lower corner of 
a side window. 

“It would thus meet the require- 
ments of the law and at the same 
time not interfere with vision,” he 
added. “When a dealer placed a car 
in demonstration service, he could 


request that the small label be 
substituted for the regular one and 
the change made by the factory 


representative.” 


Goodman Heads 


Board of GMI 


DETROIT.—James E. Gocdman, 
vice-president and group executive 
of General Motors, has been elected 
chairman of the board of regents 
of General Motors 
Institute at Flint. 

He succeeds 
John F. Gordon, 
GM president, 
who resigned as 
chairman and as 
a regent and 
chairman and 
member of the 
GMI executive 
committee. He re- 
signed these posi- 

J. E. Goodman tions to devote his 
time completely to his responsi- 
bilities as chief operating officer of 
General Motors. 

In other action, the board elected 
Charles A. Chayne, GM engineering 
vice-president, to the GMI executive 
committee, and Edwin C. Klotz- 
burger, head of Fisher Body divi- 


| sion, to the board of regents. 


cn ota —— a ea 


OO 


— 






ed 


a- 
ill 


r, 


- 


al 
as 
he 


or 
er 


ne 
by 
er 


ir 


yr 
ot 


57 
zh 


ce 
Aa- 
ty 
he 
al 


y]- 
he 
by 
a- 
is 


A 
to 
ne 
or 
el 
or 


e- 
ne 
ne 
ar 
Id 
be 
id 


ve 


eek rene —om ot ease 





















**...dealer-customer alliance that 


protects everybody’s interests” 


says H. K. SHEARER, Chrysler dealer, 


Williamsport, Pennsylvania 


““We have worked with CommerciaL Crepit PLAN for 
25 years now. I would describe the PLAN as sort of a 
dealer-customer alliance that protects everybody’s 
interests. Under the flexible terms of the CoMMERCIAL 
Crepit Pian, the dealer is able to make many more 
sales and it is to his advantage to push the protective 
features such as insurance and emergency credit. 
The car buyer is then assured of expert assistance 
and protection in case of accidents and emergencies. 
And, by the same token, the dealer is not faced with 
repossessions or legal trouble should the customer 
suddenly get in a jam. Because it’s so good for all 
concerned, we make sure our salesmen stress the 
features of our house plan in their selling.” 


“ 


Commercial Credit dealers 
are successful dealers 














Write or call the nearest CommerciAL Crepir CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it, today? 
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COMMERCIAL A service offered through subsidiaries of the 


1 § Commercial Credit Company, Baltimore . . . Capital . 


CREDIT )PLAN 
. * and Surplus over $200,000,000 . .. offices in principal LA 
cities of the United States and Canada. — 
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Background of an Epidemic ‘0 


Chrysler Plagued by Strikes 


By Frank Gawronski 
Staff Writer 
does Chrysler Corp. have 
more labor disputes than any 
other manufacturer in the auto- 
mobile industry? 

This question came up again 
last week when Dodge’s Ham- 
tramck (Mich.) assembly plant 
was closed by a strike of 5,000 
production workers in a dispute 
over relief time and production 
standards. 

The strike, which spread to three 
other Chrysler plants in the Detroit 
area, came as the corporation was 
swinging into volume production in 
an attempt to build up stocks of 
1959 models for dealers. 

Last month, another labor dis- 
pute—a six-day strike by 8,000 
white-collared workers—crippled all 
1959 model production and idled 
61,000 employes in 31 Chrysler 
plants across the country. 

+ = oa 

panes walkouts are a part of 

an almost continuous succession 

of labor disputes which have! 
plagued the corporation. 

The price of the disputes be- 
tween Chrysler and the UAW can 
never be adequately measured in 
terms of profits and wages lost 
and man-hours not worked. How- 
ever, the statistics are appalling. 
According to Chrysler, about $12.7 
million in wages have been lost in| 
461 strikes at the company’s plants | 
between Jan. 1 and Oct. 31. 
Corporation statistics show it had 
32 strikes in January, 113 in Feb-| 
ruary, 22 in March, six in April,| 
two in May, 10 in June, 27 in July, 
38 in August, 123 in September and 





88 in October. 
> = * 

HRYSLER said more than 5 mil- 

lion man-hours—almost equal 
to two 40-hour weeks for each of 
Chrysler's hourly rated workers— 
were lost directly or indirectly by 
the strikes. The average wages of 


Far West Shows ¢ Crowded, 


the employes is about $2.50 an hour. 

To this list of losses you can 
add: 

1. Lost sales by some 9,000 Chrys- 
ler dealers due to corporation’s in- 
ability to deliver cars and trucks. 

2. Income lost by many of Chrys- 
ler’s 12,000 suppliers and their 
employes. 

3. Sales lost by merchants in 
communities in which Chrysler em- 
ployes live and work. 

* ” ca 

HE loss in car and truck sales 

because of the strikes is impos- 
sible to calculate. However, the 
latest Chrysler work stoppages 
came when the corporation and its 
employes had a chance to make a 
comeback from a dismal first nine 
months of 1958. 

From Jan, 1 through Sept. 30, 
Chrysler produced 462,641 cars 
.and trucks. It lost $45.2 million 
during this period. 

A Chrysler spokesman said the 
strikes have been a contributing 
factor to the corporation’s loss. He 
said Chrysler stands to lose “mil- 
lions” more if the strikes continue 
at the same rate. 

There are numerous reasons for 
the hundreds of labor disputes at 
Chrysler during the past three 
years. Without attempting to fix the 


Stickers Applauded 
For Cut in ‘Shopping’ 
SAN FRANCISCO—The post- 





ing of price stickers on ’59 models | 


has decreased the tendency of 
buyers to “shop around,” accord- 
ing to Ellis Brooks, of Ellis 
Brooks Chevrolet. 

Brooks, newly elected president 
of the Oakland Zone Chevrolet 
Dealers’ Assn., said comments of 
new-car buyers indicated overall 
acceptance of the new pricing 
procedure. Public reaction, he 
said, has been most gratifying. 





But Midwest Has Decline 


By John E. Walsh 
Staff Writer 

7 weather got the blame as 

auto-show attendance fell below 
last year’s figures in St. Paul and 
Detroit. But bigger turnouts were 
reported in Spokane and Phoenix, 
Ariz. 

The Detroit total was off approxi- 
mately 25 percent despite the 
Thanksgiving holiday. The ‘59 ex- 
hibits drew 116,141 visitors, com- 
pared with 153,011 and 128,796 for 
the '58 and ‘57 shows. 

Show officials said the weather 
was too good on the opening 
weekend. Ideal climate increased 
competition from football and 
hunting. 

One full day of heavy rain and 
two days of cold, when the mer- 





Show Visitors— 

Some of the visitors who helped open 
the 1959 St. Paul Auto Show were, seated, 
from left, Art Quantrell, chairman of the 
Associated Auto Dealers of St. Paul, one 
of the show's sponsors; Salley Shields, 
queen of the St. Pavi Winter Carnival; 
and Rohland Thomssen, the carnival's 
King Boreas XXII. Standing are St. Paul 


cury didn’t get much above 15, 
hurt the turnout in the last seven 
days. 
> > > 

7 temperature dropped below 

zero on two occasions during the 
St. Paul show, according to Leo 
Faricy, general manager of the 
Minnesota Automobile Dealers 
Assn. 


The show drew about 33,000 visi-| 


tors, down 5 percent from the 1957 
total, Faricy said. 

“This year’s show was better 
than 1957 in the number of deals 
closed,” he added. “Visitors 
seemed to be choosier than ever, 
but they appeared to like the 
price sticker.” 

Clinton A. Steinhoff, manager of 
the Arizona Automobile Dealers 
Assn., reported a turnout of about 
40,000, almost double last year’s 
total of 21,000. 

= * . 
ATTENDANCE at the Spokane 
~™ exposition hit 43,242, compared 
with about 35,000 at the ’57 show, 
according to Richard W. Axtell, 
secretary of the Spokane New Car 
Dealers Assn. 

“Our dealers reported a good 
selling show in spite of a 25 percent 
drop in attendance,” said Ed Hay- 
ward, manager of the St. Louis 
show. 

This year’s exhibits were viewed 
by 75,282 persons, compared with 
102,469 a year ago. The °57 at- 
tendance set a record. 

“Tremendous” crowds were re- 
ported for three shows in the San 
Francisco area. 

No figures were announced, but 
the San Francisco Imported Car 
Dealers Assn. said attendance at 
its five-day show in Brooks Hall 
“far exceeded expectations.” 

An association spokesman said 
the first car sold at the show was 
a $23,000 Rolls Royce. Next year’s 
exposition will run 10 days, he 
added. 

* i. * 

LEVEN Alameda and Oakland 

dealers joined in a four-day 


Mayor Joseph Dillon and )Minnesota Gov.| Show in connection with the open- 


Orville Freeman. 





(Continued on Page 39, Col. 5) 





| bility 





| production workers. 


responsibility, the trouble can be 
confined largely to these factors: 
* * aa 


THE corporation’s determina-| 


1. tion to operate on what it terms 
“a competitive basis” with Ford 
Motor Co. and General Motors. 


This internal revolution at 
Chrysler plants has been in prog- 
ress for a number of years. It 
has resulted in the streamlining | 
of many operations, new work | 
standards, an increase in the | 
amount of work required of many | 
employes, and—most important to | 
the workers—the elimination of | 
an estimated 25,000 jobs. 


2. Chrysler’s decentralization pro- 
gram, which has resulted in the 
shift of certain facilities and jobs 
to new locations. 


3. The disorderly no-contract pe-| 
riod between June 1 and Oct. 1) 
when Chrysler and the other auto} 
makers experienced numerous work | 
stoppages over work standards, the 
number of union stewards and the 
amount of time they should spend 
off the job on union business. 

= - > 
THESE sources of trouble can 
be added a poor UAW-Chrysler 
relationship over the years and| 
some antagonistic UAW Chrysler 





| locals. 


Both Chrysler and UAW offi- 
cials are hopeful that their new 
three-year labor contract will 
eliminate many of these labor | 
“sore spots.” 
Several special clauses in the| 
new agreement are designed to)! 


|} avoid a repetition of the situations | 


which resulted in 700 strikes during 
the three-year period of the last 
UAW-Chrysler contract. 


When the contract was announced 
on Oct. 1, John D. Leary, Chrysler 
personnel vice-president, said the 
contract provides a “solid base for 
three years of labor stability” and 
added that the union’s “responsi- 
in preventing unauthorized 
strikes has been clarified.” 


H® SAID that machinery also has 

been agreed upon to “bring 
about more speedily the equitable 
settlement of grievances” and added 
that these were “important forward 
steps in bringing uninterrupted pro- 
duction” to Chrysler. 


The contract's special clauses, 
designed to provide “labor stabil- 
ity” and enable Chrysler to “im- 
prove its competitive position,” 
include: 

1. An area-wide seniority pool 
designed to solve job problems 
created by major shifts of plant'| 
locations. 

2. A “phasing-in” period during 
which the contracts covering work- | 
ers at Chrysler's automobile body 
division (formerly operated by the 
Briggs Mfg. Co.) will be combined 
with those of other corporation 





Cat raae had been trying to 

extend its basic contract to 

cover the body division ever since 
(Continued on Page 39, Col. 2) 





Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $9 last week to $870, according to Automotive News’ index. 

The entire decline was brought about by a loss of $147 on ’58s and 
$9 on ’57s. Both sank to record low levels. 

The price of ’55s remained unchanged. Increases amounted to $34 
on ’52s, $26 on ’51s, $20 on ’53s, $4 on ’56s and $1 on ’54s. 

At a group of representative auctions last week, the average con- 
signment was 238.1 units, compared with 225.3 a week earlier. The 
sales ratio fell to 64.2 percent from 75.7 percent the previous week. 


| 


| Labor Relations 
picketing by a minority union. 


|was that picketing by a non-| 
| representative union, 


| which their livelihood depends.” 


It was the lowest sales ratio recorded since the week of March 3. 
Auction reports begin on Page 28. 


Recognition Pickets OK'd; 
S-P Pact Tied to Sales 


RULING that is expected to 

have a crippling effect on deal- 
ers and their fight against future 
union organizing campaigns has 
been handed down by the U. S. 
Circuit Court of Appeals in Wash- 
ington. 


The court refused to outlaw rec- 


ognition picketing even though the 


employes of the} 
picketed firm had re- | 
jected the union as 
their bargaining} 
agent. 

The 2-to-1 decision 
reversed the October, 1957 land- 
mark decision by the National 
Board banning 


LABOR 
FRONT 





Judges David L. Bazelon and 
George T. Washington signed the 
majority opinion. Judge Wilbur 
K. Miller said their interpreta- 
tion of the Taft-Hartley Law was 
aiding and abetting “hoodlum- 
ism.” 

The employer in this case was/ 
Curtis Bros. Inc., Washington, 4a| 
moving and storage company. The| 
Teamsters Union at one time had) 
been chosen as bargaining agent. 
Bargaining, extending over months, 
broke down. The union called a 
strike and set up a picket line. 

The company asked for a repre- 
sentation election. The union said | 
it no longer claimed to represent a 
majority, but continued picketing. | 
The NLRB ordered an election. 
Some of the strikers had been dis-| 
missed and replaced and could not 
vote. The employes voted 28 to 1) 
against the union and it was de- 
certified. | 
Still, picketing went on, although 
the union said it was not seeking | 
recognition. The company filed an 
unfair practice charge, alleging | 
illegal coercion. The NLRB upheld 
the company. 

Basis of the board’s reasoning 


by exerting 
economic pressure on the company, | 
also pressures the workers who} 
cannot escape a share of the dam- | 
age “caused to the business on} 





i 

Union Appeals Ruling 
E board held that workers) 
realize that if picketing dam- 
ages their employer economically, 





Outdoor Show in California— 


The 10-day Burlingame-San Mateo Auto 
San Mateo, Calif., drew an estimated 3 





Show in the Hillsdale Shopping Center, 
50,000 visitors, There was no admission 


charged for the outdoor show, sponsored by the Burlingame-San Mateo Auto Dealers 
Assn. More than 90 cars and trucks were exhibited by 13 dealers. 





it might eventually cause their 
loss of wages or jobs. This is unfair 
coercion on the employes to join 
a union they have already decided 
by secret ballot they do not want, 
the board ruled. 

On appeal, union lawyers 
agreed that the union was seek- 
ing recognition but denied the 
illegality contention. 

The court ruled that peaceful 
picketing even after a union has 
been unseated does not violate the 


| law. The “coercion” barred by the 


Taft-Hartley Act referred to direct 
pressure on employes in the form 
of physical force or threats, the 
court indicated. 

The court said the NLRB, which 
previously had ruled that picketing 


| by a minority union was not unlaw- 
| ful, was wrong in changing its po- 


sition. 

Judge Bazelon ruled that the 
right to strike and picket was pre- 
served and protected in all situa- 
tions except where specifically out- 
lawed. 

He said that since Congress had 
prohibited picketing for recognition 
in the face of union certification, it 
should be assumed that that was 
as far as Congress wanted to go. 
In this case no union had been 
certified. The court therefore con- 
cluded that Congress had not out- 
lawed recognition picketing in this 
case. 

In another decision aimed at em- 
ployers, the NLRB has ruled that 
delaying tactics used by some com- 
panies to defeat union organization 
will be futile, or worse, hereafter. 

> > > 


S-P Strike Settled 


HE NLRB declared that an 
employer's failure to show up at 
a hearing was not ground for de- 


| laying the board’s determination of 


its jurisdiction. 

If the board’s statutory juris- 
diction is clear, that is all that 
matters. If an employer believes 
that he is too small to fall within 
the board’s self-set jurisdictional 
standards, which are narrower 
than the statutory standards, he 
had better come around and 
prove it, or the board will proceed 
as if he is within its jurisdiction. 


In Galesburg, Ill., an NLRB hear- 
ing on an election petition sub- 
mitted by six new-car dealers to 
end 2% years of picketing was 
recessed until Dec. 18 after two 
days of testimony last Wednesday 
(Dec. 3). 

On the factory front, Studebaker- 
Packard employes have approved 
a new labor contract which grants 
workers an immediate wage in- 
crease. However, most of the added 
labor costs to the company will be 
held up four months. 

S-P workers will receive a six- 
cent hourly wage increase under 
the annual improvement factor as 
of Dec. 1. Skilled trades workers 
will receive an additional eight 
cents an hour. The company, how- 
ever, will pay part of these costs 
out of the five cents an hour it 
currently pays into the supple- 
mental unemployment benefits 
fund. 

Under a formula geared to the 
retail sales of cars, the company 
will be permitted to halt payment 
into the SUB fund until it has sold 
60,000 cars. At that point, S-P will 
begin contributing 2% cents an 
hour for each employe into the 
fund, and five cents an hour when 
it has sold 90,000 cars. 

A one-cent-an-hour cost-of-living 
increase, retroactive to Sept. 1, is 

(Continued on Page 39, Col. 4) 
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Distributed only through 

imported car 
sub-distributors and 
their dealers! 














150CC: Six sleek H.P., remarkably quiet, 3 speeds, 
telescopic fork with hydraulic shock absorbers, 100 MPG, 
double bench seat available. From Austria’s largest auto- 
motive factory, Steyer-Daimler-Puch. 

PUCH SCOOTER SRI150...... Suggested Retail: $439.95 
With electric starter, suggested retail: $489.95 







200CC: The finest scooter available anywhere, quality 
that you can see immediately, 9.5 H.P., 80 MPG, 4 
speeds with pedal gearshift, super-silent, solid comfort. 
DIANA SCOOTER 200/DN...Suggested Retail: $589.95 
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50CC: Gracefully styled, built-in headlamp and speedom- 
75CC: Fan-cooled, economical reliable transportation, 2 eter, efficient silencer, comfortable, extra-large brake 
speeds, a low-priced big scooter. drums, 3 speeds, luggage carrier. 
HMW SCOOTER 75/RG Suggested Retail: $299.95 DIANETTE MOPED 50/DE....Suggested Retail: $209.95 


WANTED: | 
‘| YQ SUB-DISTRIBUTORS 


50CC: Handsome and sturdy, speedometer combined in 
headlamp assembly, quiet but powerful, 2 speeds. 
HMW MOPED 50/28 Suggested Retail: $199.95 
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" To share in sales that will reach 100,000 units this year 
Tr 
e 

; Cash in on the fastest growing form of transportation. High Scooter International Mopeds and Scooters mean extra profits . 
2. markups at practical sales prices . . . exciting transportation for you, for them, and their salesmen. 
e . .. glamorous models . . . mean liberal profits. e Scooters International’s Mopeds and Scooters are products 
to of some of the largest and oldest automotive factories in 
as e Scooter and Moped sales fit into your dealers’ present line of Europe, including Steyer-Daimler-Puch and Durkoppwerke. 
vo . . : . 
ay imported cars without increasing overhead. e There is a full warranty and a complete parts setup behind 
i e Your dealers are able to put their service and parts facilities each Scooter International Vehicle. 
oe to greater use without increasing overhead. @ Scooters and Mopeds are dealer items—not department 
=~ e These units require little showroom space and mark your store products. 
. dealers as alert and progressive. 

e 

e Your dealers get volume otherwise missed if their line is a SCOOTERS 

ce little too high for the second or third car. { INTERNATIO NAL, 
= * Your dealers obtain prospects for ultimate upgrading to INCORPORATED 
ht their own lines. 1710 SUMMER STREET. STAMFORD, CONN. 
a e If your dealers are on allocation with their present vehicles, 

hs NMR NNER ALR EL AREER RR RE TT NE STS NRC NN ET TS 
- Scooters International Incerporated 
he 1710 Summer Street, Stamford, Connecticut 


nt The Aen) hime. - the. only Full Line . A franchise for Scooters International Inc.'s Scooters and Mopeds interests us. Please send full information. 
2 | | iathe Jast termover Transportation field .\ $F» 


Addres: What Lines Hondied _—___________ 
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The Man Behind the Wheel .. . 


Sales Testing the New Models 


Eprror’s Nore: This is the first 
in a series of articles describing 
sales features and performance 
of 1959 model autos. | 

* a . 
By L. H. Houck 
Travelling Correspondent 


fail, the car drops only an inch.| Torsionaire, is an automatic lev- 
But it is so simple and well engi-| elling device. 

neered that failure is virtually out| For example, if you have a drive- 
of the question until the parts wear| way with a dip, the tailpipe won’t 
out in the air compressor—some-| hit, when you're loaded, if you have 
thing not likely to happen during| an air-suspension Dodge. 

the ownership of the average first) That is because the automatic air 
owner. | System reestablishes the standing 


Ore of the amazing things about | 
Dodge is how the firm manages | 
to improve it year after year. Last 
year’s Dodge, which I sales-tested, | 
seemed to me to be about the ulti-| 
mate. Yet this year’s Dodge has a} 
host of improvements and refine-| 
ments that are valuable and desir- | 
able. 

Dodge calls it “the all-push- 
button” car, and this is a refine- | 
ment that every car owner will 
appreciate. For example, if your 
windshield fogs up, you push a | 
button which turns on the blower | 
and changes the direction of the | 
air to the defroster outlets ir- | 
respective of the previous setting. | 
And defrosting is fast and posi- 
tive. 

Pushbutton transmission is a 
dream to operate. This Dodge was 
equipped with TorqueFlite with 
five pushbuttons, R, N, D and 1 
and 2. Normal driving is done in| 
“D”, but you have “2” for heavy) 
city traffic and braking down hill. 
And for extreme driving conditions, 
such as descending exceptionally 
steep grades, “1” holds the car 
in low. 

The four-door Custom Royal) 
hardtop was equipped with Dodge’s 
new air suspension, which will ap- 

to all, especially those who 
ordinarily carry heavy loads or 
persons with large families. 


Can’t Let You Down 


_— new air suspension can’t let| 
you down. Should the system! 


Dodge retains its rear springs 
and an improved front torsion- 
bar suspension. Superimposed 
upon a wonderful suspension sys- 
tem, the air suspension, 


Car Tested: 
DODGE 


Model: Custom Royal four- 
door hardtop. 

Engine: D-500, OHV V-8, 383 
cubic-inch displacement, 320 h.p., 
four-barrel carburetor, 10-to-1 
compression ratio. Bore and 
stroke, 4.25 by 3.38 inches. Dry- 
air cleaner, fuel filter in fuel 
tank and fuel filter at fuel pump. 

Transmission: TorqueFlite, 
pushbutton automatic. 

Optional Equipment Installed: 
Seat belts, six-way power seat, 
power steering, power brakes, 
electric windows, Mirror-Matic 
rear view mirror, radio, electric 
clock, air suspension, adjustable 
speed electric windshield wipers, 
foot-operated windshield washer, 
pushbutton heater and defroster, 
tinted glass. 

Dimensions and capacities: 
Overall length, 2174 inches; 
wheelbase, 122 inches; fuel tank, 
20 gallons; crankcase, five 
quarts. 


Tires: 8.00x 14, Goodyear using 
Tyrex cord. 


All Makes Doing Well... 


Tulsans Sold on °59s 


TULSA, Okla—The 1959 models 
of practically all makes have been 
moving well in Tulsa, according to 
a recent survey of dealerships. The 
shortage of cars because of labor 
strife has resulted in many unfilled | 
orders, some dealers said. 

At Fred Jones Ford, Gilbert 
Huffman, sales manager, said he 
expects the new Galaxie model 
will stimulate sales since it has 
the Thunderbird roof and the 
T-Bird has been selling well in 
Tulsa. 

Huffman said economy features | 
of the 1959 models are being stres-| 
sed by his salesmen. He listed these | 
as aluminized mufflers, diamond- 
luster paint, standard airfoam 
cushions and the fact that regular 
gasoline can be used with all en- 
gines. 

The firm now has a sales contest 
going with its Oklahomaa City 
affiliate, Huffman said. Possible 
buyers are encouraged to fill out 
entry blanks giving them a chance 
to win a boat and motor or a rod 
and reel. Deals are more favorable 
for the dealer than they have been 
in past years, Huffman said. 

Emmett W. Shelby, general 
manager of Fred Jones Mercury- 
Edsel-Lincoln, said that while 
buyer interest is up considerably, 
his salesmen still will have incen- 
tive plans to keep the sales vol- 
ume up. 

He said salesmen are -stressing 


Kirks to Address 
Dayton Dealers 


DAYTON, O.—Dr. Rowland F. 
Kirks will speak at the annual 
dinner meeting of the Montgomery 
County Automotive Dealers Assn. 
Dec. 15 at Suttmiller’s restaurant. 

Dr. Kirks, legislative counsel for 
the National Automobile Dealers 
Assn., will discuss “How Auto Trade 
Associatians Serve in the Public 
Interest.” 

Highlight of the meeting wil be 
installation of officers, whose elec- 
tion is now under way by mail 
ballot. 





the fact that all Mercury and Edsel 
engines can use regular gas. The 
new Edsel 
the 1958 because some equipment, 


usually extra on other makes, is| 


standard on the ‘59, Shelby added. 

Elmer Clark, sales manager at 
Parrish & Clark (Dodge-Plymouth), 
said that while swivel seats are 
popular with women customers, his 
men are stressing 
ride, total contact brakes, 


which competitive makes lack. 


A spokesman for Greenlease- 
Ledterman Cadillac said the 1959 
model is going very-well. The firm 
had none in stock and was ex- 
pecting only 10 cars by the first 
of the year. Any others which 
might be shipped in are already 
spoken for, he added. 

At Chick Norton Buick, Earl 
Elliott, sales manager, called the 
59s reception in Tulsa the best 
since 1955. He said buyers who liked 
the 1958 models mechanically were 
pleased with the elimination of ex- 
cessive chrome and the smooth 
styling of the 1959 model. 

He said salesmen are stressing 
the new mechanical features such 
as easier handling due to redesign 
of the power-steering system, added 
quietness and fuel economy. 

Buick is fourth in 1958 registra- 
tions in Tulsa, Elliott said. 

Salesmen at Wilkerson Chevro- 
let reported they were happy with 
the response the El Camino pick- 
up truck has had. The Impala 
sport coupe is the best seller in 
the passenger-car line, they said. 

Lowness of the new models, long 
wheelbase, better visibility and the 
new design are the top selling 
points, they said. Deals are better 
than ever, they added. 

At Knotts Rambler, salesmen said 
buyer interest is high and good 
deals are being made on the 1959 
models. The Rambler Six station 
wagon is probably the best seller, 
they added. 

Salesmen said they are stressing 
low operating cost, single-unit con- 
struction with deep dip rust-proof- 
ing, and the fact that the car is 
easy to park. 


It's a Money Saver 


| 50, feeling it out at medium speeds 


miles. 


is more popular than) 


Torsion-Aire | 
push- | 
button drive and other features! 





| height regardless of load. You can 


have a fat man sitting in one cor- 
ner and a thin man in the other 


j}and it will level. 
called | 
|“What’s so important about level-| 
\ling?” A car that has automatic} 


Some prospect is sure to say:| 


levelling maintains alignment and|j; 


reduces much of the wear on front} 


tires. 
+ = = 


T IS no secret that front-end| 


variation results in a slight mis- 
alignment due entirely to the dif- 
ferent standing height. Maintaining 
the correct height under all condi- 
tions can save you money. 

Another part of the anwer is 
the inherent safety of a well- 
balanced car under all traffic and | 
road conditions. 

A study of accident reports will 
show that a large percentage of 
one-car accidents happen on sec- 
ondary roads. These are usually 
blacktop and most of the ones I 
drive on are wavy. An unbalanced | 
car can start a vibration that will 
shake you off the road at normal 
speeds. 

This Dodge was delivered to me 
by L. J. Havey, regional Dodge 
service manager in St. Louis. I 
drove it home over US-66 and US- 





since it only had a few hundred 





. * 


Tested on Long Trip 


— next few days it was used in 
traffic, and then I had to make 
a trip into Northeast Missouri and 
Central Illinois. 

I decided to take a scenic 
blacktop short cut from Jeffer- 
son City through the Daniel 
Boone country along the Missouri 
River. These blacktop roads are 
fine roads, narrow, up hill and 
down, and high in the center and 
wavy. 

Here is where Dodge's new air 
suspension turned in a superlative 
performance. Here where you have 
every right to expect pitch and 
sway, you had none. 

Having traversed these roads 
many times, I thought I would try 
for higher speeds than I usually 
use. I discovered that you can 

(Continued on Page 40, Col, 1) 


Two Ad Agencies 
Switch Lincoln, 
Edsel Accounts 


DETROIT. — A realignment of 
advertising agencies handling au- 
tomotive accounts of the M-E-L 
division, involving Kenyon & Eck- 


hardt, Inc., and Foote, Cone & 
Belding, was announced last week 
by C. E. Bowie, general sales man- 
ager. 

Under the new arrangement, 
Mercury and Edsel advertising will 
be assigned to Kenyon & Eckhardt, 
with the Lincoln and‘ Continental 
account going to Foote, Cone & 
Belding. 

Kenyon & Eckhardt formerly was 
associated with’ Mercury. and Lin- 
coln, while Edsel advertising was 
prepared and administered by 
Foote, Cone & Belding. 


“The repositioning of the Edsel 
in the lower price field, and the 
combining of Edsel franchises with 
Mercury dealerships in-many mar- 
ket areas, has required greater in- 
tegration and coordination of the 
advertising and sales promotion 
plans for the two car lines,” Bowie 
said. 

“Advertising and sales promotion 
programs for the Lincoln and Con- 
tinental will be the responsibility of 
Foote, Cone & Belding, who will 
concentrate their attention on the 
merchandising of these cars in the 
luxury price market,” he added. 


An All-Weather Champ— 


Pe 
. a Pht a ” 
er. HG if Vat 
Pe Ay 
4, a tie 


BS, 


Improved torsion-bar front springing, plus air suspension, give this 1959 Dodge j 
| alignment is, and must be. set ideal balance in snow and on slick streets, L. H. Houck, Automotive News travelling § 
for a normal load and that. any | “respondent, reported. Automatic levelling helps prevent skids, he said. 





Mercedes Shoots for Top 
Of U.S. Luxury Market 


LOS ANGELES.—“We're aiming 
at the top end of the fine-car mar- 
ket, not just shooting for a spot 
in the foreign-car field,” said F. L. 
Armstrong, general sales manager 
for Mercedes-Benz., Inc., wholly 
owned subsidiary of Studebaker- 
Packard, in outlining sales and pro- 
motional plans in Southern Cali- 
fornia for 1959. 

“October was the greatest 
month for sales of Mercedes- 
Benz cars in the U. S. since the 
American franchise for the line 
was taken over by Studebaker 
in May of 1957,” he continued. 
There are now nearly three dozen 
M-B dealers in Southern Calif., 
Arizona, and Clark County, Nevada, 
Armstrong said. 

New dealers in Southern Cali- 
fornia include Coventry Motors, 
9334 Wilshire Blvd., Beverly Hills, 
and Aiken Studebaker, 1522 West- 
wood Blvd. West, Los Angeles. 
Coventry also handles Jaguar, while 
Aiken has an Olds deal in the same 
block with Studebaker. 

Mercedes 
about 10 percent of total produc- 
tion to the U. S., with New York 
absorbing the greatest number of 
ears and California second. About 
25 percent of U. S. orders are for 
the 220 Sedan. 

Studebaker-P ackard has or- 
dered 1,300 Mercedes units for 
March delivery, which is nearly 
twice the number anticipated 
when the import line was taken 
on. 

There are now 420 Mercedes deal- 
ers, but not all handle Studebaker. 
Dealers are reported spending 
about $100,000 monthly on adver- 
tising, although Mercedes has no 
cooperative program. 

—WILLIAM CARROLL 
7 = > 


Daimler 


pA CAR CO., producer of 
expensive and ultra-conserva- 
tive autos, has announced it is in- 
vesting $30 million on a medium- 
priced sports car to be introduced 
by next fall. 

A spokesman for the British firm 
said the new cars would have a 2%- 
liter engine “of very advanced V-8 
design.” 

* 
Jaguar 
A MORE than 100 percent in- 
crease in members of. Jaguar 
owners’ clubs this year has been 
reported by directors of Jaguar 
Clubs of North America, Inc. They 
said Jaguar club members are 
sponsoring motor-sport events in 
many regions throughout the U.S. 
and Canada. 


In a move to broaden the inter- 
national base of Jaguar owner 
clubs, the directors endorsed a mu- 
tual recognition agreement with 
the Jaguar Drivers Club of Great 
Britain, which would provide for 
overseas club privileges for mem- 
bers of either organization visiting 
abroad and for a monthly exchange 


is reported shipping} 


of club news, to be printed in offi- 
cial publications. 
> 


* * 


Renault 


| Fans DUFFY has been ap- | 
pointed sales vice-president of 
Auto France Dis- 
tributors, Inc., 
Spring Valley, - 

mm Ee 
Auto France, 
the Renault- 
Peugeot Distrib- 
utors for New 
York State and 
New Jersey, now 
has 50 active 
dealers. Duffy is 
r. in the process of 
Frank Duffy appointing addi- 
| tional dealers for complete terri- 
| torial coverage, according to Auto 


France. 
. aa : 


Volkswagen 


VOLKSWAGEN swept an interna- 

tional field of 67 entries to win 
first, second and fourth places and 
the three team awards in the 1958 
| Mobilgas Round Australia Rally of 
10,000 miles of primitive roadway. 
Third place was won by a 1958 
Holden. 


Only 35 cars finished the 19-day 
run. The others had bogged down 
in mud three feet deep, suffered 
severe damage from terrain or 
collisions with wild animals, or 
were crippled by engine break- 
downs. Flood waters, blinding rain, 
slippery roads, mud and potholes 
made this a “horror stretch” most 
of the 10,100 miles. 


All cars had their key component 


(Continued on Page 40, Col. 5) 


Canada GM Chief 
Sees Sales Rising 
9 Pct. in 1959 


TORONTO.—-Sales of 475,000 cars 
and trucks in Canada in 1959 were 
predicted last week by E. H. 
Walker, president, General Motors 
of Canada, Ltd. The forecast con- 
sisted of 400,000 cars and 75,000 
trucks. 

The total would be 9 percent 
ahead of 1958 sales and 4 percent 
above 1957 figures. 

Walker said his prediction in- 
cludes sales of foreign-built vehi- 
cles, but he‘added that he expected 
that the same percentage gains — 
would be experienced for Canadian 
cars. 


Walker spoke at a press confer- 
ence prior to the opening of the 
GM Motorama here. He said that 
in the first nine months of this 
year, GM took 55 percent of the 
Canadian market, excluding foreign 
cars, and 47 percent when the im- 
ports are included. 


He said manufacture of the 
Vauxhall in Canada had been 
studied in recent months, but “we 
have found that we cannot compete 
costwise” because of higher labor 
and materials charges. 








How [Mig helps you put more cars on the road 





LIFE delivers 


America’s 
car-buying 
households... 


to dealers in every community. 44% of all the consumer dollars spent on new 
cars in 1959 will come from households that read an average issue of LIFE.* And 
15,320,000 households read an average issue. 


In the course of 13 issues, LIFE-reading households — 34,440,000 of them — will ac- 
count for 80% of total U. S. new-car expenditures. This means that in the average 
community, LIFE-reading households account for four-fifths of the local new-car market. 


These figures add up to BIGNESS . . . the bigness of the LIFE market. But beyond these market dimensions. .. 


*Based on LIFE’s Study of Consumer Expenditures, an actual measurement 
of $200 billion spent on consumer goods and services in 1956. 





(Ud9 offers special selling advantages 


A CHANCE TO SHOW THE BEAUTY OF YOUR CAR. 
LIFE’s superb reproduction gives you the BEAUTY you want—beauty that does full justice to the 


careful styling of your product. In LIFE, your car looks its best. 
And with styling the most important factor in the minds of today’s buyers, the reproduction 


you get in LIFE becomes a key factor in selling effectiveness. 


A CHANCE TO CHANGE TACTICS AND STRATEGY. 
LIFE gives you the FLEXIBILITY to match the moods of your market. LIFE alone can 
launch or bolster a national sales campaign in 22 days for four-color ads... 7 days for black- 
and-white or two-color ads. Only LIFE among mass magazines can deliver your advertising 
messages so swiftly, so surely. 


THE RESPECT THAT COMES FROM BEING SEEN IN GOOD COMPANY. 
LIFE helps create RESPECT for your new cars. People value LIFE’s editorial content, have con- 
fidence in the magazine, pay their own money to read it regularly; this confidence carries 
over to the advertising pages. And when your advertising appears in LIFE you’re keeping com- 
pany with America’s finest companies. 


at These are some of the reasons why... 








LIFE is America’s Automobile 


Here’s how 
the 1959-cars 


were announced 





IN LIFE ISSUE OF SEPT. 22 





f \nnouncing 


THE MARK IV 


Cc _o% i ne om 





| NEW CH 


son hearted car that 
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PORTIONE 
PUI IN eD 
af ATV 
Altogether new om everything you see feet or touch 
with new economy for todays driving 


1958 
EDSEIL 








The brand NEW 
59 MERCURY 


shows you 


what NEW 
really means 





‘59 MERCURY uur wo uead _ sur 0 st 








NOV. 24 





YOUR NEW 
Br , ss > DIMENSION IN 
— oo oy AA peel nao 4 MOTORING 
ANNOUNCING RAMBLER...THE COMPACT CAR en BORN IN 
RAMBLER FOR '59 aitumeeen : SOUTH BEND one nue 


THE COMPACT CAR WITH THE BEST OF BOTH 


Stasscwescasess Sem sstSts 


(EWS ABOUT THE NEW RAMBLER — SUCCESS CAR OF 59—ON THE WEXT PAGES) 














Showroom in Print 


aa aeaieediad | THE woos (—aeclillac ; 
BUICK 59; , 

ESABRE .. 

INVICTA 
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The Creetet of Evervtting New! 








MUST DRAMATIC DEBUT OF 1959 
NEWEST EDITION OF THE LINOOLN LOOK 


the NEW 19590 


excellence without equal 


NOV. 10 


FOR S9.../F 17S MEW PLYMOUTHS GOT IT! 


Who in the World Built this Beauty? 


-_—-—- — - - Oe oe oe ee we Se ee 


PONTIAC! 





T. 13 


Because test afler test proved SIMCA 
outperforms anything in its price class 


Why Chrysler 
OMe LnOD 
(‘hose Simea 


> SIMCA 


Vv. 24 





=F VOLKSWAGEN 


NOV. 10 












BIGNESS 









FLEXIBILITY = 


| Oldsm 
liverie 
865. FP 
county 
638; | 
Cadills 
| Truc 
121 or 
|} month 


New-car buyers by the millions— “oe 








that’s why passenger car advertisers Coan 
buy more pages and invest more dollars in LIFE a 


PASSENGER CAR & MBHICLES ADVERTISING INVESTMENT 1, and 
(FIRST 10 MONTHS OF 1958) Dollars Pages 






1,272,925 (36.00) 


Source: P. I. B. 


Only (W0H9 gives you so much selling power a4 
so swiftly, so surely 





AUTOMOTIVE NEWS, DECEMBER 8, 1958 


Sales Conditions in Various Areas... 





Auto Market Reports 


Baltimore 

A total of 1,455 new cars were 
registered in Baltimore during Oc- 
tober, with Chevrolet leading Ford, 
329 to 271. Plymouth, at 212, ran a 
strong third. 

Other registrations were: 
Dodge, 88; Rambler, 84; Buick, 
77; Oldsmobile, 63; Pontiac, 48; 
Mercury, 38; Chrysler, 37; De- 
Soto, 37; Cadillac, 21; Volks- 
wagen, 18; English Ford, 13; Fiat, 
13; Renault, 11; Hillman, 9; Edsel, 
8; Studebaker, 6; Triumph, 6; Im- 
perial, 3; Lincoln, 3, and miscel- 
laneous, 60. 

New-truck registrations num- 
bered 167 during October, compared 
with 179 a month earlier. By makes, 
they were: Chevrolet, 33; Interna- 
tional, 29; Ford, 23; Dodge, 8; GMC, 
8; Brockway, 5; White, 4; Mack, 3, 
and miscellaneous, 53.—(Kate Sav- 


age.) 
* 


+ 

Akron 
Sales of new cars rose 10 percent 
| in Summit County (Akron) during 
October after dropping to the year’s 
low the month previous. October 
registrations totalled 1,214, com- 

pared with September’s 1,104. 
With Chevrolet strikebound most 
of October and shipment of new 


* 


cars curtailed, Ford deliveries top- 
ped Chevrolet for the first time this 
year, 291 to 241. For the 10 months, 
however, Chevrolet has 3,726 regis- 
trations to 2,919 for Ford and 1,649 
for Plymouth. 
| Buick is beginning to close in on 
i + earn: and now has 826 de- 
| liveries for the year to Oldsmobile’s 
| 


865. Pontiac ranks sixth in the} 
county at 730, then comes Mercury, | 
490; Dodge, 470; 


638; Rambler, 
Cadillac, 271. 


Truck sales in October totalled 


121 or 33 percent below the same} 
|} month a year ago—(Joe Kuebler.) | 
i + * : 


| Auto Briefs 


New-car registrations in Rhode} 


Providence 


Island in October totalled 1,641, 
bringing the count for the first 10 
months of 1958 to 18,383. The Octo- 
ber, 1957 total was 2,186, and the 
aggregate for the first 10 months 
that year was 22,301. 


Ford paced the field in October | 
with 393, while figures for other} 


makes were: Chevrolet, 239; Plym- 
outh, 160; Rambler, 148; Buick, 129; 
Oldsmobile, 82; Pontiac, 54; Volks- 


wagen, 48; Cadillac, 46; Dodge, 46; | 
Mercury, 31; DeSoto, 25; Edsel, 18; | 


Chrysler, 10; Lincoln, 8; Imperial, 
6; Studebaker, 5; Willys, 4, and 
miscellaneous, 189. 


New-truck registrations totalled | 


144, broken down as follows: Ford, 
37; Chevrolet, 36; International, 21; 
White, 16; Volkswagen, 9; Mack, 7; 
GMC, 5; Dodge, 5; Willys, 4; Divco, 
1, and miscellaneous, 3.—(Thomas 
| L. Forbes.) 
7 * + 
Atlanta 
New-car registrations in Atlanta 
during October totalled 1,929, only 
23 units above the preceding month. 
New-truck registrations were down 


21 units from September for a total | 
of 233. 

By makes, new cars registered 
were: Ford, 478; Chevrolet, 467; 
Plymouth, 203; Buick, 89; Oldsmo- 
bile, 85; Dodge, 80; Rambler, 80; 
Volkswagen, 48; Renault, 43; De- 
Soto, 38; Pontiac, 34; Chrysler, 27; 
Cadillac, 27; Mercury, 22; Simca, 
17; Studebaker, 16; Edsel, 13; Eng- 
lish Ford, 12; Imperial, 9; HiJlman, 
7; Lincoln, 5; Vauxhall, 5; Willys, 2; 
Jaguar, 1, and miscellaneous, 121. 

New trucks registered were: 
Ford, 80; International, 45; Chevro- 
let, 39; Mack, 23; GMC, 18; Volks- 
wagen, 9; Willys, 5; Dodge, 4; 
White, 2; English Ford, 1, and 
miscellaneous, 7.—(E. C. Bash.) 

* * * 
Dayton, O. 

New cars are selling like hot- 
cakes in Dayton, O. 

The Montgomery County Auto- 
motive Dealers Assn. made a study 
of the first 20 days in November, 
compared it with previous sales 
periods and found out that sales 
|} are heading toward higher levels. 
| In the first 20 days 956 new cars 
were solid, compared with 644 in 


And it’s a sizable increase over the 
808 new cars sold in the same pe- 
riod of November, 1957. 

Ralph Caverlee, association secre- 


cent sales this way: Ford; 218; 
Chevrolet, 176; Buick, 97; Plym- 
outh, 87; Rambler, 73; Oldsmobile, | 
60, and Pontiac, 59. 

Ford dealers reported plenty of | 
1959 models, while General Motors | 
dealers have experienced shortages. 


|} —(William Francois.) 
> * > 


Cleveland 


Introductions of new models and 





LUBBOCK, Tex.—A burglar cov- 
|ered his tracks after taking more 
than $600 from a walk-in vault in 
Modern Chevrolet Co. He battered a 
hole in a wall to enter the vault. 
The burglar then hid all signs 
of the break-in. He covered the 
hole in the wall, replaced several 
windows he removed to enter the 
building and swept the floor with| 


a broom. 
> . 7 


Eight U. S. Racing Events 


Win FIA Approval for °59 | 


NEW YORK.—Charles Moran, | 
chairman of the Automobile Com- 
petition Committee for the U. S., 
announced that eight major events, | 
including World Championship, full | 
|international, Hill Climb, Formula} 
|I and Formula II motor and sports- 
car racing events have been sched- | 
juled for the 1959 season in this| 
country with the approval of the 
Federation Internationale de 
L’Automobile. 














Texas Independents Elect— 


New officers of the Texas Independent 
group's meeting in Fort Worth, are, from 
vice-president; Doyle Renfro, Odessa, secretary; Rayford Gillihan, Big Spring, regional 


vice-president; O. W. Conditt, Fort Worth, 
dent; S. A. Meazell, 
president; 


outgoing vice-president. 


Dallas, vice-president; 
George Swaim, San Antonio, regional vice-president; 
Waco, treasurer; and Pat Willingham, Pasadena, vice-president. 


Automobile Dealers Assn., elected at the 
left, Thurman Smith, Fort Worth, regional 


vice-president; Joe Fralin, Lubbock, presi- 
J. O. Woodard, Dallas, regional vice- 
Wesley A. Terry. 
John Geary is the 


the comparable October period. | 


tary-manager, broke down the re-| 


a general upsurge in business con-| 
ditions combined to push new-car| 


sales upward in the first 15 days of 
November in the Cleveland area. 

A shortage of cars, however, is 
still hampering full sales potential. 

For October, complete figures 
show 3,956 new-car registrations, 
compared with 3,411 in September. 

By makes, registrations were: 
Ford, 1,077; Chevrolet, 679; Plym- 
outh, 357; Buick, 300; Oldsmobile, 
293; Dodge, 251; Rambler, 196; Mer- | 
cury, 158; Pontiac, 147; Cadillac, | 
72; Volkswagen, 54; Chrysler, 37; 
DeSoto, 37; Foreign Ford, 31; 
Simca, 28; Lincoln, 26; Studebaker, | 
21; Edsel, 20; Metropolitan, 20; | 
Vauxhall, 18; Renault, 15; Opel, rid 
Triumph, 12; Austin, 11; Fiat, 10; 
| Lloyd, 10; Continental, 9; Volvo, 9; 
|Imperial, 7; MG, 6; Packard, 6;| 
| Mercedes- Benz, 5, and miscellane- | 
ous, 22. 
| New-truck registrations amounted 
|to 283, compared with 269 a month | 
earlier. By makes, they were: Ford, | 
56; GMC, 56; Chevrolet, 55; Inter-| 
national, 47; Volkswagen, 19;/| 
Willys, 18; Dodge, 11; White, 10; 
Mack, 3; Reo, 3; Lloyd, 2; Autocar, | 
1; Brockway, 1, and English Ford, 
1—(Sanford Markey.) 

* ° > 





Denver 

Denver dealers sold 987 new cars 
during October, compared with 955 
in September and 1,537 in October 
|@ year ago. 

New-truck sales numbered 190, 
compared with 150 a month earlier 
jane 222 a year ago. 

By makes, new-car sales in 
October were: Chevrolet, 220; 

Ford, 217; Plymouth, 81; Rambler, 
76, Dodge, 47; Pontiac, 42; Buick, 
36; Oldsmobile, 32; Mercury, 30; 
| Renault, 30; Cadillac, 22; English 
| Ford, 17; Hillman, 15; Simca, 13; 
| MG, 10; DeSoto, 9; Isetta, 9; 
Volkswagen, 9; Volvo, 8; Chry- 
sler, 7; Edsel, 6; Morris, 6; Im- 


| 





A significant result of the recent 
F.LA. meeting in Paris was the ap- 
proval of two Formula I World’s 
Championship events for drivers in 
the U. S. in 1959. These are the 
Indianapolis 500 on May 30 and the 
first Grand Prix of the United 
States to be run in 1959 at Sebring, 
Fla., on March 22. 


= * > 


List Industries Crows 
CINCINNATI. — The acquisition 
of a majority interest in Aluminum 

| Industries, Inc., by List Industries 
|\Corp., New York, has been an- 
nounced. List purchased more than 
200,000 of the 313,000 outstanding 
|shares of the Cincinnati firm and 
has offered to buy the remaining 
shares. 

> 


Pick Sells Filter Division 
To Champion Laboratories 


WEST BEND, Wis.—Pick Mfg. ||| 


} 


Co. announces sale of Pick’s filter 
division to Champion Laborato- 
ries, West Salem, IIL. 

Pick said its brake shoe bus- 
iness had increased so much that 
it was compelled to dispose of the 
filter business to provide needed 
room, Champion Laboratories, fil- 
ter experts, is a wholly owned | 
subsidiary of Pyroil Company, | 
Inc., La Crosse, Wis. 


* * * | 


Color Expert Expects Beige 


To Retain Popularity Crown 


SPRINGFIELD, Mass.— Faber 
Birren, color consultant to Mon- 
santo Chemical Co.’s plastics divi- 
sion, predicts that beige will repeat 
in 1959 as America’s most popular | 
color. He expects sandalwood, pink, 
oyster white, light green, turquoise, 
light blue, yellow, light gray and 
rose to round out the top 10. 

Birren’s predictions are based on 
records of consumer sales. Since 
1946 he has been tabulating and 
analyzing sales figures on such re- 
tail products as paints, wallpapers, 
fabrics, carpeting, appliances, 
housewares and miscellaneous plas- 
tics goods. 
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perial, 6; Alfa Romeo, 5; Opel, 5; 


Studebaker, 3; Lincoln, 2, 
miscellaneous, 22. 
Truck registrations were: 


56; Chevrolet, 51; Willys, 22; Inter- | ander.) 





national, 20; Dodge, 7; White, 5; 


and | Volkswagen, 3; English Ford 2; 
Divco, 1; Studebaker, 1; Tempo, 1 
Ford,|and miscellaneous, 10.—(Ira Alex- 








FORD—GM—CHRYSLER 


LOW - LOW PRICES ON TOP QUALITY 


OIL FILTER CARTRIDGES 














REPLACES 


NUMBER | 


Sevens F-4 Series 
| AC C-209 
Walker R-C-36 
Ford 7-HA 
6731-A 


6731-A 
ac P-115 $-6) 


Full Flow 
Micromotive 
_ |Watker RC-37) 
Fram 
CH-105RP 
AC P127 
| Pure P-125 
Fram 
CH-106RP 
| AC PF-122 
| Puro P-124 
ac C316 | 
Fram C-134 
Pure P-70 





P-700 


MoPoar 
1312602 
1610435 

Fram 
CH-192RP 
AC PF-319 
Pure P-82 | 

MoPar 
676575 


AC PF-131 
RC-94 


AC PF-141 
RC-99 


MoPor 
1851658 
FORD 
LINCOLN 
MERCURY 
"57-58 


All Prices F.O.B., N. Y. 





NOTICE TO 


AUTOMOTIVE NEWS | 
SUBSCRIBERS 


| Effective January 1, 
AUTOMOTIVE NEWS will be: 






$ 9.00 one year 
16.00 two years 


$13.00 one year 
22.00 two years 


New prices apply to all new and renewal subscrip- 
tions which take effect on or after January 1, 1959. 


This modest increase is due to higher postage rates. 


Automatiue News 


965 East Jefferson Avenue, Detroit 7, Michigan 





| FORD TRUCK V-8 110 .... 
FORD Truck 6 cyl. 


FORD Truck All 
LINCOLN 
MERCURY All 
_| CHEV Truck 


| FORD Truck. (OVH Eng.) 
MERCURY All ... 


OLDS (except Rocket) .... 


BUICK All 


| BUICK All V-8 
BUICK a 
PONTIAC 

| OLDS Rocket Engine 


DESOTO . 

| DODGE ‘ 

| WILLYS Universal Jeep 
Welker RC-62 | PLYM 6 cyl. or Pwrfite. 


CHRYSLER V-8 .... 
| CHRYSLER 8 cyl. . 
| CHRYSLER 6 cyl. secs 
| DESOTO V-8 Early .... 


| DODGE Trucks, All 


CHEV V-8 


CHEV V-8 . 


| PLYMOUTH All . 
FORD All 
LINCOLN All 
MERCURY All . 
























































YOUR 
cost 


List 
Price 


CAR APPLICATION 


46-53 | 
"46-51 | 
‘48-53 | 


L Heed. 





6 & 8 cyl. ... 





 vao-se| 293 
Bin 
we-38| 1.66 | 





. "SS 
"53-56 iy 
"51-55 


- 46-50, 275 | 


"46-55 
"52 


205 
193 
293 | 


3.45 


1959 subscription prices for 


U. S. and Canada and 
U. S. Possessions 


All other countries 
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Roadblocks to Thinking 
Smashed by Ket 


HARLES FRANKLIN KETTERING, affectionately 

known as “Boss” to his associates, was generally re- 
ferred to as a research or inventive genius. 

However, anyone who ever saw Ket in action would think 
of him more as a chaser of mental cobwebs. 

Some of us find ideas hard to come by, so we tend to 
hang on to them. Ket was a buster-upper of preconceived 
notions. He was a stimulator of thinking. 

He had ideas about everything, from driving from Detroit 





McKee; Arlington—Charles T. Beaumet: Atlanta—E. C. Bash: Atlantic City—F. W. | 





to Dayton, to cows in the street in India. We recall being | 


too conservative when discussing with him how long it 
takes to drive to Dayton. 

“Well,” he said, “it would take you longer to drive to 
Dayton because you know only a few ways to get there. I 
know a hundred ways to drive there, and I keep looking 
for better ways.” 

He was a smasher of taboos, too. 

“Let the Indians stymie their progress with cows in the 
streets and all their other taboos,”’ he said. “Here in America 
we can move faster because we aren’t held back by things 
that don’t really exist but which other peoples put in their 
own way.” 

Ket’s lightning-fast mind was always probing, always 
breaking down barriers that held others back. 

There may be some dispute about the number of things 
that Ket invented, but certainly Ket spurred others on to 
countless inventions. 

One of the big things, he said, was to keep people’s minds 
open. The task of the research man seems dull to others. 
It looks like he is making no progress. 

“I keep telling them,” Ket said, “that every failure is 
a step forward. It narrows down the field of the unknown. 
Through a series of failures you close in on the thing you 
want to know.” 

Ket will live on in a positive way if all of us, when we 
feel inclined to be smug, remember Ket and his mind that 
would not rest. 
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Coming 
Events 


Dealer Conventions 


Dec, %—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4—National Automobile 
Dealers Assn.. Conrad Hilton, Chicago. 
Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
March 15-17—Automobile Dealers Assn. 

of North Dakota, Bismarck. 

March 20-2i—Arizona Automobile Dealers 
Assn., Hotel Stardust, Yuma, 

March 22-24— Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 

May 10-12—Georgia Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 

May 17—20th Annual Convention, South 
Carolina Automobile Dealers Ass n., 
Cruise to Nassau, Port of Embarkation, 
Charleston. 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 

May 21-22—Oregon Automobile Dealers 
Assn.. Salem. 

June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
oe nates, Whiteface Inn, Whiteface, 








June 21-24—Michigan Automobile Deal- 

Assn., Gratiot Inn, Port Huron, 
Mich. 

Aug. 7-8— Montana Automobile Dealers 
Assn. Butte, 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. ‘ 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-22—36th Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Kentucky Automobile Dealers 


Assn., Kentucky Dan Village, Gilberts- 
ville, Ky. 
* * * 
Auto Shows 
Dec. 10-14—Omaha Auto Show, Omaha 


Municipal Auditorium, Omaha. 

Jan. 1-Feb. I—Sth Annual American Legion 
Auto Show, Augusta State Armory, Au- 
gusta, Maine. 

Jan. &11— Memphis Automobile Show, 
Ellis Auditorium, Memphis. 

Jan. 9-18—Midwest Auto Show, Municipal 
Auditorium, Minneapolis. 

Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 10-18—30th Annual Auto Show of the 
National Capital Area, National Guard | 
Armory, Washington. | 
Jan. 11-18@—Oklahoma City Auto Show, 

Oklahoma City. 

Jan. 12-17—Grand Rapids Auto Show 
Civic Auditorium, Grand Rapids, Mich. 

Jan. 17-25—Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 22-24— Brockton Auto Show, State 
Armory, Brockton, Mass. 

Jan. 22-27—-Tampa Auto Show, Fort 

5 “—e aemneey Tampa. . | 
lan. 25—Birmingham Auto Show, Birm- | . 

anten, AO... ite Cie Qe | Good-Faith Law 
jan. —Baltimore Auto ow, Balti- . 
more. ; Regarding the Good-Faith Law, 

oo. nie. —unee Auto Show, Sports | we want to tell you what happened 

rena, Toledo. ‘ 

Jan. 25-Feb. !—International Foreign and | to us. In December, 1956, we signed 
Sports Car Show, Dinner Key Audi- |a@ dealer agreement with Willys 
torium, Miami. Motors, Toledo, and on Oct. 17, 

Jon. 31-Feb. 7—Rochester Auto Show, War | 1958, we were cancelled out. 

Feb, 7-14—Milwaukee Automobile Show. | Two additional dealers were can- 

oar te ant Lamheram, Wives, |celled out along with us, namely 

. 9 wauerque Auto Show, State pec 

Fair Coliseum Bidq.. Albuquerque. | Prospect Garage, Pros t, Ky., 
and Sellersburg Motors, Sellers- 
| burg, Ind. Each of these dealers 
are 12 miles from Louisville, and 


Feb. 27-March 8—I959 World Wide Auto 
Show, Miami Beach Exhibition Hall, 
they have been Willys dealers for | 
| 12 to 15 years. 


Miami Beach. 
March 48—9%h Annual National Autorama, 

| The new dealer taking the place 
of three dealers is one of the large 








Letterbox 


‘Its No Help 


Connecticut State Armory, Hartford. 


Apr. 6I!—Denver Auto Show, Denver 


Auditorium, Denver. 
April 17-19—Cheyenne Automobile Show, 


Ch ; . . 
_—— i i | Buick and import dealers in Louis- | 
General | ville. The writer flew to Toledo to 
Jan. 12-16—SAE Annual Meeting and |inquire why we were being can-| 
Engineering Display, The Sheraton- | celled out and the only reason they| 
Cadillac and Hotel Statler, Detroit. 


Jan. %5-26—T ruck Trailer Manufacturers would give was that we did not sell 


Assn., Hollywood Beach Hotel, Holly. | emough new vehicles. Our territory | 

wood. Fla. designation was Louisville and 
Jan. 29-30— Private Truck Council of vicinity 

Ameri hA her- ——_—_ 

a ee Seangeeae, Tet We inquired about our grounds 


Jan. 31-Feb. 4—National Automobile Deal- | in the matter with our attorney 
mr ng yo oe ee Sew. eee | and he advised us that we had none. 
e - — n m iv ri i : . : 
Mfars. of hanatien Gxpediion. New York | There is not a thing in the Good- 
Coliseum, N. Y. Faith Law that prevents a factory 
Feb. 15-17—Motor and Equipment Whole- | from cutting your throat on a 30- 
'day notice—Cnas. J. Hausman, 


salers Assn., National Convention, Con- 
rad Hilton Hotel, Chicago. ae 
on Hausman Motor Co., Louisville. 


Feb. 18-2i—1959 International Automotive 


Service Industries Show, Navy Pier, | oe. ee 

Chicaao. | e Ss ° 
Feb. 182i—National Service Parts and |A Miss on Swiss 

Equipment Show, Automotive Service ‘ : : 

ladusivies, Navy ‘Pler, Chiceec. fil, Re “British Writer Draws Bead 


‘on U. S. Design” in Automotive} 
News of Nov. 24. 
The views which you reprinted 


from the London magazine The 


March 12-15— Pacific Automotive Show, 
Brooks Hall. San Francisco, 

March 16-18—SAE National Passenaer Car, 
Body, and Materials Meeting, Sheraton- 
Cadillac Hetel, Detroit. 


20 Years Ago... 


The Big Stories 


More than 35 million pounds of tread rubber will be used in re- 
treading and recapping in 1939, with business showing a 20 percent 
increase over 1938, according to a prediction by officials of Fisk 
Tire Co. 

Responding to an accelerated sales tempo, the automobile industry 


Automotive Cartoon 


Of the Week 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





this week in 1938 produced 102,614 units, the highest turnout since 
August, 1937. 

Car and truck sales during October, 1938, topped 140,000 units. 

The top 10 cars in registrations were Chevrolet, 359,776; Ford, 296,- 
760; Plymouth, 218,557; Buick, 128,286; Dodge, 76,757; Pontiac, 72,610; 
Oldsmobile, 66,961; Packard, 40,048; Chrysler, 35,372, and Studebaker, 
31,953. 

—From the files of Automotive News. 


"It's a car you'll enjoy, folks, but | wish you would 
stop enjoying it in here!" 
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Autocar are mine, but they are not 
British. 

I am Swiss, and as you may 
know, Switzerland is notorious both 
for its lack of an automotive indus- 
try of its own and for the tendency 
of its motorists to grumble.—Rosert 
S. Braunscuweic, Editor, Automobil 
Revue, Berne, Switzerland. 


> > > 
‘Thank You, Big 3’ 

I am taking this means to ex- 
press by gratitude to the Big Three 
automobile manufacturers for not 
spoiling our excellent used-car busi- 
ness. 

When the announcement was 
made that the new 1959 models 
would be entirely different, I had 
great fear that the new car might 
resemble something close to what 
the American public seems to have 
been asking for. I therefore was 
very much relieved to see the new 
models longer, bigger and wider. 

It certainly must have taken 
a touch of genius to design some- 
thing which looks big enough to 
haul eight but, on account of a 
great big hump right through the 
center, can haul only four. 

At one time, a man who wanted 
to prove that he was virile enough 
to ride on a surfboard had to turn 
to the sports car, but now he can 
find, thank goodness, the same dis- 
comfort in the new 1959 American 
automobiles. 

I suggest that General Motors, 
with each new car, furnish some 
type of tablets which make a man’s 
legs grow back to where they came 
from, and another batch to see to 
it that the future children walk on 
their knees. This would be greatly 
helpful. 

At the end of the model run in 
1958, it seemed to have been clear 
that there were a lot of fancy Bel 
Airs and Belvederes around, but 
that there was a shortage of the 
“cheap” cars, which could have ex- 
pressed a desire of the American 
public to turn to six-cylinder, 
standard-transmission, 10 w-priced 
automobiles. Here again I am 
greatly indebted to the Big Three 
for not recognizing the desires of 
the buying public and doing just 
the opposite by eliminating the 
“cheap” cars altogether. 

Presently my only problem is 
(Continued on Page 36, Col. 1) 









With Other Cars Way Up In Size and Price... 


| Now There’s Only ONE BUY 
In the Low-Price Field— 






: sia ot hae eles ee 
one SG agi 4 3 ee a 


| Wouldn’t You Like To Sell The Quality Car 
| That Has A Price Advantage Of 
$175 to $20300° | 
Over Other Leading Comparable Low-Priced Cars? 


*Based On Lowest-Priced 4-Door Sedan Prices As Reported By Automotive News and N.A.D.A. The Rambler American 
i * Station Wagon Has a Price Advantage of More Than $500 Over Other Leading Low-Priced Station Wagons. 










Rambler Franchises Also Available in Canada and Imporcant expert markets. | ADDRESS 
In Canade write te: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 








3 No Wonder RAMBLER Sales Are Zooming! 

, We Have the Product for the | cir o Daler Deelapment | 
: | Expanding Compact Car Market... “| "centenen  Yrpr v eh maraogi ima | 
: YOU Have the Opportunity! =| 
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TURNINGS ... 


47-Man Production Line 


Eliminates Ford ‘Bugs 


By Joseph M. Callahan 


Engineering Editor 
LLEN PARK, Mich.—A new approach to the ever-pres- 


ent problem of improving car quality was revealed a 
few weeks ago when Ford division unveiled its new Quality 


Control Center. 

The center is located here 
building that formerly? 
housed Edsel division head- 
quarters and, before that, the 


offices and manufacturing facilities 
of Continental division. 

Hitherto, quality control in the) 
auto industry has been concerned 
primarily with the inspection of 
cars and components after they 
have been manufactured or after 
assembly. 

Ford’s Quality Control Center 
places the emphasis on perfecting 
the assembly and manufacturing 
processes before the volume as- 
sembly lines are) 
actually started. 

This is done by 
setting up a pilot 
production line at 
the Quality Cen- 
ter that attempts 
to verify long in 
advance that all 
parts of a new 
model will fit pre- 
cisely when vol- 
si ume production 
J. M. Callahan begins. Only 47 
workers man the line which has a 
maximum capacity of five vehicles 
a day. All Ford cars and trucks 
can be built on the line. 

With the center as a manufac- 
turing laboratory, Ford is able 
to learn where the new car’s de- 
fects might be and where produc- 
tion problems are likely to occur 
before volume production begins. 

Starting last spring with the first 
parts that were manufactured for 
the °59 cars, the Quality Center| 
technicians first checked each part 
against the engineering blueprints 
to determine if the part conformed 
exactly to the specifications. 

- = > 





Valuable for Training 
r THE part met specifications, it 

was used to build a pilot model. 
If the part did not fit perfectly, the 
engineers rechecked the blueprint, 
met with the supplier and worked 
out a plan for correcting the prob- 
lem. 

W. A. Folsom, general manufac- 
turing manager, said that 25 per- 
cent of the first parts supplied to 
Ford division by its vendors usually 
are rejected for dimensional flaws 
and other faults. 

He said the center is also valu- 
able for training key personnel 
from the branch assembly plants 
in the techniques necessary for 
volume production. 

The center also conducts special 
studies of assembly plant processes, 
packaging, materials, handling and 
shipping. 

James O. Wright, Ford division) 
general manager, said, “For the 
first time in industry history it) 
enables us, under one roof, to apply 
to the mass production process the | 
precision and attention to detail) 
that are the hallmark of skilled 
hand craftsmanship. 


« * * 


Quality Audit Continues 


“yt IS here that quality problems | 

are detected early enough that 
the full resources of the company 
can be put to the solution in time 
to benefit the consumer and pre- 
serve the integrity of the product.” 

In addition to the Quality Control 
Center, Ford also relies on its 
Quality Audit program which be- 
gan last year. This system consists | 
of carefully examining for quality | 
a scientific sampling of cars and| 
trucks at assembly plants before) 
shipment to dealers. 

During this rigid examination of 
the car, 1,500 items are carefully 
checked, and about three man- 
hours are spent on each vehicle. 

Wright also said that quality de-| 
signing must be based on quality 
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3. The need for protection of 
body sheet metal from corrosion. 

4. The complete elimination of 
noise and vibration. 

5. Better brake performance and 
reliability in relation to car speed. 

Conceding that there have been 
significant improvements in brakes, 
he said, “in this and other safety 
areas, we should be satisfied with 
nothing short of perfection.” 

Cole said a number of other 
important questions faced the 
auto industry, including the need 
for an extensive review of the 
basic car design to determine if 
it fills today’s needs. 

Another problem, he said, is how 
to reduce weight while retaining 
. styling flexibility and maximum | 
in suburban Detroit in the f > ‘ 
stantially reducing the cost of the | 


building and quality auditing. car. 
* « * 


* * * 


: : tions. 
9 Major Achievements Pee ee 


5 Challenges for Engineers 
EP COLE, Chevrolet general man- i. challenges which he said | 
ager, told the members of the are going to have a great in-| 2. Automatic transmissions. 
Detroit section of the Society of} fluence on the auto industry in the 3. Greatly improved suspension 
Automotive Engineers recently that | next 10 to 20 years are the use of | systems. 
the following five vital challenges | lightweight metals, the development| 4. Highly efficient steering units. 
face the engineer: |of more efficient power plants and| 5. Roomier, stronger and quieter 
1. The need for more effective use| the need to increase the fatigue | bodies. 
of weight. | durability of metals. | 6. Improved durability. 
2. The need for greater direc- Cole also listed the following nine| 7. Luxury accessories. 
tional stability on poor road sur- |major achievements of the en-| 8. Improved safety. 
faces and in gusty side winds. gineers in the past 25 years: 9. Improved testing of cars and 


* : 


1. High-compression engines. 











safety and at the same time sub-| Ford's New Quality Control Center— 


The nerve center of Ford Division's quality control program is this facility in Allen 
Park, Mich. Pilot production lines have been set up to perfect assembly and manufac- 


* * * 


components. 

Declaring that these improve- 
ments were unmatched by any 
other civilian product in America, 
Cole said, however, because of the 
pace of speeding technology and 
the ever-increasing demands of the 
public, these great advancements 
have meant little more than stay- 
ing abreast of progress in several 
areas. 


THE LARK 2- AND 4-DOOR SEDANS Excellent company cars. Reflect good taste at lowest possible cost. Handle with effortless ease. Their 14¥2 


foot length enables them to park where other cars won't fit. THE LARK UTILITY SEDAN Features spacious flat area behind driver's seat for 


bulky merchandise or other material. 





Gliese ks eee BS pened Ode at Let 
THE LARK STATION WAGON Smart and practical...a fine salesman’s car. Maneuvers 
with an ease Teer in a wagon ...93 cubic feet of cargo space for carrying all sorts 
of materials. E LARK PANEL WAGON its removable advertising panels carry prod- 
uct or company name as it performs its duties as a delivery or sales truck. Remove panels, 
and you have a smart Lark Station Wagon. 





THE LARK 


sive V-8. 


THE ECON-O-MILER A really rugged, hard service vehicle designed 
and built for thousands upon thousands of miles of trouble-free transporta- 
tion. Supremely maneuverable. Offers you the savings of an economy car... 
yet provides the comfort of a limousine. Easiest car to maintain. Fenders 
and grille are detached in a jiffy—just by removing a few bolts. 


HARDTOP 
economy with elegance. Like all Lark models, runs miles 
and miles on a hatful of regular gas. All Lark body styles 
are available with super-economical “6” or ultra-respon- 





Ideal rental car. Combines 


THE SILVER HAWK A new adventurous spirit for modest- 
priced commeicial transportation—a truly distinctive car, six- 
passengers big. Two great engines—both use low-cost regular gas. 





AND IF YOU’RE A TRUCK USER, it will pay you to investi- 
gate Studebaker “Haul of Fame” Trucks—famed for ruggedness, 
reliability and remarkable low-cost operation. 
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3- Way Drive Urged 
| To Cut Highway Toll 


The nation’s traffic toll can be} 
reduced by a balanced program for 
improving drivers, roads and autos 
rather than by critical attacks on 
vehicle design 
alone, according 
to Charles A. 
Chayne, GM engi- 
neering vice-pres- 
ident. 








fic safety on vehicle improvements 

-just as it is grossly inaccurate to 
charge the vehicle with major re- 
sponsibility for today’s accident 
toll.” 

The auto is only one of three 
elements involved _in traffic acci- 
dents, he added, the driver and 
the road are the other two. Edu- 
cational and engineering efforts 


Bie 


ee. 





Hen | Writing in The| toward safety improvements 
fac- Annals of the should include all three, he said. 
American Acad-| We described the driver as the 
emy of Political) most critical element because “no 
and Social|matter how easy we (engineers) 
ve- Sciences, ; Chayne| make it for him to drive safely, we 
any declared “the sim-| cannot make cars ‘driver-proof’— 
ica, C. A. Chayne ple truth is that| any more than highway engineers 
the the modern automobile, with negli-| can achieve this theoretical objec- 
and gibly few exceptions, doesn’t cause tive in the roads they build.” 
the accidents. Trouble develops only According to accident records, he | 
nts when, as in the case of other useful| said, driver errors cause most in- 


things, it is misused.” 
It would be unrealistic, he said, 
to “pin major hope for greater traf- 


juries and fatalities. 
“Accident records point up an- 
other significant fact that identifies 








HERE’S TH 
IN FLEET 





the driver ... as a key causative 
factor,” Chayne said. “That is the 
wide disparity in safety records of 
individual motorists and of different 
states and cities, despite the fact 
that the same kinds of automobiles 
are universally used.” 

He added that “we must substi- 
tute realistic for wishful thinking 
in dealing with the automobile as 
a factor in the traffic accident 
problem. Continuing emphasis on 
... greater inherent safety in the 
vehicle is imperative and will cer- 
tainly be productive. But over- 
emphasis on this—to the neglect 
of driver and highway improve- 
ment—will not provide maximum 
progress in highway safety.” 

Chayne said designing safety into 
a vehicle is more complex than it 
seems. “Too often something which 
appears superficially desirable is 
found to have drawbacks which 
would actually make its adoption 
dangerous.” 

For example, he said, advocates 
of speed governors “overlook the 
vital fact that ... such devices 
would critically increase traffic haz- 
ards in many instances by denying 
drivers accelerating ability ... for 
safe passing and certain other ma- 
neuvers.” 

Another question is whether the 
motorist will use certain safety 


I. 








Jaycees Check Headlights 
In ‘Aim to Live’ Program 


BINGHAMTON, N. Y.— Billed 
as an “Aim to Live” program, the 
Johnson City Junior Chamber of 
Commerce sponsored a headlight 
clinic at Johnson City Public 
Market. 

Headlights were checked free 
by the Jaycees. The checkup also 
included turn signals, backup 
lights, stop lights and license- 
plate lights. The campaign is 
sponsored by the New York 
Junior Chamber of Commerce in 
cooperation with General Motors. 





devices if they are available, 
Chayne said. 

“Perhaps a classic example,” he 
explained, “is seat belts. The dis- 
inclination of the vast majority of 
motorists to buy or use them, at 
least up to the present time, ac- 
counts for the fact that they have 
not been included as standard 
equipment in new automobiles.” 

Meantime, he said, some features 
may be so impressive that their 
adoption is 
glass, sealed-beam headlamps, in- 
terlocking doorlocks, etc. Other 





SPECIAL FOR FLEET BUYERS 


NEW DIMENSION 


TRANSPORTATION 


THE LARK” 
BY STUDEBAKER 


The Lark is not just a new car—it’s a whole new dimension in motoring. It strikes a smart, sensible 
balance between the 5% size foreign imports and the oversize U.S. makes. » The Lark is a roomy 
car—full six-passenger size inside. It has comfortable big car width, headroom and footroom, all of 
it cradled within a wheelbase nearly equal to the largest selling car of the day. » But outside, it is 
almost 3 feet shorter than most of the so-called “low-priced” three models. Unnecessary nonfunctional 
overhang has been eliminated. Result: The car handles with exceptional ease, parks effortlessly, 
corners beautifully. > In styling, The Lark is smart and simple or, more precisely, classic. Interiors 
are tasteful with fine pleated fabric and vinyl upholstery. > In power (you have a choice of a 6 or 
8 cylinder engine), The Lark is remarkably economical—delivers top performance with regular gas- 
oline. It costs less to operate —and less to own. With all its much-wanted features, The Lark 


sells for a price well under the other popular American cars. * Find out for yourself all the facts 


about the new dimension in fleet transportation—and its advantages for your business. > 





Without obligating myself, | would like to know more about the new dimension in fleet 
transportation. 


MR. A. E. FITZPATRICK, Manager—Fleet Sales 
STUDEBAKER-PACKARD CORP./South Bend 27, Indiana 


NAME 





ADDRESS 











FLEET BUSINESS IS JUST 
ONE MORE REASON THAT 
MORE DEALERS HAVE 


SIGNED THE STUDEBAKER 
FRANCHISE IN THE LAST 99 


DAYS THAN IN ANY PREVIOUS 





imperative—safety) 


19 


items, optionally introduced, be- 
come standard equipment by pop- 
ular demand—stoplamps, windshield 
wipers, direction signals, etc. 


He suggested simplified driver 
controls that “will enable drivers 
to concentrate still more on 
watching road and traffic condi- 
tions”—such as GM’s experiments 
with “single stick” steering, ac- 
celerating and braking control. 
But these will be driver aids, 
rather than automatic electronic 
or mechanical substitutes for 
drivers, he added, 


He also urged more cooperative 
research between auto and road 
engineers to develop electronic or 
electrical systems that communi- 
cate information to the driver from 
the highway. 
| * * * 

Keep Up Highway Schedule, 
Minnesota Dealers Urge 


Every effort to keep the defense 
highway building program on 
schedule, through appropriations 
from general funds if additional 
revenue is needed, has been urged 
by the Minnesota Automobile Deal- 
ers Assn. 

The association also went on rec- 
ord as being strongly opposed to 
earmarking auto excise taxes for 
= in the Minnesota highway trust 
und. 


j 


‘Carolina Police 


‘To Test Belts 


Mayor J. Kenneth Cass an- 
| nounced that the patrol cars of the 
Greenville (S. C.) Police Depart- 
ment will participate in a program 
to evaluate the usefulness and 
effectiveness of safety seat belts in 
police highway vehicles. 

The test program is being held 
in conjunction with Allied Chemical 
Corp., producer of the Caprolan 
yarns from which the belt webbings 
are made. 

Robert E. Ellsworth said Massa- 
chusetts and California already 
have made the use of safety belts 
mandatory in their highway police 
vehicles. 


Bigger Take Seen 
In Road-Use Taxes 


Revenue from highway-users’ 
taxes will reach about $10 billion in 
1959, according to William Berry, 
secretary-manager of Pennsyl- 
vania’s Keystone Automobile Club. 
He said tax totals for 1957 reached 
$8.8 billion. 

Because of “the continuing rise in 
most price levels and the ever 
growing number of vehicles and 
drivers on our highways, there is 
little doubt that the tax figure will 
be well into $9 billion by the end of 
this year and approaching the $10 
billion figure in 1959,” he said. 

This money is paid in auto regis- 
tration fees, gasoline taxes, city 
and county levies, tolls and Federal 
excise taxes. 


* * 





Accident Study Under Way 


In Connecticut Community 


A year-long investigation of ac- 
cidents, including those involving 
autos, has been launched in Nor- 
wich, Conn., under sponsorship of 
the National Institute of Health. 

Bruce D. Waxman, Connecticut 
Department of Health, will head 
the study. He said 7,000 persons in 
the area will be interviewed and 
conclusions will be used in setting 
up accident-prevention programs. 

- * oa 





Mississippi Group Opposes 


Increase in Gasoline Tax 


The Mississippi Automobile Club’s 
1959 legislative program includes 
adoption of a “uniform vehicle 
code” and opposition to any in- 
crease in the gasoline tax on pas- 
senger cars “until it is shown con- 
clusively that present gasoline 
taxes, wisely used, are inadequate.” 

New officers of the MAC are 
Sidney T. Roebuck, Newton, pres- 
ident; George D. Ratliff, Jackson; 
W. Ed Wiggins, Pascagoula, and 
Leo Spatz, Columbus, vice-pres- 
idents; Mason Nooe, Jackson, 
secretary-treasurer, and Howard P. 
Hill, executive manager, The MAC 
is affiliated with the American 
Automobile Assn. 


Fiat for Pritchett 


ALBANY, Ga.— Pritchett Edsel 
Sales, Inc., 1200 N. Slappy Drive, 
has been awarded a Fiat franchise. 
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By Leo T. Parker 
Attorney at Law 


A FEW weeks ago a higher court 
held that a design patent pro- | 
tects only and exclusively the gen-| 
|}eral appearance of an article of 
manufacture. Furthermore, there is | 
|no infringement if ordinary and/| 
reasonable persons believe that one | 
design is dissim- 
ilar from the 
other design. 

For illustration, 
in Rothe v. Ford 
Motor Co., 253) 
Fed. Rep. (2d) 
353, a man named 
Rothe obtained a 
design patent on 
the entire frontal 
configuration of 
an auto. The 
Plymouth Dealers Elect— L. T. Parker dominant feature 

Bob Montana, left, newly-elected president of the Plymouth Dealers Assn. of Mari-| 'S the grille, which is generally in 
copa County (Phoenix, Ariz.), is congratulated by Bob Fisher, Plymouth Western orea| the shape of an enlarged question 


sales manager. From left in center of picture are Fred Scoles, vice-president, and | mark. 
Jess Butler, secretary-treasurer. | The grille consists of a plurality 








Lawsuits Affecting Dealers ... 
Court Decisions 





of vertical bars also in the ques- 
tion-mark shape. The headlights 
are flat-faced with deeply under- 
cut sides. The bumper itself is 


an arcuate configuration, having | 


four guards and an auxiliary bar 


joining the two inner guards 


below the main bumper. 

Rothe sued Ford Motor Co. for 
heavy damages, alleging that the 
front configuration of the 1955 and | 
1956 Fords infringed his design| 
patent. The higher court refused to} 
hold Ford Motor liable for infringe- 
ment, saying: 

“There is clear and convincing 
proof that reasonable men would 
find no difficulty in distinguishing 
between the involved designs. 
Therefore, appellant's (Ford Motor) 
design would not infringe the pat- 
ent.” 

It is well to explain that design 
patents differ from mechanical 
patents in that while the former 
protects exclusively the general 
appearance of an article, a mechan- 





THERE ARE NO BETTER PARTS 
FOR ANY BRAKE SYSTEM 
THAN THE ONES THAT GO INTO 
ALL NEW GM CARS 
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Vital parts for Automotive Progress 
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} Moraine Products 


Division of General Motors, Dayton, Ohio 


ical patent protects the structure, 


operation and use of an invention. 
* * * 


Jury Rules in GM Favor 


ie ALL law suits, filed against 
auto dealers and manufacturers 
for injuries caused by defective 
autos, the jury will decide whether 
or not the injuries were caused by 
the alleged defects. And, generally, 
the higher court will uphold the 
decision rendered by the jury. 

For illustration, in Sedlack v. 
General Motors Corp., 253 Fed. 
Rep. (2d) 116, the testimony 
showed facts, as follows: A fu- 
neral director, named Sedlack, 
purchased from a Cadillac dealer 


a Cadillac ambulance funeral 
coach. 
Two years later while operating 


the vehicle on an emergency call 
along a straight stretch of paved 
highway, Sedlack claimed the right 
front wheel assembly bent and col- 
lapsed causing the ambulance to 
overturn, resulting in severe per- 
sonal injuries to Sedlack. He sued 
General Motors for heavy dam- 
ages. 

During the trial, Sedlack had an 
expert engineer testify that the 
| wreck was caused by a defective A- 
frame, in that it contained a long- 
itudinal crack which cause the col- 
lapse of the front wheel assembly. 
Sedlack claimed General Motors 
was negligent in failing to discover 
the defective A-frame before offer- 
ing the vehicle for sale to the 
public. 





* * > 


Jury Sees Cracked Frame 


7 jury listened to all testimony 
and also examined the evidence 
|of the cracked A-frame, The jury 
then decided that the alleged crack 
did not cause the wreck and held 
General Motors not liable in dam- 
ages to Sedlack. The higher court 

approved the verdict, and said: 
“We hold there was no abuse of 
discretion. In this connection it 
should be noted that testimony of 
Mr. Brick, based upon Exhibit 1, 
a photograph of the A-frame in- 
volved in the accident, was received 
into evidence and was considered 
| by the jury. Finding no prejudicial 
| error, the judgment based upon the 
verdict of the jury is affirmed.” 
* o > 








Firm Liable in Wreck 


ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: Is an auto dealer 
liable for injuries caused by a truck 
driver or other employe who is 
driving the dealer’s vehicle for his 
own personal business or purposes? 

According to a recent higher 

court the answer is yes, if the 
testimony shows that a State law 
makes the dealer liable who gave 
the driver consent to use the ve- 
hicle. 

For example, in Kent v. Draper 
|Co., 63 Atl. (2d) 571, the testimony 
showed facts, as follows: A man 
|named Ware was employed as a 
|truck driver by Draper Co. One 
day Ware had a serious wreck and 
injured a pedestrian while using 
the truck to move certain of his 
own household furniture. 

In subsequent litigation, the 
higher court clearly explained that 
under ordinary circumstances, 
Draper Co. could not be held liable 
for the injuries caused by Ware, 
but since no positive testimony was 
given that Ware was driving the 
truck without consent of an official 
of the company, the higher court 
indicated the latter’s liability, say- 
ing: 


Driver Is Firm’s Agent 


= defendant (Draper Co.) de- 
rives no advantage from the 
fact that Ware was using the truck 
for his own purposes, as the State 
statute makes him the defendant’s 
agent provided he was driving the 
truck with the latter’s consent, ex- 
press or implied. In other words, in 
such a case the operator of the 
motor vehicle is the statutory agent 
of the owner.” 

On the other hand, this higher 
court clearly held that irrespective 
of State laws, an employer never 
is liable nor responsible for acci- 
dents caused by employes who were 
not negligent. See Gallo v. Americal, 
72 Atl. (2d) 166; Ford v. Darcus, 
168 Atl. 814; and Kent v. Darper, 
63 Atl. (2d) 571. 


Gengras Expands Deal 
| HARTFORD, Conn.—Gengras 
| Lincoln-Mercury has added the 
| German-built Taunus and Edse! 
{lines of cars. 
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To GM Dealers... 
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Smart car salesmen, today, 

TALK ABOUT GLASS! 
= 
s aa ee eee Glass is a tremendous sales feature, there’s so much more of it in ’59 
. ba! models. From every angle, the sweeping, sculptured curves of Safety 
: PLATE Glass add immeasurably to the car’s beauty . . . add more 
. Point to this Safety PLATE etch, the sign of visibility, too. 
s er on every window of every GM car made ; : ; 
. * in U.S. What an opportunity it gives you to talk about—and sell—E-Z-Eye 
: as a profitable option! This glass is scientifically tinted to relieve glare 

fatigue . . . to filter out hot sun rays. And it’s PLATE glass, too! 
- Talk Safety P-L-A-T-E. It’s the five-letter word that college foot- 
: ball fans have heard Saturday afternoons on television . . . the word 
. Perry Mason fans heard for a year... the word tens of millions of 
: ~~ ee people associate with top quality. 
t E-Z-Eye Safety PLATE windshield, with the 
; shaded band, an option customers will appreciate. 
Next best thing to air conditioning... 
ae 

seg a G me a ee pm Bw G j as i og Bee ee gt we 
=-Z-EYVIE SAFETY |° PLATE GLASS 
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LIBBEY: OWENS *- FORD GLASS COMPANY TOLEDO 3, OHIO 
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POWER BRAKES — A power brake unit, 
called the Master-Vac, has been an- 
nounced by Bendix Products Division, 
Bendix Aviation Corp., South Bend, Ind. 


The unit is offered as orginal equipment |" 


on the 1959 Cadillac, Chevrolet and Mer- 
cury and it also will he available in a 
field installation kit for the 1959 Chev- 
rolet and Mercury. Actual installation of 
the Master-Vac on a vehicle not equipped 
with power brokes is said to require 
approximately 45 minutes. 

an, 
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NEW PRODUCTS 


or collar keeps the anchor from 
falling through bottomless — holes, 
while four gripper-fins prevent it 
from turning when inserting the 
screw, the firm said. 
+ a 





TENSION GAUGE—A belt tension dial | 
gauge, said to be as essential to car | 
servicing as the torque wrench, has been | 
developed by Borroughs Tool & Equip-| 


ment Corp., Kalamazoo, Mich. By applying 
this dial gauge to the fon belt as picture 
the mechanic can make a direct, accurate 
measurement in pounds strand tension. 
This makes it possible to set the belt 
tension to the exact figure recommended 
by the belt manufacturer, thereby avoid- 
ing troubles that may result from having 


the fan belt either too tight or too ee in plastic foldover pocket kits or|ers by Pratt Poster Co., 225 N. New | 


it is claimed. 


* * ° 


Car Wash Introduced 


“Karkare,” described as a polish- 
protecting car wash, has been in- 


| 
i 





| cable terminal spreader and cleaner, 
|tery cable terminal puller, 
| Pliers—may be purchased separately or 
in a complete kit. 
* 


® ss 


Silicone Stretch Cable 
Stretch cable produced in silicone 

is being offered by Stretch Wire 

| Corp., P. O. Box 893, New Rochelle, 





| Tv 


ys Be 
The cable can be extended 200 
percent and retracted to its original 


dq, | Size, the firm said. 


* * + 


Home-Auto Wrench Set 


| 


| An eight- piece home - and - auto 


wrench set is offered by Oxwall 
Tool Co., Ltd., 928 Broadway, New 
York, N. Y. The sets are available 


plastic storage boxes. 
* . 


Plastic Bottle Holder 
A one-piece plastic bottle holder 


troduced by Modern Age Chemical| with permanent color molded in, 
Corp., 4080 Market St., San Diego, | designed for use in autos, has: been 
Calif. The product eliminates fre-| announced by Mygra Sales Co., 205 


quent rewaxing and hosing and/|Arthur St., P. 


rinsing, the firm said. 
- 7” = 


‘Dustix’ Tack Cloth 


“Dustix,” 
cheese cloth, picks up dust, dirt, 
sand or lint particles from _ sur- 
faces prior to painting, according 
to Moderfi ist Aid Necessities Co., 
Industrial Division, 737 W. Ran- 


COMPRESSION KIT—Auto-Test, Inc., 600 | dolph St., Chicago 6, ml. 


S. Michigan Ave., Chicago 5, Ill., has 
equipped its cylinder compression testing 


kit with step bushings specially developed | 
to assure airtight contact despite increased | matic, has been introduced by “xX” 


compression ratios of engines. Pressure | Laboratories, 
gauge is said to have readings to 300 | Fifth St., New York 36, N. Y. 


psi. Moderate hand pressure forces tip 
of compression gauge stem into bushing, 
expanding end of bushing into threads of 
spark plug hole to form connection. 

ee 
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Transmission Sealer 
A transmission sealer, “X” Trans- 


Inc., 25 W. Forty- 


Choke Tube Repair Kit 


A Choke Tube Repair Kit has 
been announced by Houser Engi- 
neering & Mfg. Co., Bluffton, Ind. 
The company said it is designed to 
eliminate sticking chokes and the 
resulting hard starts, carburetor 
failures and wasted gas. 

= . - 


‘Crisp Sand’ Introduced 
“Crisp Sand,” a surfacer which 


a chemically treated 


O. Box 721, Fort 


Worth, Tex. It prevents liquids 


|from spilling or tipping, Mygra 


} 
| 
| 
| 


said. 





TRAILER 


INSULATION — An 


insulating 


| technique that is said to provide better 


cold control for refrigerated trailers has 





reportedly can be used in all auto- | 


motive refinishing, 


been announced by Brown Trailer Division, 
Clark Equipment Co., Elgin, Ill. Fiberglas 


has been de-| reinforced plastics, polyurethane foam and 


BATTERY TOOLS—A set of battery tools 
has been announced by Ken-Tool Mfg. Co.., | 
|768 E. North St., Akron 5, O. The 


ombinati batt t cl d 
pa Sa ee ah. cee bar. | lowering, self-lifting hydraulic trailer de- | 


tools | 


ond battery 


veloped by Martin-Senour Co., 2500/ conventional materials are used. Use of 
S. Senour, Chicago, Ill. The com-| molded fiberglas floor sills, with rein- 
pany said “Crisp Sand” can be used | forced polyester resin structural webs, per- 
under all acrylics, lacquers, nitro-| mits. insulation to be installed -between 
cellulose acrylics, or synthetic en- these members instead of on top face as 








SERVICE LAMP—AC Spark Plug Division, 
of General Motors Corp., Flint 2, Mich., 
has announced a portable lamp for ‘‘light- 
ing and lightening” automotive service 
work. Constructed of lightweight alumi- 
num, the flexible “gooseneck” lamp is 
especially designed for service under the 
hood or chassis of a car or at the work 
bench. The “service light" is packaged 
with an eight-pack of AC: type 46 spark 
- plugs. The damp's universal radiator cap 
adapter provides for mounting the “‘serv- 
ice light" on the radiator. A second adap- 
ter provides for mounting the lamp else- 
where—on the work. bench or -on a 
mechanic's “creeper” for work under a 
car, An 18-foot extension cord completes 
the unit that will serve either an ordi- 
nary or heavy-duty light bulb. 

es 


Plastic Screw Anchor 
A plastic screw anchor called 
“Wally” is designed especially for 
fastening screws in bottomless ma- 
terials, according to Holub Indus- 
tries, Inc., Sycamore, Ill. A flange 


amel. 





TUNE-UP SET—A portable tune-up set 
has been added to products manufactured 
by King Electric .Equipment Co., 9123 In- 
man Ave., Cleveland 5, O. Identified as 
Model 429, it is stated that the testers fea- 
ture large. professional-size meters, and 
that the set includes: Volt-amp test, coil 
test, condenser test, ignition-ovtput test, 
0-100,000 ohmeter, cam angle test, tach- 
ometer, 6/12-volt powerlite, vacuum gauge 
and fuel pump pressure gauge. ; 


| previously done. Heat transfer is said to 


| be decreased through these members be- 


cause the plastic offers more effective 
resistance to conduction of heat. 
, e's 


Stonhard Offers Sealer 


A sealing material said to be 
unaffected by .extreme tempera- 
tures, expansion or contraction has 
been developed by Stonhard Co., 
Inc., Dept. SL, 1306 Spring Garden 
St., Philadelphia 23, Pa. Called 
Stonlast, the material can be used 
on concrete, brick, metal, wood or 
other. building material, the firm 
said. 

. 


* * 


Wix Offers Oil Filters 
For Imported-Car Market 


Wix Corp., Gastonia, N. C., has 
introduced six oil-filter cartridges 
for the imported-car market. 

The company said the makes 
which can use its new cartridges 
include Austin, Austin-Healey, 
English. Ford, MG, Hillman, Hum- 


ber Morris, Sunbeam Talbot, Tri- 
umph, Jaguar and Volvo. 


* 
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HYDRAULIC TRAILER—Trailevator, a self- 


| signed for farm, commercial and general 
| Inc., Pinconning, Mich. According to the 
| monufacturer, the trailer permits one-man 
| loading of many heavy, bulky items. The 
| trailer is equipped with a hydraulic sys- 
| tem which lowers the trailer bed to ground 
| level for easy loading and then raises it 
| to hauling position. The tailgate is de- 
| signed to serve as a ramp and the trailer 
will handle loads up to 2,000 pounds, it 
}is said. It can be hitched to cor or truck 
|} and can be lowered and elevated without 
| being uncoupled from the towing vehicle. | 
* ~~ oe 


Pratt Poster Offers 


‘Auto Buy’ Banner 


| A 23-foot “You Auto Buy Now”| 
|outdoor banner is offered to deal- 


| Jersey St., Indianapolis 4, Ind. 
The cloth letters are 13 inches} 
by 19 inches, and the banner is} 
|center mounted on 60-foot ropes} 
|}and delivered ready to put up. 
> a7 7 


Radon 401 for Floors 


A one-coat liquid treatment to) 
prevent “dusting” of concrete floors | 
|is announced by Maintenance Inc.,| 
| Wooster, O. Offered as Radon 401, 
it is said to penetrate deeply, bind 
| small concrete particles together 
| and retard their progressive break- 


away under traffic. 
> > 
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| Auto Accessory Plug 


An auto accessory plug, the 
Safco, has been announced by A. 
|G. Busch & Co., Inc., 6138 North- 
| west Highway, Chicago 31, Ill. The 
| Safco plug is supplied fully assem- 
| bled with brass crimp type-ter- 
minals which provide a simple con- 


| nection for wires, the firm said. 
> * . 


Hobbs Dual-Circuit Switches 


Come in 3 Pressure Ranges 


Dual- circuit pressure switches, 
designed to actuate instruments, 
warning signals, safety devices, etc., | 
and which are used to make or| 
break electrical circuits, have See 
announced by John W. Hobbs! 
Corp., division of Stewart-Warner | 
Corp., 2226 Yale Blvd., Springfield, | 
Til. 

Switches for direct-current use! 
are furnished in three ranges: 3 to} 
6 pounds, 7 to 14 pounds, and 15 to 
60 pounds of pressure. Switches are 
preset at the factory and the cus-| 
tomer has only to specify the pound 
setting required in both circuits) 
within the ranges specified above, 
the firm said. 











RADIO “CONTROLS—A line of exact 
factory auto radio replacement controls 
has ‘been announced by G.-C. Electronics 
Mfg. Co., Rockford, Ill., and Chicago 
Telephone Supply Corp., Elkhart, -Ind. 
A total of 98 different controls is being 
offered, which the G-C firm claims will 
service 199 different automobile makes 





> | regulator tester that can 


hauling, has been announced by Magline, | 








REGULATOR TESTER—An automotive 
be used for test- 
| ing generatros and all measurements of 
| volts and amps without removing parts 
from the car has been announced by Fox 
Valley Instrument Co., Cheboygan, Mich. 
This Model 400 has only one hook-up to 
test all cars of six, 12 or 24-volts, and is 
| guaranteed accurate within two percent 
| of full scale. It is built into an 8 by 5 by 
|2%-inch compact, plastic case that has 
| rubber feet for resting on fender, and 
|}has a large 44-inch clear plastic meter 
front. The unit measures up to 60 amps 
load, needs no resistors, and is equipped 
with five-foot long, extra flexible leads. 
A polarity switch mokes it unnecessary to 
switch connections, it is said. 

* * 





PAINT MIXER— Beck Equipment Co., 
3350 W. 137th St., Cleveland 11, O., 
offering its line of Thor-O-Mix paint mix- 
ers two A for goalions 
and smaller, and model B for querts and 
smaller. said 
ploy a unique “pitch-tilt" throwing action 
that assures fast, thorough mixing of all 
kinds of paints or liquids. The machine 
consists of a frame which houses the 60 
cycle 110-volt electric motor, 
the gearing and eccentric which drives 
a rubber connecting rod to vibrate the 
cradle as it rocks on its two rubber beor 
ing blocks. Containers cannot fly loose 
or shake ovt, it is said. 


is 
in sizes—mode! 
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DOOR MOULDING—The Greenfield Co., 
4417 W. Rice. St., Chicago 51, Ill, has 
announced its “Dor-Trim" stainless steel 
car door moulding. Designed to protect 
the door edge finish, this product fits all 
types of doors, is easily installed (no 
screws or bolts needed), clamps on with 
snug: fit, and is rust and tarnish proof, it 





and models. 


is said, 
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If you’ve ever wondered whether you’re really getting your money’s worth... 


DON’T COMMIT ONE 
MORE ADVERTISING 
DOLLAR UNTIL YOU 
FACE THESE FACTS! 


Fact: the audience you get when you buy advertising is meaningless unless they 
can be converted into customers...at the point of sale. 


Fact: all media, television included, offers you only audience...plus a lip service 
approach to customer conversion via a few feeble passes at merchandising. 


Fact: of all the media, television is the worst offender, because television is 
capable of doing the best job of customer conversion through merchandising. 


Fact: this has been especially true of Syndicated television. 


Fact: smart advertisers are aware of all this and have been looking forward to 
the time when somebody would do something about it. 


Fact: one of the nation’s largest and most successful distributors of TV programs 
has faced up to these facts...has revolutionized its entire selling approach, now 
makes customer conversion for advertisers its primary and paramount objective. 


AT LAST! FROM NTA 
AND ONLY FROM NTA 








“MANPOWER-BACKED- 


99 and it doesn’t 

MERCHANDISING == 
one extra cent! 

Now you get an NTA field man in every market to put up those NTA prepared 
store displays for you...to create publicity...exploitation...to develop contests and 
traffic-building premium deals...to tie in stations...to build an explosive campaign, 
the sole object of which is sales...sales...more sales. 
Every top notch NTA program has its own complete manpower-backed-merchan- 
dising package — all the materials, premiums, ideas you’ve always wanted. 


Sooner or later you’ve got to see this NTA selling story. Why not see it as soon 
as tomorrow. Wire, write or phone Harold Goldman, the Executive Vice President, 


NATIONAL TELEFILM ASSOCIATES, INC. Coliseum Tower, 
10 Columbus Circle, New York 19, New York. JUdson 2-7300. j 





AUTOMOTIVE WASHINGTON 
Scramble for Jobs 
Grows in Washington 


By William Ullman 
Washington Bureau Chief 
7-7 Christmas shopping crush is here again, but not all 
of the elbowing and shoving is in the department stores. 
There’s plenty on Capitol Hill, where some 2,500 women are 
shopping for 500 jobs left vacant when nearly a hundred 
incumbent legislators failed to return to Congress. 


@ 


There’s some shoving go-¢ 
ing on in the Government 


Ave., too, as defeated lawmakers 
who don’t want to go home try to 
move into Administration slots. 
These agencies are giving each 
other the elbow, too, as President} 
Eisenhower tightens spending. 
Even the streetcar czar of Wash- 
ington has gotten into a shoving 
session with a spokesman for the 
private car owner. . 

At the vanguard of the mob of 
Congressional job-hunters are the| 
: 500 secretaries) 
who lost their| 
jobs as a result 
of the Democrats’ 

election sweep. 


Normally, a 
large percentage 
of these women) 
can be placed on 
the staffs of new | 
lawmakers or in| 
Federal agencies. 

Wiliam Uliman This year, how- 
ever, about 2,000 “downtowners,” as 
Capitol Hill people call non-Capitol | 
workers, are competing for the new | 
jobs, too. 

The crush got so bad that a | 
Congressional Employment Com- | 
mittee asked the U. S. Employ- | 
ment Service to step in and take | 
over. 

The march of job-seekers on| 
Capitol Hill isn’t too hard to under- 
stand. Lots of women think work- 
ing for a congressman is the most 
glamourous job in Washington— 
with the possible exception of 
modeling alongside a new Cadillac 
at Mike Murphy’s annual auto show | 
here. a 


No Place Like Home? 


HE rush of defeated lawmakers | 
to grab up juicy Government | 
jobs is no mystery, either. To many | 
of them, Washington seems more| 
like home than the district which | 
sent them here in the first place. A} 
number have homes in nearby Vir- | 
ginia or Maryland, and they have 
joined local clubs and civic groups. 

But most important of all, a lot 

of these small-town boys are 
loath to give up the pleasures 
and excitement of the big city. 
After you've had a hand in spend- 
ing billions, county seat politics 
loses its flavor. 

Shoving among the agencies has 
been sparked by the President’s in- 
creasing insistence on economy. 
While budget information is strictly 
Top Secret until the whole package 
is delivered to Congress in January, 
President Eisenhower has ordered | 
all departments and agencies to| 
stay within present tight spending} 
allotments during the fiscal year} 
beginning July 1. 

In many agencies, the economy | 
drive has been reflected in person- | 
nel cutbacks, accomplished by not 
replacing people who resign or re- 
tire. Official travel has been cur- 
tailed, as have many publishing and 
art budgets. Objective is to keep the 
1960 total budget below $80 billion 

But strains quickly appear when- 
ever anyone makes a sincere at- 
tempt to hold back Federal spend- 
ing. Naturally enough, each agency 
is convinced that its own work is 
the most important in Washington. 
Many of them want more money, 
not less. 

The Securities & Exchange Com- 
mission wants lots more men to 
scan corporate financial report and 
to check up on investment com- 
panies. In the Federal Communica- 
tions Commission, where processing 
of radio station applications is 10 
months behind, more people are 
wanted for routine work and to 
help restudy several television cases 
that have started scandals. The 
Interstate Commerce Commission is 
looking for more money to pay for 
expanded regulation of truckers. 

These are small requests com- 


_ ree a 

pared with the defense budget, 
L p which keeps on rising despite what 
agencies along Constitution |— 


aa Te 


anyone can do. But add them all 
up, and it amounts to a sizable sum. 
If the White House is successful in 
keeping the new budget whittled 
down, it will be because it has re- 
sisted a lot of pressure from the 


agency heads it commands. 
* * * 


Autos vs. Buses 


,  gmeen people in the Government 
were doing their shoving, a 
couple of private citizens staged an 
| elbowing exhibition of their own. 
|It is one that may be repeated in 
other cities in the land. 

O. Roy Chalk, who heads the 
District of Columbia Transit Sys- 
tem, usually has an opinion on 
everything automotive. Last year, 
he suggested that all autos be 
banned from downtown Washing- 
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ton to make more room for his 
streetcars and buses. 

Now Chalk has had something to 
say about D. C. plans to make one 
of its important streets a “labora- 
tory” for improving auto traffic 
flow. 

If Washington makes it easier 
for cars to travel in and out of the 
city, Chalk said, it could count on 


“strangulation” of all downtown! 


traffic. 
This was too much for John W. 


Childress, manager of the Washing- | 
ton division of the American Auto-| 
mobile Assn. Childress doesn’t like | 


|to see the motorist shoved around. 
“It would appear,” Childress re- 
torted, “that Mr. Chalk’s solution 
| to transit ills in the area is to allow 
| automotive traffic congestion to be- 


come so intolerable that people will 
be virtually forced to ride his 
trolleys and buses.” 

Childress noted that “the prefer- 
ence of most people for individual 
rather than mass transportation is 
deep-rooted, of long standing and 
nationwide in scope.” 

But Chalk came back snarling. 

“Apparently my remarks of last 
week have smoked out the enemies 
of transit,” he said. “It’s the ve- 
hicles that stop the traffic, not 
transit.” 

If anyone is surprised that Chalk 
should take such a stand openly, 
it should be pointed out that a 
number of transit men in other 
cities agree with him. Whether 
anybody else agrees is something 
else. 
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Affecting Factories and Dealers .. . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


Chrysler Corp. is concentrating 
heavily on newspapers to tell its 
story of why the corporation chose 
Simca as its entry in the imported- 
ear field and to develop markets for | 
the cars. 

“Our primary objective, which 
was launched in newspapers in 
November, was the top 25 of the 
195 primary markets for imported 
cars in the United States,” David 
R. Crandall, director of Simca 








sales, said, “and as rapidly as 
new markets are developed and 
Simca dealers are selected from 
the ranks of Chrysler Corp. deal- 
ers, plans call for the use of 
newspapers in the top 75 markets. 


“We also are developing second- 


ary markets with either 700 line 
new dealer announcement ads or 
400 line ads.” The ads used in No- 
vember were all 1,320 lines, he said. 


Placing its dealer service network 
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calling for approximately 600 Simca 
dealers in this country by the end 
of 1958. 


* + * 
WJR Hits Double-S potting Ads 
Radio Station WJR’s current ad- 
vertising campaign points to its 
policy of allowing each advertising 
message to stand alone and con- 
demns the widespread industry 
practice of broadcasting two or 
three spot commercials contigu-| 
ously. 
The Detroit station employs the 
trade press and direct mail. 
* ce * 


Volkswagen Picks Mathes 


J. M. Mathes, Inc., has been ap- 
penne to handle advertising and 
| public relations for the Volkswagen 


behind its newly imported models, | distributor — dealer organization | ‘ 
| Chrysler also has announced plans | throughout the states of Washing-|Grant Advertising, Inc. and War- 


ton, Alaska and Northern Idaho. 
The account will be supervised by 
Robert E. Little, western manager 
for Mathes who headquarters at 
the agency’s San Francisco offices. 

Mathes was named agency for 
the national Volkswagen of Amer- 
ica account earlier this year and 
also coordinates the advertising 
programs of other Volkswagen dis- 
tributors across the country, 

+ + * 


Dodge Dealers Pick Wexton 


Wexton Co., Inc., New York, has 
been named to handle advertising 
and public relations for Dodge New 
York Retail Selling Assn., Inc. 

The account, which is contrib- 
uted to by 100 Dodge dealers, has 
an estimated billing of $1 million. 

Other agencies considered were 





» matic" Transmission 


... with the touch-button control 
that takes the effort out of driving. 


Here’s the Semi-Automatic Truck Transmission that’s 
Got Everything. . . Yet its Cost is the Lowest! 
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No clutch pedal . . . it’s been replaced by a simple touch-button switch on top 
of the shift control lever. Touch the gearshift knob and the clutch is dis- 
engaged . . . automatically! 
Smooth engagement from a standing start . . . without using a clutch pedal 
. . . because the Presto-matic Transmission automatically engages as the 
driver presses the accelerator. 
Automatic clutch throw-out when the engine returns to idling speed. The 
driver can inch along in heavy traffic just as he would with a fully auto- 
matic transmission. 

Lowest initial cost . . . absolutely the lowest . . . of any semi-automatic trans- 
mission system on the market. 

Maximum fuel economy found only in a transmission-clutch system. And, the 
driver controls the gear he’s in for top fuel economy in every situation. 

Minimum maintenance because there are no moving parts or adjustments to be 
made in the automatic control mechanism. Clutch life is greatly increased 
since the driver can’t overspeed the engine when engaging the clutch. 

Maximum durability achieved through selection of simple components that have 
been time-tested and proved as a complete, tailored assembly. 

Greater safety for the driver and his equipment because the Presto-matic Trans- 
mission leaves gear selection in the hands of the driver at all times. 


Simplifies chassis design by eliminating many of the remote control linkage 
problems found in Cab-Over-Engine or Tilt-Cab installations. 


Write now for a free illustrated booklet containing complete information 
on the operational advantage of the remarkable NEW PRESTO-MA TI C 
TRANSMISSION. The address is Dana Corporation, Toledo 1, Ohio. 


DANA CORPORATION 


TOLEDO 1, OHIO 


DANA 






*Patent Pending 
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wick & Legler. Grant handles prac- 
tically all of the Dodge dealer or- 
ganizations, as well as the parent 
account in Detroit. 

* 


* 
Publicity Firm Formed 

T. Norman Palmer, formerly pub- 
lic relations vice-president for G. M. 
Basford Agency, and John J. Co- 
della, formerly public relations ac- 
count group manager for Basford, 
have united to form Palmer, Co- 
della & Associates, Inc. 

The new agency, which will han- 
dle public and corporate public 
relations, marketing publicity and 
promotion, is located at 33 E. 48th 
St., New York. 

* * * 


DeSoto Dealers Unite 


The formation of a special adver- 
tising group has been announced 
| by the San Diego (Calif.) County 
DeSoto dealers. 

Participating dealerships in- 
clude Bob Bauer Motors, San 
Diego; Don Le Roux Motors, La 
Jolla; Jack Powell Motors, Escon- 
dido; Arthur Motors, Coronada; 
Ed Dahms, DeSoto-Plymouth, 
Inc., Le Mesa, and Tri-City Mo- 
tors, Oceanside. 

Don LeRoux has been named 
chairman of the group and the Los 
Angeles office of Batten, Barton, 
Durstine & Osborn has been named 
the group’s advertising representa- 
tive. 
| * > = 
Linage Going Up 

According to a recent analysis 
in Standard & Poor’s Industry 
Surveys, a considerable gain in 
advertising linage of leading 
magazines is in prospect over 
coming months. 

With profits improving, com- 
panies in the durable goods in- 
dustries can be expected to spend 
more money to cite the advan- 
tages of their particular lines, 
the analysis revealed. 

Advertising accompanying the 
large number of products sched- 
uled for introduction in 1959 
should provide another major 
stimulus to linage, it was stated. 

os > > 


Dodge Commercials Cited 


Grant Advertising, Inc., honored 
for its Dodge commercials, was 
among eight advertising agencies 
cited by Radio Advertising Bureau, 
Inc., for “the most effective radio 
commercials of 1958.” 

Other agencies honored were 
D’Arcy Advertising, Cunningham 
& Walsh, Inc., Lennen & Newell, 
Inc., Campbell-Mithun, Inc., Ken- 
yon & Eckhardt, Inc., Ogilvy, 
Benson & Mather, Inc., and Wil- 
liam Esty Co., Inc. 
| Grant was the only winner from 
| the automotive field. 





> > > 
Sports Car Mag on Top 

Sports Cars Illustrated, a Ziff- 
| Davis magazine, will complete 1958 
as the ad linage leader among all 
| sports and imported-car publica- 
tions, according to Arne Gittleman, 
ad manager. 

The magazine will have had 
301.8 pages of advertising this 
year, or 4.2 more pages than its 
nearest competitor, Gittleman 
| said. The 1958 figure represents 
an increase of 41.6 percent over 
SCI’s ad linage for the previous 
| year. 
| In addition, Sports Cars Ilus- 
trated reports that its December 
issue has the highest linage in its 
history, a total of 33.5 pages of 
advertising. 





Personnel Changes 


Hugh F. Gage from manager of 
the midwest sales division of Wild- 
ing Picture Productions, Inc., to 
manager of the eastern division, 
with headquarters in New York... 
Clifford F. Weake to succeed Gage 
in the Chicago office .. . Rudy Behl- 
mer from television commercial 
producer in the New York office to 
director of television and radio for 
Grant Advertising’s Hollywood of- 
fice .. . William Van Jahnke from 
the sales staff of American Home 
magazine to the advertising sales 
staff of Metropolitan Sunday News- 
papers, Inc., with headquarters in 
New York . . . Eugene D. Smith 
from assistant advertising manager 
to advertising manager of Lion 
Oil Co., a division of Monsanto 
Chemical Co., El Dorado, Ark., re- 
placing Clarence R. Olson, who re- 
mains as consultant in matters per- 
taining to advertising and sales 
promotion . . . Robert L. Henning 
from business management field 
representative to assistant advertis- 
ing manager for Cadillac. 
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Try this on competitiv 


See how this dramatic demonstration proves the 
durability of our new Diamond Lustre enamel finish— 
an exclusive feature in the Ford Family of Fine Cars 





Wipe away residue... 


See? The finish is unharmed. An acrylic 
lacquer finish, like that used on half of 
today’s new cars, would be scorched 


and scarred by the same test. 


car finishes... 


No one, of course, would intentionally set fire to a new car’s 
finish. We do it simply to demonstrate the marked superiority 
of Ford Motor Company’s new Diamond Lustre enamel over 
that of its competitor’s acrylic lacquer finish. And, since sun, 
sleet, salt and ordinary road film are equally destructive—if 
slower acting—to a car’s finish, it’s a selling point we thought 
you'd like to call to the attention of your new-car prospects. 


Diamond Lustre will normally retain its brilliance throughout 
the car’s life—and never, that’s right, never—require waxing 
or polishing. Exhaustive tests prove that Diamond Lustre is the 
most uniformly durable and long-lastingly lustrous automotive 
finish available on an American production car today. Another 
exclusive value feature found only in the Ford Family of Fine 
Cars. Another exclusive selling feature for Ford Family dealers. 


FORD MOTOR COMPANY ¢- THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD « THUNDERBIRD « EDSEL ¢ MERCURY e LINCOLN e CONTINENTAL MARK IV e¢ ENGLISH FORD LINE 
GERMAN FORD LINE « FORD TRUCKS « TRACTORS « FARM IMPLEMENTS ¢ INDUSTRIAL ENGINES 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 





Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 
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DAYTONA BEACH 


Ficrida Auto Auction, Sale every 
day. Prices are for sale of Nov. 


Tues- 
25. We 


had a good sale, but could have used more | 


good, clean cars. Sold 76 

BUICK—'57 Special conv.. $1,740° 
Hardtop 4-dr., $1,400°. 

"56 Special 4-dr., $1,150". 


'S5 Super Hardtop 2-dr., $990* (ps); Spe- 

cial Hardtop 2-dr., $990°*. 

"54 Special 4-dr., $710° (ps). 
CADILLAC—'58 (62) Hardtop 4-dr., %,- 

250° (ps). 

"56 (62) 4-dr., $2,175° (ps). 

"62 (62) 4-dr., $420°. 

CHEVROLET—'58 Bel Air (8) 4-dr., $2,- 
335° (ps); Biscayne (8) 4-dr., $1,775*. 

‘S7 Bel Air (8) Hardtop 4-dr., $1,710°; 

4-dr., $1,665°; 2-dr., $1,325*; station 
wagon, $1,625*; Two-ten (8) 2-dr., 
$1,335°. 

‘56 Bel Air (8) conv., $1,100°; Two-ten 

(6) 4-dr., $1,040, $915°. 

‘S55 Bel Air (8) 2-dr., $830". 
CONTINENTAL—'58 4-dr., $4,365* (ps). 
DeSOTO — ‘58 Sportsman 2-dr., $2,100*° 

(ps). 

DODGE—'57 Coronet 4-dr., $1,460°. 

‘56 Coronet 2-dr.. $1,015° 
EDSEL—'58 Corsair Hardtop 2-dr., $2,- 

215° (ps). 

FORD ‘68 Thunderbird 2-dr.. $3,515* 
(ps); Fairlane (8) 2-dr., $1.970*°; Cus- 
tom (6) 2-dr.. $1.560°, $1,550 

'S7 Fairlane (8) Skyliner, $1.875*; Hard- 

top 2-dr., $1,680° ‘ps), $1,550" (ps); 
4-dr.. $1,400; Country sedan, $1,675", 
$1.640° (ps); Custom (8) 4-dr.. §1,- 
110; 2-dr., $1,000; Main (8) 2-dr., 


$885. 
‘6 Fairlane (8) 4-dr., $985°; Custom 


(ps); 
4-dr., $1,625* (ps); 2-dr., $1,625* (ps); 


IMPERIAL- 
| MERCURY 


OLDSMOBILE 


PLYMOUTH 


RAMBLER 


STU DEBAKER 
MISCELLAN EOUS— 57 
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"57 °58 
May 


"57 
June 


"s) °S8 
Apr. 








"57 
duly 


"57 
Aug. 


"58 "68 


Prices of '58s added and '50s dropped in December, 1957. 
Figures alongside bars represent dollars. 


(8) 4-dr., $905*; Main (8) 4-dr., $790. 
'55 Fairlane (8) Victoria, $910*, $850*; 
conv., $800; Custom (8) Hardtop 4-dr., 
$810*. 
"53 Custom (8) 4-dr., 
on, $440°. 
"51 (8) 2-dr., $250. 
"57 2-dr., $2,600* 
-'57 Monterey 


$470; station wag- 


(ps). 
2-dr., $1,615* 
(ps). 
"56 station wagon, $1,320*. 
"55 Monterey 4-dr., $590*. 
"54 Monterey 2-dr.. $575* 
-"57 (98) Hardtop 
(88) Hardtop 2-dr., 


2-dr., 

$1,875* (ps); $1 
850° (ps). 

"56 (88) 2-dr., $1,225° 

‘55 (88) Hardtop 2-dr_ 
(88) Super 4-dr., $925* 

"53 (98) 4-dr., $350°. 

"58 Suburban 

$1,125*. 


$1,050* 
(ps). 


(ps); 


4-dr., $2,140°. 
"57 Savoy 4-dr 
'55 Savoy conv., $620 

"54 Plaza 2-dr., $390. 

-'58 station wagon, $1,850°*, 
$1,640. 

"52 Champion 4-dr., $185. 
Ford %-ton pick- 
up, $1,000. 


KANSAS CITY 


K,. C. Automobile Auction Co., Inc, Sale 


every Wednesday. Prices are for sale of 
Nov, 26 
BUICK—'SS Special 4-dr., $2.145*° (ps). 
"S57 Special Riviera 4-dr.. $1.530° (ps). 
‘56 Special Riviera 4-dr., $1,162* (ps); 
Riviera 2-dr., $1,000° 
"55 Super Riviera 2-dr., $1,025° (ps), 
$1.007* (ps); Special Riviera 2-dr., 
$637 
"54 Century Riviera 2-dr., §$820°; Special 
4-dr., $635°. 
"53 RM 4-dr.. $410° (ps) 
51 Special Riviera 2-dr., $240°; 4-dr., 
$140° 
CADILLAC—'55 . (62) coupe de Ville, $1,- 
750° (ps). 
"53 (62) sedan de Ville, $1,050° (ps). 


"S51 (62) sedan de Ville, $485°. 


"50 (61) coupe, $410*. 
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tom (8) 2-dr., $885; 4-dr., $852*; Fair- 
lane (8) 2-dr., $840; 4-dr., $765*; Cus- 
tom (6) 4-dr., $685; 2-dr.. $505. 
"54 Crest (8) Victoria 2-dr., $832*, $607°; 
Custom (8) 4-dr., $665*, $627*, $520; 
2-dr., $450; Custom (6) 4-dr.. $637*; 
2-dr., $460; Main (8) 4-dr., $340. 
"53 Crest (8) Victoria 2-dr., $450; 2-dr., 
$365. 
"52 Custom (8) 4-dr., $335, $305°*. 
LINCOLN — ‘56 Premiere 4-dr., $1,560* 
(ps), $1,505*° (ps) 
MERC URY—'56 Monterey Hardtop 2-dr., 
$1,115° 
"55 Montclair Hardtop 2-dr., $1,015* 
(ps); Monterey Hardtop 2-dr., $830*, 
Custom 2-dr., $775. 


CHEVROLET—'58 Impala (8) Hardtop 2-/| 
dr., $2,357* (ps); conv., $2,215* (ps); | 
Bel Air (8) Hardtop 2-dr., $1,960*; | 
Brookwood (8), $1,940 

‘57 Bel Air (8) Hardtop 2-dr., $1,662* 
4-dr.. $1,645*, $1,617°; 4-dr.. $1,572* 
2-dr., $1,605* (ps); Hardtop 4-dr., $1,- 
540° (ps): Bel Air (6) Hardtop 2-dr., 
$1,592*; Two-ten (8) station wagon, 
$1,585". 

"56 Bel Air (8) Hardtop 2-dr., $1,225*, 
$1,197*, $1,195*; 2-dr $1,172*; Two- 
ten (8S) 4-dr., $1,1109*; 2-dr., $1,010, 
$950*; Two-ten (6) 4-dr.. $940* | 

"55 Bel Air (8) 4-dr., $965*; 2-dr.. $907*. 

"54 Bel Air 2-dr., $622; 4-dr., $545; Two- 
ten 4-dr., $420 "54 Monterey 4-dr.. $560*; Custom Hard- 

"53 Bel Air Hardtop 2-dr.. $570*; 2-dr., top, $500°; 4-dr., $415*. 
$495*; Two-ten 4-dr., $367; One-fifty | "53 Custom 4-dr., $375*. 
2-dr., $295 "51 Custom 2-dr., $140* 

"52 Deluxe 4-dr., $280. NASH—'54 Statesman (6) Hardtop, $405°; 

‘51 Deluxe 2-dr., $150°. 4-dr.. $355". 

CHRYSLER—'54 NY (8) 4-dr., $605* (ps). | OLDSMOBILE—'57 (S88) Holiday 2-dr., $1,- 

DeSOTO — ‘55 Firedome Hardtop 2-dr.. 865* (ps) 
$990*; 4-dr., $915*° (ps). "56 (88) Holiday 4-dr., $1,385* (ps); 

"53 Firedome 4-dr., $340*. 4-dr., $1,177* (ps) 

DODGE—'57 Coronet (8) 4-dr.. $1,275*; "55 (88) 2-dr., $977°. $945°. 

Coronet (6) 4-dr., $1,130* "54 (88) Holiday 2-dr., $735* 4-dr., 

"55 Royal (8) 4-dr., $700°, Hardtop $722* (ps) 
$787° (ps) "52 (S88) 4-dr., $225°, $215° (ps); 2-dr., 

"54 Coronet (6) 4-dr., $415 $175° 

"53 Coronet (8) 4-dr., $310; Coronet (6) "50 (98) 4-dr., $105*. 
4-dr., $175°. PACKARD—'53 Clipper (8) 4-dr., $415°*. 

EDSEL—'58 Pacer Hardtop 4-dr., $1,897* | PLYMOUTH—'58 Plaza (6) 4-dr., $1,455. 
(ps). | ‘5S? Fury (8) Hardtop, $1.S805* (ps); 

FORD—’'58 Fairlane (8) 500 Victoria 4-dr., Savoy (8) Hardtop, $1,222* (ps); 4- 
$1,957° (ps); 4-dr., $1,942° (ps); 2-dr., dr., $1,115°. 
$1,632°; country sedan (8), $1,922° "5S Belvedere (8) 4-dr., $940°; Plaza (6) 
ranch wagon (8), $1,860° (ps); Fair-| 4-dr.. $635; Savoy (6) 4-dr., $627°*. 
lane (S) 4-dr., $1,790 | °S4 Belvedere 4-dr., $445*° 

'S7 Fairlane (8) 500 Retractable §2.- "53 Cranbrook 4-dr., $175* 
050° (ps); Victoria 2-dr.. $1.665* (ps), | PONTIAC—'56 Chieftain Catalina 2-dr., 
$1,590°; 4-dr.. $1,472*°; 2-dr.. $1,.257°; $1,050° 
Fairlane (8) Victoria 2-dr.. $1,490°; "55 Chieftain 4-dr., $960°. 

Custom (8) 300 4-dr.. $1,437*; 2-dr "54 Star Chief 4-dr., $680°; Catalina 2- 
$1,252°; Custom (8) 2-dr.. $1,205*, dr $595°; Chieftain 2-dr., $452° 
"56 Fairlane (8) 4-dr. $1,.120° ips); 2- "53 Chieftain Catalina 2-dr., $510*; 2-dr., 

dr., $1,015*; conv., $965°*; Custom (8) $367". 
4-dr.. $992*. 
‘55 Country sedan (8), $910* (ps); Cus-/ 


"52 station wagon, $305* 
"51 Chieftain 4-dr., $180°. 
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| MISCELLANEOUS—'58 Ford (6) 


| RAMBLER—’57 (6) 4-dr., $1,130*. 


'51 (6) Hardtop, $250*. 


| SLUDEBAKER—’56 Golden Hawk (8) 


Hardtop, $1,175*. 
’55 Commander (8) 4-dr., $572*. 
52 Commander (8) Hardtop, $255*. 
Y%-ton 
pickup, $1,282. 
"57 Ford (6) %-ton pickup, $1,335. 
"55 Ford (6) %-ton pickup, $587. 
’54 Chevrolet %-ton pickup, $670. 
’51 Dodge 1%-ton truck, $395; GMC \.- 
ton pickup, $310. 
"50 Chevrolet %-ton pickup, 


EBENSBURG, PA. 


Sale 


$335. 


Ebensburg Auto Auction, every 


Wednesday. Prices are for sale of Nov. 26, 


Prices remaining strong and unchanged. 


Large turn-out for our annual Thanksgiv- 


ing Sale 
BUICK 


| CADILLAC 


c 


c 
I 


FORD 


MERCURY 


PACKARD 
PLYMOUTH 


Sold 61 cars out of 78 offerings, 

'54 Special 4-dr., $440. 

"52 RM conv., $115*. 

"50 (62) 4-dr., 
"57 Two-ten 


$175*. 

‘HEVROLET (8) 4-dr., 
470°. 

"56 One-fifty (6) 2-dr., $700. 

"55 One-fifty (6) 4-dr., $665. 

'54 One-fifty station wagon, $700*; 2- 
$370. 

’53 One-fifty 2-dr., 

"52 2-dr., $255*. 

'51 4-dr., $185*, $120; 2-dr., $170; Hard- 
top, $110. 

‘HRYSLER—’'52 Windsor 4-dr., $185. 

\ODGE—'52 Coronet Hardtop, $145; 
dowbrook 4-dr., $100. 

'51 sedan, $100. 

"58 Custom 

57 Fairlane (6) 
Custom (8) 300 

‘56 Fairlane (8) 
2-dr., $875* 

‘55 Fairlane (8) 4-dr., $785. 
‘54 Custom (8) 4-dr., $540*; 
Victoria, $505*; Custom 

$280. 

‘53 Custom (8) 2-dr., $200. 
‘*52 Custom (8) 4-dr., 
$280*, $245; Custom 

$165 


$1,- 


dr., 


$300. 


Mea- 


(6) 4-dr., $1,500. 
Hardtop 2-dr.. $1,285; 
2-dr., $1,245* 


Victoria, $1,135* (ps); 


Crest 
16) 


(8) 
4-dr., 


$235°; 
(6) 2-dr., 


2-dr., 


$185, 


"53 
$155 
"53 4-dr., 


2-dr., $305. 

52 4-dr., 

$150* (ps). 

‘5S Plaza (8) 4-dr.. 
(6) Suburban 4-dr., $1,780. 

"55 Belvedere (8) station wagon, 
Plaza (6) 4-dr., $230 

‘54 Belvedere 2-dr., $490*. 

"53 Cranbrook 2-dr., $200. 

"51 4-dr., $130. 


$1,490°; 
$835°*; 


PONTIAC—'55 Star Chief Hardtop, $875*. 
53 Chieftain (8) Catalina, $200; 4-dr., 
$230* (ps). 


RAMBLER 
STUDEBAKER 


WILLYS 


‘52 (8) 4-dr., $110°. 

—"53 station wagon, $345. 

"53 Commander Hardtop, 
$150*. 

‘51 station wagon, $560. 


DYER, IND. 


Len Pollak’s Dyer Auto Auction. Sale 
every Friday. Prices are for sale of 
Nov. 28. Sold 119 cars out of 177 con- 
signments 
BUICK—'58 Super Riviera 4-dr., $2,445° 

(ps). 

"57 Super Riviera sedan, $1,700* (ps); 
Special Riviera 4-dr., $1,545° (ps). 
'56 Super Riviera 4-dr.. $1,325*; Century 
Riviera sedan, $1,020* (ps); Special 

Riviera sedan, $950*. 

‘55 Century Riviera sedan, $895* 

‘54 Super Riviera sedan, 5650*; Special 

4-dr., $500 

‘53 Super Riviera sedan, $320* 


age 


(Continued on Page 30, Col. 2) 








JOHNSON AUTO 


AUCTIONS 


Lewrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% insured—No Registration Fee 





COLORADO 


Auctioneers: 
s Johnny Woed and Dean Davis 


Colonel 
All cars paid for by our own check through 


The Bank of Denver 








Denver Auto Auction 
h Santa Fe 
- —— > "SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 


Auctioneers: Geo. Workman—Bill 
Titles and Checks Guaranteed 
by Empire Auction Insurance 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our [2th year 
of continuous operation. 


11:00 A.M. 


Warehouse Point, ‘Conn. 





Littleton, Colo. 


Hauschildt 
| 





FLORIDA 


DAYTONA BEACH — Fiorida Auto 


Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


MICHIGAN 








12:30 SALE EVERY WEDNESDAY 


M. 
| 3711 Western Road 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just ‘4. mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
“DUAL RING” 2 lines running simultane- 
ously. 


Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area, 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers, 

Fair management, 


MICHIGAN'S FINEST SALE 
12:30 


D. McCollum, Vice-President and Manager 
Phone CEdar 9-4492 








ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 











NEW JERSEY 


CROSSROADS 


net 


th 


on Pennsylvania 


Bier) Lane oaie an, i, 


WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 





LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State. Check and 
Title Protection. (Wed.). 








pick 


NEW YORK 





Thruway Auto Auction, Inc. 


Rovte 18B 


Buffalo, New York 
EVERY TUESDAY 


Insured Checks Insured Titles 
Fast, Accurate Market Reports 


Phone: HObart 4700 Al Clements, Owner 
Fiying Dealers — Land at Buffalo Air-Park, 


miles south of Buffalo Municipal Airport. 


Hard surface runway - Unicom Radio. Auction 


only five minutes away. Call we'll 


you up. 








NEW YORK CITY'S 








EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured. 


EVERY TUESDAY 12:30 P. M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 

Every Monday — |! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 








| 
| 


RALEIGH 


NORTH CAROLINA 


Mann's Auto Auction 
Sale, Re. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 











MONTPELIER AUTO AUCTION CO. 


MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A 


Phone 5-9535 








PENNSYLVANIA 








MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


¥%& Dual Lane Selling 
%& Auction Checks 
¥%& Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 








WASHINGTON 








SOUTH SEATTLE AUTO AUCTION 


0844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
‘Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 
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ged. 
Sgiv- 
Tings, 
Unusual, Imaginative W rindow Treatments Add dd Interest to Rooms 
8 “ee Fe . ABE ea By BARBARA BARNES 
DOES YOUR HOME need a quick pick-up? 
' There is no better way to give it one than by chang- 
2-dr the window treatments. 
And there is no surer way to let it become “dated” 
~ fon Ag o> pea up year after 
_— Fi eed diiiiaed ahattt enn boone, you'll find that a 
wp of rooms recently done over at Lit Brothers will 
Mea- wide a dozen or so—all of them fresh and imagin- 
ve. 
The first lesson the rooms teach is: “Don't overdo,” 
285: vt clutter ap windows with layer after layer of ma- 
285; : fel. 
(ps); z ‘The next is: Consider windows and walls as a single 
; t, not as a lot of separate little cut-up areas. 
(8) s WITH THESE TWO principles in mind, you can take 
i-dr., : ““ty in a lot of different directions 
“equa, homefurnishings co-ordinator at the 
*ed unusual windows to go with Spanish, 
~dr., “torian and Contemporary furniture— 
$185, ~ adaptable enough to go with any- 
4ing is a pair of windows 
‘e conventional sense 
90°: ~¢ with black grill 
; ““ambra 
35°; ‘“< cut from 
* fabric 
1 room, in which 
75°. $ tie in with the 
-dr. shocking pink." 
“esting contras 
up in a floral 
, ttween the win- 
top, 
Italian room is 
re of their being 
tg on a balcony 
Sale tains. you'd see 
 . MOORISH GRI . . . . ad by a “marble 
. ee in Philadelphia nearly everybody reads The Bulletin * asa 
145° . 
ai ‘The Ameri 
ury P : 
! i ons ‘ . , 
ote ursu Among the largest cities, Philadelphia has _ sales messages are carefully read by the entire 
cial Leave: the highest percentage of home ownership. family—in the home, where most of the de- 





This io the fou 
series of article 
from the book, “T) 
icon Teénager,” BU 
H. Remmers anc 


SCIENCE HAS t 
increasingly import: 
in the developmer 
modern civilization. 
surprising, therefc 
roany Americans res 
alarm when they le 
cently that Americ 








It’s a city where life revolves around home, 
family and friends. And this good life is 
accurately reflected in Philadelphia’s home 
newspaper—The Evening and Sunday Bulletin. 


To the other contents of a great metropoli- 
tive and characteristic reporting of local news 
and exclusive family features. 


To advertisers, The Evening and Sunday 


Bulletin offers important advantages. Your 


cisions to buy are made. Philadelphians like 
The Bulletin. They read it, respect it and 


respond to the advertising in it. 


The Bulletin goes home . . . delivers more 


copies to Greater Philadelphia families 


puce he Purd . : — 
’ ery) Opinion tan newspaper, The Bulletin adds its distinc- 
’ present-day prob every seven days than any other newspaper. 


Advertising Offices: Philadelphia * New York « Chicago 
Representatives: Sawyer Ferguson Walker Company, 
Detroit + Atlanta * Los Angeles « San Francisco 

Florida Resorts: The Leonard Company, Miami Beach. 





and pale gold. 
- 7 7 ons of Renasis 
: The Bulletin publishes the largest amount of R. O. P. ¢ Lit Brothers) 
co/or advertising in Philadelphia—Evening and Sunday! 
. 
V lew 
t ° es ° ° 
35 “Member of the Family” Survey, a com- Advertising Director, The Bulletin, 30th y wives are as 
° ° . . dark-haired, fine- 
> plete study of the Greater Philadelphia and Market Streets, Philadelphia 1, ice; twe children 
oT ; : recently dis- 
Market, will be sent upon request. Write: Penna. grant hair tonie 
~ mp Lambe 
. “Ye 
for kindergarten 
1, whose favorite 
“pink, blue and 
not red.” 
ive in a two-story, 
om brick row 
of many similar 
sing aes at Be > i ony Sear rete 
declared ee Se prints ten years ago. And ho- 
who is director of the Fels hody stands in awe of Dr 
Planetarium of The Franklin Levitt just because he knows 
Institute. “For one thing, I'm what's going on in the heav- 
delighted that the Russians, ens; at home he's husband, 
did it first; I say @ prayer for ce gen man, pal and 
aan we, eden aka “Look, Dad, I can stay this 
just aren't superior in every way for hours,” boasted Nan- 
single way. If we had done it cy, sliding half-way down the 
first, we would have been so bannister in her ruffled pink 
cocky as to be insufferable.” party dress and stopping sude 
“ Even the 11 pounds he lost denly. Dad obediently lookea 
: in.a few weeks had it's good and applauded 
side: “My figure could stand When Peter . protested 
- it and I didn’t have to diet.” against going to a school 
He guarantees that a succes- dance. on the grounds that he 
( sion of early-morning phone would miss Zorro, his favor- 
b 








calls, interviews, lectures in 
and out of town, conferences 
and quick trips by car, plane 





ite program, Dr, Levitt per- 
suaded him to make the sacri- 
Continued on Page 10, Col. € 
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ied eX: 


»-»-.asS usual! 


ahaa 


complete line 


of JQ59 Models 
FIBERGLASS 
MUFFLERS 


and 


DUAL SYSTEMS 


immediate shipment! 


Order Today! 


PRODUCTS 


OL Tt a 





Air-Conditioned Rooms 


Television and Radio 
Convenient Parking 


WOodward 3-7100 
Jerry Moore, gen. mgr. 





AUTOMOTIVE 








Is $19.50 
Thrown Away on 


Bach Car Sale? 


The answer to 
this and count- 
less other ques- 
tions is in “The 
Automobile 













ter 10 S, 
that sais ave 


(0 1 enclose check covering books at 
each 


C0 Send books C.0.D., plus postage 


OO 





City____Zene —_State___ i 





This valuable 
now in its 
second printing, 
has been ac 
claimed the 
“bible” of its field. Order now with 
coupon. If, 
mot convince 
being a worthwhile, permanent ref- 
erence, return it and your money 
will be refunded. Send for your 
copy now before it slips your mind. 


PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


$850. 
(copies) of the new book, || Hillman—'57 Minx 4-dr., 
Sthe Astomobile Dealer” 


ou are 
merits 


|| Remault—'57 Dauphine 4-dr., 


AUTOMOTIVE NEWS, DECEMBER 





Used-Car Auction Prices 





(Continued from Page 28) 


CHEVROLET—’'58 Brookwood (8) station 


wagon, $2,015*. 


’57 Bel Air (8) Hardtop, $1,640*, $1,360; 
Two-ten (8) station wagon, $1,475*; 
One-fifty (8) 2-dr., $970. 

’56 Bel Air (8) Hardtop, $1,065*; 4-dr., 
$990; Two-ten (8) 2-dr., $970. 

"55 Bel Air (6) 2-dr., $825*; One-fifty 
(8) 2-dr., $690. 

*54 One-fifty 2-dr., $445. 

’53 Bel Air coupe, $450*; Two-ten 4-dr., 
$125. 

’52 coupe, $270°*. 

"51 2-dr., $200, $150. 


DeSOTO—’58 Firedome 4-dr., 
’57 Firedome coupe, $1,655*. 
*53 Firedome 2-dr., $280°*. 

DODGE—’57 Royal coupe, $1,495* 
"53 Coronet sedan, $235. 

EDSEL—’58 Pacer Hardtop, $1,650°*. 

FORD—’57 Fairlane 

(ps); Custom 2-dr., 

Ranch Wagon, $1,225. 
"56 Fairlane (6) 2-dr., 

(6) 4-dr., $475* (ps). 
’55 Fairlane (6) 4-dr., $525°. 
"54 Country Sedan (6) 


(ps). 


$1,260° 
$510* ; 


$535°. 
"52 station wagon, $375*; 4-dr., $225. 
*51 Hardtop, $100. 


HUDSON—’55 Wasp coupe, $625*. 


MERCURY—'57 Turnpike coupe, $1,510* 
(ps); Monterey coupe, $1,365°*. 
"56 Custom station wagon, $1,250*, 
*55 Montclair conv., $700°*. 
"54 4-dr., $300°. 
"53 4-dr., $270. 
"50 4-dr.. $100. 
OLDSMOBILE — ‘57 (98) 4-dr., $1,840* 
(ps). 
"56 (88) Holiday sedan, $1,335* (ps); 
(88) 4-dr., $1,240°*. 
"655 (88) Holiday sedan, $945*; (88) 2- 
dr.. $785°*. 
"54 (88) Holiday sedan, $675*. 
| °S3 (98) 4-dr., $315°*. 
PACKARD—’'55 4-dr., $835* (ps). 
PLYMOUTH ‘57 Belvedere coupe, $1,400*; 
2-dr., $1,275°. 
"54 Savoy 4-dr.. $460; Plaza 4-dr., $330. | 
PONTIAC—'56 Chieftain 4-dr., $750. 
"54 Chieftain 4-dr.. $535* (ps). 
"53 2-dr.. $175; 2-dr., $100*. 
RAMBLER—'57 Cross Country station 


wagon, $1,580. 
"53 station wagon, $410. 


CHICAGO 


Arena Auto Auction. 
day. Prices are for sale of Nov. 
404 cars out of 668 consignments. 


BUICK—'5S Special Hardtop, $2,235* (ps) 


"S57 Special Riviera 4-dr., $1,730° (ps), 
$1,670° (ps), $1,525*; Special 4-dr., 
$1,585°. 

"56 Super Hardtop, $1,250° (ps); Specia! 
Hardtop, $1.110°, $855*; Special Rivi- 
era sedan. $1,100°. 

"55 Super Riviera sedan, $1,035*, $900° 


(ps); 
Century Riviera sedan, 
cial Riviera sedan, 


Century Hardtop, $1,010* 
$1,000° ; 
$775°*; 


"54 Century 4-dr., 
r., $715* (ps). 


$805* (ps); 


dr. 
CADILLAC —'58 coupe de Ville, $4,340* 


(ps); (62) coupe, $4,110*° (ps). 

"57 sedan de Ville, $3,175* (ps), $3,125* 
(ps), $3,055° (ps); (62) conv., $3,000*° 
(ps); coupe, $3.000* (ps). 

"56 (62) conv., $2,265*° (ps); 4-dr., $1,- 
910° (ps). 

"55 (60) Special 4-dr., $1,700* (ps); (62) 
4-dr., $1,525° (ps). 


ed 
Cars 


Albany 


station wagon 2-dr., 


Buffalo 


Volkswagen——'55 2-dr., $875. 


New York 


(Engtish)—'57 Consul 


Portland, Ore. 


Pord (English)—'56 Zepher 4-dr., 
"52 Consul 4-dr., $320. 


Los Angeles 


Jaguar—'54 Roadster, $1,075. 

Metropolitan—'56 coupe, $900, $795. 
"54 conv., $485. 

MG—'58 coupe, $2,090. 

"48 roadster, $790. 
Renault—'58 Dauphine 4-dr., 
"57 Dauphine 4-dr., $1,200. 
Sunbeam—'57 Rapier sedan, $1,365°*. 

Triumph—'57 roadster, $1,805. 
Vauxhall—'58 sedan, $1,480. 
Volkswagen—'55 pickup, $925. 

"54 2-dr., $810. 
Volve—'56 2-dr., 


Lioyd—'56 $280. 


Ford conv., 


$725. 


$1,400. 


$1,000. 


Seattle 


Metropolitan—'56 Hardtop coupe, 
Renault—’58 4-dr., $1,245°*. 


Daytona Beach, Fla. 


$895. 


Ford (English)——'58 Escort station wagon, 
200. 
$1,150; Anglia 2-dr., 


57 Consul 4-dr., 


$985. 
Metropolitan—'58 2-dr., sy, 250. 
"56 conv., $775. 


$850. 


Kansas City 
Ford (English)—'58 Prefect 4-dr., 
Volkswagen——'58 2-dr., $1,475. 
*ST 2-dr., $1,350. 


Chicago 
MG—’'59 roadster, $2,180. 


Skoda—’'58 sedan, $795. 
Volkswagen—'56 sedan, $1,235. 





$2,000° (ps). 


(8) Hardtop, $1,420* 
(ps); 


Custom 


station wagon, 





| EDSEL- 


| FORD—'59 Thunderbird. $3/920° (ps), 


Sale every Tues- 
25. Sold 


(ps); 
Spe- 
Special 4- 
dr.. $760, $720; RM sedan, $685* (ps). 
Super 4- 









$1,110. 


$1,047. 


"54 (62) 4-dr., 
$1,245* (ps). 
"53 (62) 4-dr., 
CHEVROLET 


$1,255*; El Dorado sedan, 


$550°*. 

’59 Biscayne (8) 2-dr., $2,- 
Hardtop, $2,305* (ps), 
$2,150*; Nomad (8) station wagon, 
$2,190* (ps); Brookwood (8) station 
wagon, $2,090* (ps), $2,005*; Bel Air 


000. 
"58 Impala (8) 


(8) Hardtop, $2,000* (ps); Biscayne 
(8) 4-dr., $1,780*. 

‘57 Bel Air (8) Hardtop, $1,710* (ps), 
$1,675*, $1,660*, $1,525*, $1,480*; 4- 
r., $1,600* (ps), $1,560*; Bel Air (6) 
4-dr., $1,405*, $990; conv., $1,400*; 
Two-ten (6) Hardtop, $1,300*, $1,185; 
Two-ten (8) 4-dr., $1,195*, $1,150; 
One-fifty (6) 2-dr., $1,135. 

"56 Nomad (8) statiion wagon, $1,390*; 
Bel Air (8) Hardtop, $1,305* (ps), $1,- | 
250°, $1,240, $1,175*, $1,140*, $1,105*; | 
4-dr., $1,210* $1,165*; conv., $1,045* 
(ps); Bel Air (6) Hardtop, $1,300*; 
4-dr., $1,215*; Two-ten (6) 4-dr., $1,- 
060; Two-ten (8) 4-dr., $990*; One- 
fifty (8) 2-dr., $865. 


"55 Bel Air (6) 4-dr., $1,060, $885, $880*, 


$800; Hardtop, $985*; conv., $780; Bel 
Air (8) Hardtop, $940*; 4-dr., $890*, 
$840*, $875*; 2-dr., $860, $755*; conv., | 
$855*; One-fifty (6) station wagon, 
$850, $690; Two-ten (6) 4-dr., $755, 
$730. 

"54 Bel Air Hardtop, $635*; 2-dr., $595*; 


Two-ten 2-dr., 
OHRYSLER—'56 
(ps). 
"55 Windsor 4-dr., 
DODGE — '57 
(ps); 4-dr., 
dr., $1,190*. 
*55 Coronet 4-dr., $700*. 
*"o4 Hardtop, $385*. 
"58 Corsair Hardtop, $1,950* (ps), 
$1,890*; Pacer Hardtop, $1,765* (ps). 
$3.- 


$460. 
**300°" Hardtop, $1,435* 
$945". 

Coronet Hardtop, $1,645* 
$1,345*; Custom Royal 4- 


850° (ps). 

"58 Thunderbird, $3,300* 
conv., $2,400* (ps); 
(8) station wagon, 
(8) Hardtop, $1,900*, 
815* (ps), $1,.700°: 

"57 Country Squire (8) station wagon, 
$1,690° (ps); Country Sedan (8) sta- 
tion wagon, $1,625* (ps); Fairlane (8) 
Hardtop, $1,620* (ps), $1,575* (ps), 
$1,570*, $1,370; conv. $1,360* (ps), 
$1,200°; 4-dr., $1.195; Custom (8) sta- 
tion wagon, $1,390*°; 2-dr., $1,040; 
Custom (6) 2-dr., $1,150*, $1,050, $1,- 
035; 4-dr., $1,150°*. 

"56 Fairlane (8) Hardtop, $1.135* $1,- 
120° (ps), $950°*; conv., $1,005, $925*, 
$880, $760°; 2-dr.. $1,000; Ranch 
Wagon (8) station wagon, $1,065* 
(ps); Ranch Wagon (6) station wagon. 
$945; Custom (8) Hardtop, $1,020*; 
sedan, $720. 

"55 Thunderbird, $1,400*; Fairlane (8) 
Hardtop, $950°; 2-dr.. $885*, $625°: 
Country Sedan (8) station wagon, $900; 
Ranch Wagon (6) station wagon, 


(ps); Skyliner 

Country Sedan 
$2,119°; Fairlane 
$1,900* (ps) $1,- 


2-dr., $1,475. 


By John K. Teahen Jr. 
Staff Writer 


DETROIT.—The lad who hooks 
cars to a conveyor at the neighbor- 
hood auto-wash establishment is 
part of a $100-million-a-year busi- 
ness. 

The field employs about 100,000 
persons during peak seasons, and 
it’s estimated that the average 
auto-wash operator has more 

$100,000 invested in land, 
building and equipment. 

Those figures were mentioned 
by officials of the Automatic Car 
Wash Assn. at a meeting here. Jack 
Milen, Detroit, is president of the 
group, and Frank Trent, Detroit, is 
secretary-treasurer. Retiring presi- 
dent is Ross Thompson, Rochester, 
) i 2 

There are about 3,200 automatic 
wash outlets in the nation, of which 
400 are members of the three-year- 
old trade association. Milen, Trent 
and Thompson, who have three lo- 
cations each, estimate that the 3,200 
racks represent a total investment 
of more than $250 million. 

Thompson said the 3,200 sites 
wash more than 75 million cars a 
year at an average fee of at least 
$1.25. Employment runs about 30,- 
000 during the summer and rises 
to 100,000 during the winter, he 
said. 

“It’s no back-alley-garage in- 
dustry,” Milen observed. He said 
his electricity bill is $600 to $1,- 
100 a month at each spot during 
the winter, and that his water 
bill is more than $100 a month. 

He said it takes $30,000 to $50,- 


Branch in Sante Fe, N. M.. 


Is Opened by Motorsport 

SANTE FE, N. M.— Motorsport 
Corp., Albuquerque, has opened a 
Santa Fe branch to handle sales, 
service and parts for some 20 
models of foreign autos. 

A. C. Kalk, Albuquerque, who has 
been appointed sales manager in 





Sante Fe, said the firm will handle 


imports from Rolls Royce to MG. 


8, 1958 


the creams 
Weather: 


every Wednesday 





Washing Autos Is Big Business .. . 
$100 Million for Clean Cars 











$735*; Custom (8) 2-dr., 
(6) 2-dr., $660, $550. 
"54 Country Sedan (8) 


$725; Custom 


station wagon, 


$750*; Custom (8) 4-dr., $615*, $585°*; 
2-dr., $450. 
IMPERIAL—’'57 4-dr., $2,285* (ps). 
LINCOLN — '57 Premiere conv., $2,655* 
(ps); Hardtop, $2,475* (ps). 
‘56 Premiere 4-dr., $1,690*; Hardtop, 
$1,520* (ps). 
*55 Capri 4-dr., $705* (ps). 
'54 Capri 4-dr., $615*. 


MERCURY 
665*: 


‘57 Montclair 
Monterey 4-dr., 


Hardtop, $1,- 
$1,640*. 


"56 Montclair Hardtop, $1,275*, $1,215* 
(ps), $1,105* (ps); Custom 4-dr., 
$950*, $875*; 2-dr., $850*. 

"BS Monterey 4-dr., $1,050* (ps), $815*, 
$525*; 2-dr., $720: Montclair Hardtop, 
5075" (ps). 


’54 Monterey 4-dr., $670; Hardtop, $490*. 
"53 Monterey Hardtop, $470*. 


NASH—’57 Ambassador 4-dr., $1,300. 
OLDSMOBILE — ’59 (98) 4-dr., $3,570* 
(ps). 

"58 Super (88) Holiday sedan, $2,630* 
(ps); (88) Holiday sedan, $2,495* (ps). 

’57 Super (88) Holiday 4-dr., $1,860* 
(ps); Super (88) 4-dr., $1,760* (ps); 
(88) Holiday 4-dr., $1,720* (ps), ~t 
665* (ps). 

"56 (98) Holiday 4-dr., $1,340* (ps), $1,- | 
250*; (88) Holiday sedan, $1,315* (ps), 
$1,275* (ps), $1,250* (ps), $1,050", | 
$955; Super (88) Holiday, $955°. 

"55 (88) Holiday 4-dr., $1,205 $1,125°, 
$1,025*, $945*; conv., $900° (ps); |} 
Super (88) 4-dr., 2 at $875* (ps); (98) /| 
Holiday sedan, $1,175* (ps), $1,030*| 
(ps). 

’54 Super (88) Holiday sedan, $810*; 
(98) Holiday sedan, $625*. 

PACKARD—’56 Super Clipper 4-dr., $800*; 
’55 ‘400° 4-dr.. $820* (ps). 
PLYMOUTH—’58 Belvedere conv., $2,150* 


(ps); Hardtop, $1,850*, 





— Auctions in Brief — 
ATLANTA 


Dixie Auto Auctions. Sale every Tuesday | 


(Nov. 25). Consignment soared to new 
heights today at the Peachbowl. All makes 
and models has a good representation and 
the buyers were here to ‘‘gobble them up 
like a hungry man on Thanksgiving.’’ The 
market shows a softening mark with aver- 
age units suffering the most, but as always, 
brought the ‘‘top dollar.’’ 
clear. 
* * 


* 
BORDENTOWN, N. J. 
National Auto Dealers Exchange. Sale 
(Nov, 26). Late model 
cars took a slight dip but the older cars 
were stronger than ever. The sharp clean 
cars continue to bring the high dollar. Sold 
78 percent of = cars a 

* 


MANHEIM. PA, 
Manheim Auto Auction, Inc. 
Friday (Nov. 28). 
—roads slippery. A miserable day. Weather 
conditions made it a difficult sale. Sold 67 
percent of 394 cars registered. 
* * 


VALDOSTA, GA, 
Tom Hewitt Auto Auction. 
Friday (Nov. 28). 
clean cars and we needed lots more ey 
to meet the demand for them. 


Sale every 


Sale every 





000 worth of equipment to enter| 
the wash field today and that a 
suitable piece of land in the Detroit 
area will cost about $65,000. 


Trent added that the huge nylon | 


brushes used by the more-automatic | 
racks cost $1,000 to replace. 


Asked about the soap used in car 


washing, Thompson commented: | pywooLn 


“No operator would use anything) 
as strong as the soap your wife 
uses to launder her silk under- 
things. It’s too alkaline.” 


The car-wash men feel they def- | 


initely are a part of the automotive 


service business, and they hope to) 


set up a liaison arrangement with 


the auto makers so they will be) 
able to modify their equipment} 


before introduction day if the new 
models require any such changes. 
The '59 Pontiac is a case in 
point. Present equipment at many 
wash racks will not handle Pon- 
tiac’s wider tread, but car-wash 
operators did not know of this 
change until the car was on the 


Milen estimated it will cost auto- 
matic-rack operators $500 to $1,000 
each to alter their equipment to 
handle the new Pontiacs, Other 
problems are the Buick grille 


“which almost has to be cleaned) 


with a tooth brush” and Chevrolet’s 
wing-like rear end which shields 
the taillight area. 

Trent noted that the liaison deal 


would help the auto makers, too.| 
“People talk a lot about their cars 
when they’re having them washed,” | 


he said. 

“We could pass along plenty of 
comments on what the customers 
like or don’t like about styling, 
performance or economy.” 

He added: “Naturally, we’re not 
trying to tell the manufacturers 
how to build cars. We like styling 
changes because they mean more 
sales, and the new-car buyers are 
our best customers. We had a great 
year in 1955 when seven million cars 
were sold. This year hasn’t been 


good.” 





Poor driving conditions | 


Market is still good for | DODGE—'57 








- Model Breakdown 
Of Auction Averages 














Dec., 1958 Nov., Oct., 
Model To Date 1958 1958 
1958.............. $2,092 $2,239 $2,416 
_ 1,570 1,566 
BEG sess Eee 1,114 1,122 
we 837 837 851 
1954........ 537 536 553 
19653........ 351 331 354 
1952 255 221 242 
1951.. 210 184 180 
Overall 
Average $ 870 $ 879 $ 911 





‘57 Suburban (8) station wagon, $1,660*; 


Belvedere (8) conv., $1,465*; Hardtop, 
$1,440*, $1,345*; Savoy (8) 4-dr., $1,- 
165*, $1,045*; 2-dr., $1,000*. 

’56 Suburban station wagon, $1,110*, 


$1,025*; Belvedere 2-dr., $755. 


= Beivedere Hardtop, $840*; Savoy (6) 
-dr., $590. 
PONTIAC ’58 Star Chief Hardtop, $2,310* 
(ps). 
’57 Chieftain station wagon, $1,700; 
sedan, $1,590*%, $1,280*; Star Chief 4- 
r., $3,695* (ps). 
'56 Chieftain sedan, $1,100*, $1,060"; 
Star Chief 4-dr., $1,065*, $775°. 
’54 Star Chief 4-dr., $630° (ps). 
RAMBLER—’56 Custom sedan, $1,215* 
STU DEBAKER—’'57 Commander 4-dr., $1,- 
150*. 
’56 Studebaker 2-dr., $920°. 
7 + 
SEATTLE 


South Seattle Auto Auction. Sale every 


| Wednesday. Prices are for sale of Nov. 26, 
BUICK—’5S Century Riviera 4-dr., $2,685* 
(ps). 

'56 Super Riviera 2-dr., $1,485* (ps); 
Special Riviera 2-dr., $1,350°; Riviera 
4-dr., $1,250°; 4-dr., $1,240". 

’54 Special Riviera 2-dr., $670*. 

"53 Super 4-dr., $480*. 

’51 Special 2-dr., $235. 

CADILLAC—'57 (62) coupe de Ville, $3,- 
300* (ps), $3,200° (ps). 
"53 (62) coupe de Ville, $1,015° (ps). 
CHEVROLET—’58 Bel Air (8) Hardtop 4- 
dr., $2,265* (ps), $2,250* (ps), $2,020° 
(ps); Hardtop 2-dr., $2,260°, $2,155°. 

'57 Two-ten (8) Beauville, $1,755; Delray 
coupe, $1,500*; Bel Air (8) 4-dr., $1,- 
690* (ps); Two-ten (6) Beauville, $1,- 
630. 


'56 Corvette Hardtop, $2,295; Bel Air 
(8) Hardtop 2-dr., $1,380* (ps); One- 
fifty (8) 4-dr., $795. 

'55 Two-ten (8) Townsman, $1,155, $1,- 
100; Bel Air (8) 4-dr., $835°*. 

‘54 Two-ten 4-dr., $635*°, $445. 

"52 Deluxe 4-dr., $430, 

'51 Deluxe 4-dr., $280. 

CHRYSLER—'56 NY 4-dr., $1,540° 

'52 NY Hardtop 2-dr., $225* 

DeSOTO—'55 Firedome (58) 
(ps). 

*54 Firedome (8) 4-dr., $550°. 

Royal (8) 2-dr., $1,685*; 
Hardtop 2-dr., $1,675*; 2- 


(ps). 


4-dr., $1,195° 


Coronet (58) 

dr., $1,460°. 

= — (8) Hardtop 2-dr., $1,075*° 

"58 Thunderbird Hardtop, $3,400° 

country sedan (8), $2,205*, $1,- 
985*: Fairlane (8) 500 4-dr., $2,000° 
ofa: $1,975° (ps). 
57 Fairlane (8) 500 2-dr., 
Victoria 2-dr., $1,595° 
(8) 300 4-dr., $1,490° 
$1,295. 

'56 Country sedan (8), $1,450, $1,445°. 
$1,235*; Custom (5) ranch wagon, $1,- 
175°, $1,055; 2-dr., $1,080; Fairlane 
(8) Victoria 2-dr., $1,340°; 4-dr., $1,- 
195° (ps), $1,050. 

"55 Fairlane (8) Crown Victoria, $1, 260° 
(ps); Victoria 2-dr., $1,120°; 2-dr., 
$880". 

'53 Custom (8) ranch wagon, $560°, 
$530°; 4-dr., $415; Crest (5) Victoria 
2-dr., $485° (ps); Main (6) 2-dr., $350. 

"51 conv., $125. 

HUDSON—’'54 Hornet (6) Hardtop 2-dr., 


50°. 
ss , $2.- 


| FORD- 
(ps); 


$1,675*° (ps); 
(ps); Custom 
(ps), $1,370°, 


-'57 Premiere Hardtop 2-dr 
640° (ps). 
’54 Capri 4-dr., $925° (ps). 
'53 Capri Hardtop 2-dr., $455° (ps). 
MERCURY—’'55 Monterey Hardtop 2-dr., 
$1,165* (ps), $1,095°. 
"53 a 4-dr., $500°; 2-dr., $345°. 
$205°. 


NASH— Ambassador (6) 4-dr., 
DLDSMOBILE 57 (88) Holiday 4-dr., $1,- 
845° (ps). 
'56 (88) Holiday 2-dr., $1,490* (ps), $1,- 
425°, $1,365°. 
’55 (88) Super Hardtop 2-dr., $1,380° 
(ps); (88) Holiday 2-dr., $1,350°. 
PLYMOUTH—’57 Belvedere (8) Hardtop 2- 
dr.. $1,730*. 
’55 Belvedere (8) Hardtop 2-dr., $920°. 
'53 Cranbrook 2-dr., $410°. 
"50 conv., $210. 


PONTIAC—'57 Star Chief Catalina 2-dr., 


$1,780° (ps). 


’55 Chieftain station wagon, $1,215* 


(ps). 
STUDEBAKER — '57 President (8) 4-dr., 
$1,590. 

’56 President (8) 4-dr., $1,065°. 
WILLYS—'55 station wagon, $1,000. 
MISCELLANEOUS — '54 Chevrolet %-ton 

pickup, $585. 

’53 Henry J 2-dr., $265°. 

’52 Kaiser Virginian, $180°. 

’51 Dodge 1%-ton Van, $275. 

'46 Ford Wrecker, $485. 

LOS ANGELES 

Los Angeles Dealer Auto Auction. Sale 
| every Tuesday. Prices are for sale of 
Nov. 25. 

BUICK—’57 Century Riviera 2-dr., $1,- 
675* (ps). 

'56 Century Estate Wagon, $1,675* (ps); 
Riviera 4-dr., $1,220*; Super conv., 
$1,295* (ps); RM Riviera 2-dr., $1,- 
175* (ps). 

’55 Special Riviera 4-dr., $1,065* (ps), 
$835*; RM 2-dr.. $975* (ps); Super 
Riviera 2-dr., $950* (ps); Century Ri- 
viera 2-dr., $800*. 

’54 RM Riviera 2-dr., $650* (ps); 4-dr., 
$520* (ps). 

‘53 RM Riviera 2-dr., $470* (ps); Spe- 
cial 4-dr., $380; Super Riviera 2-dr., 
$350*; 4-dr., $235. 

*50 Super conv., $160*. 

CADILLAC—'58 (60) Special 4-dr., $5,300* 
(ps); (62) sedan de Ville, $4,650° (ps), 


$4,350* (ps); conv., $4,550* (ps); 
coupe de Ville, $4,350* (ps), $4,035* 
(ps). 

’57 (62) sedan de Ville, $3.750* (ps); 


(Continued on Page 31, Col. 1) 
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(Continued from Page 30) 


coupe de Ville, $3,450* (ps), $3,250* 
(ps); (60) Special 4-dr., $3,690* (ps), 
$3,575* (ps). 

’56 Bl Dorado Seville, $2,980* (ps); (62) 
coupe de Ville, $2,725* (ps); sedan de 


Ville, $2,610* (ps), $2,595* (ps), $2,- 
455* (ps). 
'55 El Dorado conv., $2,280* (ps), $2,- 


235* (ps); (62) coupe de Ville, $2,160* 


(ps); sedan de Ville, $1,515* (ps). 

'54 (62) conv., $1,705* (ps); coupe de 
Ville, $1,600* (ps); (60) Special 4-dr., 
$1,485* (ps). 

53 (62) coupe de Ville, $895* (ps); 
conv., $780* (ps). 

52 (60) Special 4-dr.. $725* (ps); (62) 


sedan de Ville, $615* (ps), $460* (ps); 
coupe de Ville, $575*. 

"51 (62) coupe de Ville, 
sedan de Ville, $440*, 
$425*; (60) Special 4-dr., 

CHEVROLET—’58 Corvette, 
pala (8) coupe, $2,475* 
(ps), $2,400*%, $2,380° (ps); conv., 
2,275* (ps); Brookwood (8), $2,325*, 
$2,305*; Bel Air (8) Hardtop 4-dr., 
$2,130* (ps), $2,120* (ps); Biscayne 
(8) 2-dr., $1,800. 

57 Corvette, $2,525, 
(8) Hardtop 2-dr., $1,900* 
735; Hardtop 4-dr., $1,800* 
675* (ps); conv., $1,675*; 
550* (ps), $1,500*; Bel Air (6) 
top 2-dr., $1,600; Two-ten (8) 
man, $1,790*; 4-dr., $1,700*, 
$1,485*; Hardtop 2-dr., $1,650*; Two- 
ten (6) 2-dr.. $1,360*; 4-dr.. $1,325°; 
Delray coupe, $1,250*; One-fifty (6) 
2-dr., $1,030 

"56 Bel Air (8) 4-dr., $1,450° (ps); 
Hardtop 2-dr.. $1,430*; 2-dr., $1,280*; 
Two-ten (8) Townsman, $1,375*; Hard- 
top 4-dr., $1,310*; 4-dr., $1,195*, $1,- 
075*: Two-ten (6) Townsman, 

’55 Corvette, $1,770*, $1,600°; 
(8) Townsman, $1,200° (ps); Bel Air 
(6) Hardtop 2-dr., $1,180°; Bel Air (8) 
Nomad, $1,075*; conv., $710; 2-dr., 
$670; Two-ten (6) Townsman 
One-fifty (6) Utility sedan, $595 

'54 Two-ten Handyman, $645; 
$510 $485*; One-fifty 2-dr., 
$325*; Handyman, $4S0*. 

‘53 Bel Air Hardtop 2-dr., 
$490°; 2-dr $475; 4-dr., 
ten conv $475; 4-dr.. 
$360; 2-dr., $375*, $355; 
dr., $270 

’52 Styleline Deluxe 4-dr., 
$200°, $185*. 

'51 Styleline Deluxe 4-dr., $150 
‘50 Styleline Deluxe 4-dr., $250°; 
line Deluxe 2-dr., $215; 4-dr., 
"49 Styleline Deluxe 4-dr., $135. 
CHRYSLER "56 NY Town & Country 
$2.085* (ps) 
"53 Windsor 
Windsor (6) 
CONTINENTAL— 57 
dr., $5,400° (ps). 
DeSOTO ‘57 Adventurer conv 
(ps); Firedome Sportsman 2-dr., 
815* (ps); 4-dr., $1,775° (ps). 
‘55 Firedome Sportsman 2-dr., 
(ps); Fireflite 4-dr., $1,000° 
'S2 Firedome (8) 4-dr., $185° 
"50 Custom (6) 4-dr., $100°. 
DODGE—’58 Coronet (8) Lancer -dr., $2,- 

270° (ps) 

'S7T Coronet (8) Lancer 2-dr., $1,650° 
(ps), $1,615*° (ps); 4-dr., $1,485° (ps); 


$440*, 

$390* ; 

$250*. 
$3,150; Im- 
(ps), $2,415* 


$350* ; 
conv., 


$2,275*; Bel 
(ps), 
(ps), 
4-dr., 


Air 
$1,- 


4-dr., 
$575, 
$525; conv., 
$465: Two- 
$410*, $315, 
One-fifty 4- 
$270°, 


$225°, 


Fleet- 
$155. 


Deluxe (6) 2-dr.. $425°*; 
2-dr., $315°. 


Mark II Hardtop 2- 


$2,220° 


$1,- 


$1,055° 
(ps). 
(ps). 


club sedan, $1,475*; Royal (8) Lancer 
2-dr., $1,575*; Coromet (6) 4-dr., $1,- 
275° 

"56 Suburban (8) 2-dr.. $1,110*. 

'55 Coronet (8) 4-dr., $580. 

‘53 Meadowbrook (6) suburban, $350; 


Coronet (8) 4-dr., $300°. 
"52 Coronet (6) 4-dr., $135*. 


Je 
"49 Coronet (6) 4-dr., $135*. 


FORD—’'58 Thunderbird, 2 at $3,650° (ps); 
Fairlane (8) 500 Victoria 2-dr., $2,- 
165* (ps), $2,065° (ps), $2,050° (ps), 
2,000* (ps); Town Victoria, $2,050° 
(ps): Del Rio -(8) ranch wagon, 
970° (ps). 

‘S57 Thunderbird, $2,865*° 
sedan (8), $1.785* (ps), 


(ps); country 
$1,750° (ps); 


Fairlane (8) 500 Victoria 2-dr., $1,750° | 


$1,700*, $1,685*; conv., $1,695*° 
(ps), $1,650° (ps), $1,485° (ps), $1.- 
250; club sedan, $1,590; town sedan, 
$1,525*; ranch wagon (8), $1,555; 
Fairlane (8) Victoria 2-dr., $1,425*; 
Custom (8) 300 2-dr., $1,335°, $1,290°; 
4-dr., $1,300°; Custom (8) 4-dr., $1,- 
090°. 

56 Thunderbird, $2,285° (ps), $2,175*; 
country sedan (8) $1,425° (ps), 2 at 
$1,350° (ps), $1,320*, $1,290°; Custom 
(8) ranch wagon, $1,285° (ps); Fair- 


(ps), 






New. Jersey Unit 
Offers Program 
To Cut Expenses 


TRENTON, N. J.— The New 
Jersey Automotive -Trade Assn. has 
presented the following program to 
help members cut their overhead 
expenses: 


“1. Have purchase orders issued 
for everything bought by your 
dealership. 


“2. The first thing each morning, 
YOU review the carbon copies of 
the previous day’s purchase orders. 

“3. Cancel all orders for things 
you consider unnecessary (and 
you’ll be surprised. how many there 
are in. the first week or two)—and 

“4. Tell the various department 
heads the reason for the cancelled 
orders in their departments.” 

According to the dealer group, 
the plan saves money, gives the 
boss a daily picture of what his 
money is buying, eliminates nearly 
all unnecessary expense and waste 
and makes department heads ex- 
Pense conscious. 
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lane (8) town sedan, $1,075* 
$1,070*; Victoria 2-dr., $1,055*. 

"55 Custom (8) ranch wagon, §$980*, 
$910*; Fairlane (8) town sedan, $875*; 
club sedan, $800*; Custom (6) 4-dr., 
$630; Custom (8) 2-dr., $625. 


(ps), 


"54 Main (8) 2-dr., $385; Main (6) 4- 
dr., $305. 

"6563 Crest (8) Victoria 2-dr., $465*; 
conv., $285*; Custom (8) ranch wagon, 
$435, $390*, $230; country sedan, 
$425*; 4-dr., $315; 2-dr.. $310*; Main 
(8) 4-dr.. $250. 

"52 Crest (8) Victoria 2-dr., $320*; Cus- 
tom (8) 2-dr., $265; 4-dr., $255*; 
Main (6) 2-dr., $185*. 

’51 Deluxe (6), 4-dr., $125. 


*49 Custom (8) 2-dr., $195; station wag- 
on, $195*. 


HUDSON—’53 Hornet (8) 4-dr., $205*. 
IMPERIAL—’ 57 Crown Imperial 4-dr., $3,- 


000* (ps), $2,950* (ps); Southampton 
4-dr., $2,700* (ps). | 
LINCOLN—’57 Premiere Landau, $2,810* 
(ps). 
"56 Premiere coupe, $1,850* (ps), $1,770* 
(ps). 
"53 Capri coupe, $400* ‘ps). 
MERCURY—’57 Commuter, $1,930* (ps); 


Montclair Phaeton coupe, $1,500*; Mon- 
terey Phaeton coupe, $1,700* (ps). 

"56 Monterey station wagon, $1,455* (ps); 
Montclair Hardtop 2-dr., $875* (ps); 
Medalist 2-dr., $850°*. 

"55 Monterey Hardtop 2-dr., $985*, $810*; 


Montclair 4-dr., $970* (ps). 

*54 Monterey station wagon, $910* (ps); 
Hardtop 2-dr., $650*, $635* (ps); 4-dr., 
$580*. 

"53 Monterey 4-dr., $365*; conv., $300*. 

52 Custom 4-dr., $250*, $235*; Monterey 
Hardtop 2-dr., $210*. 

’51 Custom 4-dr., $230*°; club coupe, 
$200*; Monterey conv., $125*. 


NASH—’52 Statesman (6) 4-dr., $185*. 
51 Ambassador (6) 4-dr., $165*. 
OLDSMOBILE—’57 (88) Fiesta, $2,625°*; 
Holiday 2-dr., $2,010* (ps); (88) Super 
Holiday 4-dr., $2,150° (ps), $2,095* 
(ps). 
‘56 (88) Super Holiday 2-dr., $1,650* 
(ps); (98) Holiday 4-dr., $1,525* (ps), 


top 2-dr., $1,400; club sedan, $1,235*; 
Plaza (6) 4-dr., $1,085. 
"55 Plaza (8) suburban, 
(6) suburban, $835; 
vedere (8) 4-dr., 
4-dr., $635*. i 
'53 Cranbrook 4-dr., $415; club coupe, | 
$310*; Cambridge 4-dr., $350, $280°. 
‘47 Special Deluxe club coupe, $150. j 
PONTIAC—’57 Super Chief Catalina 4-dr., | 
$1,860* (ps), $1,780* (ps); Catalina | 
2-dr., $1,850° (ps); Chieftain Catalina 
2-dr., $1,575*. 
‘56 Chieftain 
$1,140°. 
"55 Star Chief Catalina 2-dr., $1,015* 
(ps), $975*; conv., $875* (ps); Chief- | 


$1,490* (ps); (88) Holiday 4-dr., $1,- 
510° (ps); 4-dr., $1,170*. 
"55 (88) Holiday 2-dr., $1,175* (ps). 
*53 (88) Super Holiday 2-dr., $520* (ps); 
(98) Holiday 2-dr., $445*. 
"52 (98) Holiday 2-dr., $220. 
PACKARD — '‘'53 Cavalier (8) Mayfair, 
$250°. 
PLYMOUTH — ’'58 Belvedere (8) Hardtop 
2-dr., $2,030°. 
‘57 Custom (8) Suburban, $1,625*, $1,-| 
580*; Savoy (8) 4-dr., $1,450°*; 235°; | 
| 


Plaza 
Bel- | 
(6) | 


$875*; 
4-dr., 
$830*; 


$425; 
Savoy 


Catalina 2-dr., $1,150°, | 





tain Catalina 2-dr., $930* (ps), $760°; 


4-dr., $650°*. 

’54 Chieftain Deluxe (8) 4-dr., $375*, 
$255*. 

’53 Chieftain Deluxe (8) 4-dr., $285*, 
$205*; 2-dr., $180*; Chieftain (8) 
conv., $265°. 


’52 Chieftain (8) 4-dr., $135*. 
’51 Chieftain Deluxe 4-dr., $120*; 2-dr., 
$105°. 


RAMBLER—’57 Custom (8) Cross Coun- 
try, $1,645. 
STUDEBAKER—’53 Champion (6) 4-dr., 


$250. 
52 Commander (8) conv., $250*; Cham- 
Pion (6) 4-dr., $140*. 


WILLYS—'54 Aero Lark (6) 2-dr., $225°. 
MISCELLANEOUS—’58 Ford 


(6) %-ton 
pickup, $1,375. 

‘57 Dodge (8) Swept Wing, $1,200; Ford 
(8) Ranchero, $1,400; (8) %-ton pick- 
up, $1,220; (6) %-ton pickup, $1,145; 
GMC %-ton pickup, $1,230*. 

"56 Dodge (6) Power Wagon, 
GMC (6) %-ton pickup, $825. 

"55 Chevrolet (8) %-ton pickup, $890*; 
Ford (6) %-ton Stake, $760; GMC (8) 
%-ton Suburban, $880*. 


$1,400; 


"54 Chevrolet %-ton pickup, $900 
"53 Chevrolet %-ton pickup, $690; %- 
ton pickup, $600; Ford (8) ‘%-ton 


pickup, $450; Studebaker \%-ton pick- 
up, $400, $235. 


"52 Chevrolet %-ton Suburban, $390; 
Dodge (6) %-ton pickup, $375; Ford 
(6) %-ton pickup, $365. 


"51 Dodge %-ton pickup, $265; Ford (8) 
1%-ton Stake, $540; Kaiser Corsair 
Deluxe 2-dr., $160. 


NEW YORK CITY 


Skyline Auto Auction, Sale every Tues- 


| day. Prices are for sale of Nov. 25. Market | 
off slightly here this week as consignment | 
was short of good clean merchandise. Could | 


have handied 75 more sharp units with 
ease. Sold 96 cars from 138 consignments. 


BUICK—’57 Special Riviera 2-dr., $1,480*. 
’56 Super Riviera 2-dr., $1,300* (ps). 
‘65 Special Riviera 4-dr., $810° (ps); 
Century conv., $800* (ps); RM conv., 
$800* (ps); 4-dr., $710° (ps); Super 
Riviera 2-dr., $625° (ps). 

’S4 Super 4-dr., $580° (ps), $570° (ps); 
RM Riviera 2-dr.. $550*° (ps). 

53 RM conv., $305* (ps); Special 4-dr., 


$250. 
CADILLAC—'55 El Dorado conv., $1,665*° 
(ps). 
"53 (62) coupe de Ville, $525*° (ps). 


"51 (60) Special 4-dr., $145*. 
CHEVROLET—’57 Bei Air (6) 4-dr., $1,- 
400°: Two-ten (8) 4-dr.. $1,300°, $1,- 

275, $1,250, $1,200, $1,195. 

"56 Two-ten (8) 2-dr., $1,140, $1,150; 
Two-ten (6) 4-dr., $860; 2-dr., $700; 
One-fifty (6) 4-dr., $225*. 

"55 Bel Air (6) 4-dr., $850; Two-ten (8) 
station wagon, $650*; One-fifty (6) 2- 
dr., $550. 

"54 Bel Air 4-dr., $530; Two-ten 4-dr., 
$460*. 

"53 Bel Air 4-dr., $375* (ps). 

"52 Deluxe 2-dr., $210. 

CHRYSLER—'53 Windsor (6) 4-dr., $225° 
(ps). 


DODGE—’56 Coronet (6) 2-dr., $575, $220. 


"53 Coronet (8) Diplomat, §260; 4-dr., 
$215, $110. 

EDSEI—’58 Pacer Hardtop 2-dr., $1,700*° 
(ps). 

FORD—'57 Country sedan (8), $1,395° 
(ps); Custom (8) 300 4-dr., $1,190°; 
Custom (6) 4-dr., $950; 2-dr., $915. 

"56 Main (8) 2-dr., $685, $605; Custom 
(6) 4-dr., $560 
"55 Country Squire (6), $855°; Fairlane 


(8) Victoria 2-dr., $700*. 
"54 Crest (8) Victoria 2-dr., $510*; Cus- 
tom (8) 2-dr., $380, $350. 


(Continued on Page 37, Col. 1) 








“One Burroughs Accounting machine reduced 
our office work over 100 man-hours per month!” 





says R. V. Kunkel, 
Office Manager, 
Stark Hickey, Inc. 
Ford Dealership, 
Detroit, Mich. 


Being among the most success- 
ful Ford dealers can pose some 


mountainous bookkeeping problems, as Detroit’s Stark 
Hickey, Inc., can tell you. Fortunately, however, Office 
Manager Kunkel can also tell you how to lick the 


problem: 


“‘We installed a Burroughs Sensimatic Accounting 
Machine with features specially designed for auto dealer 
accounting. We developed a new accounting system 


See our new film ** The Open 
Road.” No obligation! A new 
insight into Sensimatic sav- 
ings told in dealers’ words. 





around this machine and, as a result, reduced our office 
work by a minimum of 100 man-hours per month. That’s 
quite a help in keeping company efficiency up, and at 
the same time keeping costs down.” 


Burroughs Sensimatics can save you time and money, too. 
For instance, a Sensimatic will master your journals— such 
as your new car’sales journal—in a third of the time it takes 


to do.them by hand. 


In fact, Sensimatics give you smooth, automatic, error- 
free handling—in keeping with approved methods—of 
ail your auto dealer accounting jobs. But most important 
of all, Sensimatics assure a steady supply of current 
business figures, for use the instant you want them! 


For a demonstration or for further information, just call 
our branch office. Or write to Burroughs Corporation, 
Burroughs Division, Detroit 32, Michigan. 

Burroughs and Sensimatic—T M's 


Burroughs Corporation 
“NEW DIMENSIONS | in electronics and data processing systems” 








(Copyright, 1958, by Automotive News) 


1959 MODELS 


BUIOCK—L-eSabre—4-dr. sed., $2,804; 


ar. sed., $2,740; 


2-dr. hardtop, $2,849; conv., 
2-seat stat. wag., 
ged., $3,357; 4-dr. hardtop, 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
Electra — 4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 

Electra 225—4-dr. Riviera sed. | $2 


stat. wag., $3,841. 


top, $3,818. 


(6-window hardtop), 


$4,300; 4-dr. hardtop, 
turbine Dyna- 


$4,300; conv., $4,192. (Twin- 


flow standard on Invicta, Electra and 
Electra 225. Power steering and power 
brakes standard on Electra and Electra | w2é., 


225.) 


CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
Eldorado— Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 300. 
top, $7,401; Biarritz conv., $7,401. Sixty 
Special—4-dr. hardtop, $6,233. Seventy-Five 
—8-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 


dr. hardtop, $5,252. 


standard on all models). 


CanVE ROLET - —- ~ (P rices are for six- 


Family Selling 


Dodge Salesman Helped 


By His Wife, Son 


SAN FERNANDO, Calif. 
whole family sells cars for Ken 


hardtop (6- 


878. 


top, 





Steffe, a salesman for San Fernando | 749. 
Valley Motors, Inc. 


Steffe’s wife has been responsible 
for the sale of eight Dodge cars 


brakes standard on Adventurer.) 


to fellow employes at an aircraft’ toP, 


company where she works as a 


receptionist. 


His son has persuaded a neighbor 
and a school pal’s father to buy 


vehicles from Steffe. 

The salesman himself recently *%** 
won a weekend trip to Las Vegas, | 3;;- 
Nev., in a sales contest. 








conv., 
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Current Prices on U. S. Cars 


cylinder models, 
Biscayne—4-dr. sed., 


2-seat Parkwood, 
Kingswood, 
a97. 


Saratega—4-dr. 
hardtop, $4,104; 
New Yorker—4-dr. sed., $4,424; 4-dr. hard- 
$4,533; 2-dr. 
$4,889.50; 4-dr. 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, 
(TorqueFlite, power steering, power brakes 
standard on Saratoga, 
-E.) 
CONTINENTAL — 4-dr. sed., 
hardtop, $6,845.30; 
conv., $7,056.20; 
$10,230. 


| 4-dr. 
$6,598.30; 
| 208; limousine, 


$2,852; 
Corvette—hardtop cpe. 
(V-8 std.), $3,875. 
CHRYSLER—Windsor—4-dr. 
204; 4-dr, hardtop, 
$3,289; conv., $3,620; 


For 


$2,74 


2-dr, 


2-seat stat. 


$5,318.50; 


DODGE—Coronet Six 
586.50; 2-dr. sed. 


$2,643.50. Coronet 


$2,707; 2-dr. sed., 
$2,841.50; 2-dr. 
$3,089. 


2-dr 
-4-dr. sed., $2,- 4 , 
$2,515.50; 2-dr, hard- | Station Wagons 
V-6—4-dr. sed., | $2,144.50: 
$2.635; 4-dr. hardtop. | #-4F- 
hardtop, $2,764; conv., 


4-dr. 


sed., 


V-8s, add $118.) 
$2,301; 


9; 4-dr. 
2-seat Nomad, 


$3,353; 2-dr. hardtop, 
4-dr. 2-seat stat. 
$3,691; 4-dr. 3-seat stat. wag., $3,-/| top, $2,602; 2-dr. 
$3,966; 4-dr. | $2,839; retractable hardtop (V-8 standard), 





or conv. 





els. 


| 411; 
sed., $2,530; 2-dr. sed., 


571; 4-dr, 2-seat Brookwood, $2,638; 4-dr. | —4-dr., 
3-seat| | seat Villager, $3,054.70. 


FORD—(Prices are for six-cylinder mod- 
Custom 300— 


hardtop, $2,884.50; 2-dr. hard- | 
Station Wagons 
$2,971; 


For V-8s, 


hardtop, $4,026. | $3,346. 


conv., 


New Yorker and 


2-dr, 
town car, $9,- | hardtop, 
(Turb o-Drive, 
power steering, power brakes standard on 
all models.) 


DeSOTO—Firesweep—4-dr. 


$6,845.30; | 4-ar. 


derbird—(V-8 
$3,696; conv., 

IMPERIAL—Custom—4-dr. 
hardtop, $5,016; 


hardtop, | 909.50. 


conv., 
103; 


4-dr. 


$2,634; 


$5,647; 


hardtop, 
power steering, power brakes standard on 


sed., $2,904; | all models.) 


4-dr. 


ard on Montclair, 


g.| $2,247; util. sed., 6 Bel Air—4-dr. | Ranger—4-dr. sed., 
4-dr. - | sedan., $2,440; 2-dr. sed., $2,386. Impala— | $2,629; 4-dr. hardtop, 
Or ome $2120" sae | 4-dr. sed. $2,592; 4-dr. hardtop, $2,664; 
$3,320.  Invieta —4-dr. | 2-t._hardtop, $2,599; conv., $2,849. Sta-| 812; 4-dr. 
¥ $3,515; 2-ar. | ton Wagons—2-dr. 2-seat Brookwood, $2,-| top, $2,819; conv., 


add $118.) 


Ranch Wagon, $2,567; 
hardtop, $4,476; conv.,| Wagon, 
wag., $4,997; | Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 
$5,748.50. | 4-dr. 3-seat Country Squire, $2,958. Thun- 
standard) — 2-dr, hardtop, |r. 2-seat Sport, 
$3,979. 


Crown—4-dr. 
2-dr. 


hardtop, $3,954.50; 
2-seat 


2-dr, 


$3,072. 
2-seat Villager, 


2-dr. 


sed., 
hardtop, $5,403; 


Deduct $83.70 for six-cylincer Rangers; 
2-dr. sed., deduct $96.5¢ for six 





$2,683.50; 


4-dr, sed., $2,273; 2-dr. sed., $2,219; busi- 
sed., $3,-| ness sed., $2,132. Fairlane—4-dr. sed., $2,- 
2-dr. sed., $2,357. Fairlane 500—4-dr. 
4-dr. hard- | $2,761.50. Plymouth 
hardtop, $2,537; conv., | mg models, a V-8 engine is standard and 
a six-cylinder engine 


$2,476; 


Station Wagons — 





2-dr, sed.,| hardtop, $4,086; 


hardtop, $2,690.50. Corsair—4-dr. sed., $2,- | ard on Series 98. 

PLYMOUTH — (On six-cylinder models, | 
add $119.50 for a V-8 engine). 
—4-dr, sed., $2,282.75; 2-dr. 
business cpe. (V-8 not offered), 
Belvedere Six—4-dr. 


4-dr., 3- 


sed., $2,389.25; 
2-dr. hardtop, 


2-dr. 2-seat | Belvedere — conv., 


4-dr, 2-seat Ranch | 8ed., $2,690.50; 


$6,103. 


2-seat Country 


sed., $5,016; 
2-dr, hardtop, $4,- | 2-dr. sed., $2,633; 
$5,647; 4-dr.|2-dr. hardtop, $ 
2-seat stat. wag., $3,101; 
$5,773.50. LeBaron—4-dr. sed., $6,- | W2g., $3,209. Star Chief—4-dr. 
(Torquefiite, | 005; 2-dr. sed., 
138. Bonneville—4-dr. hardtop, $3,333; 
$3,478; 


Sport, $3,130.50. 


hardtop, $3,257; 


Commuter, | $2,881. Custem 


2-seat Commuter, $3,215; | hardtop, $2,822; 


2-seat Voyager, 
Colony Park, $3,932. 
Voyager, 


$3,793; 


4-dr. 2-seat | $3,026: 4-dr. 2 
(Merc-O-Matic stand- $3,116. 
Colony Park. 


2-seat stat. wag., 
| sed., $3,890; 4-dr. 


conv., 


) 


$2,461.25. Station Wagon | 
4-dr. 


$2,934; 


conv., 


stat. wag., $3,532. 


4-dr. 
4-dr 


sed., 


| Six—-2-dr. 2-seat Deluxe, 
2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, 
V-8—(On the follow- 


is 


conv., 
2-seat 


PONTIAC—Catalina—4-dr. 
4-dr. 
2,768; conv., 


4-dr. hardtop, $3,- 


conv., $4,206.| 4-dr. sed., $2,587; 4-dr. 2 
sed... 


$4,366. 


sed., 





$3,669. Series 98—4-ar. | 
hardtop, $4,162; 2-dr. | 
(Hydra- | 








Local Advertising 


Builds Volume, 


Robinson Says 


PHILADELPHIA. — An automo. 
$2,755.50; 2-dr. | Matic, power steering, power brakes stand- | bile dealer cannot hope to achieve 
volume sales without a steady pro- 


$2,142.75. 
$2,439.75; 2-dr. | | here. 
4-dr. hardtop, $2, 524. 75; 


$2,574.25; 


not 


sed., 


available.) 
$2,814.25. Fury — 4-dr. 
4-dr, hardtop, $2,771.25; 
2-dr. hardtop, $2,714.25. Sport Fury- 
hardtop, $2,927.25; 
tion Wagons—2-dr. 
$14.25; 4-dr. 3-seat Custom, 
$3,020.75; 


$3,125.25. 
Custom, 
$2,990.75; 4- 

4-dr, 3- 


2-dr. 


$2,704; 


$2,232; B. Robins 









Harold 
on, Chrysler dealer, said 


Robinson spoke before members 


of the Philadelphia Guild of Adver- 
| tising Men. 


National advertising campaigns 


conducted by auto manufacturers 
help the industry as a whole, Rob- 
|inson said, but have little or no 


Sta-| direct value when it comes to “get- 
$2,-|ting them into the showroom.” 


seat 


hardtop, $2,844; 


-seat 


2-seat 


-seat hardtop 


4-dr. 


stat 


$3,080; 
4-dr. 3-seat stat. 


sed., 


stat. wag., 
$2,732; 
stat. wag., 
wag., 


STU DEBAKER—Lark Deluxe Six 





4-dr. | 


Dealers should, however, tie local 
campaigns to the themes of manu- 
facturer’s campaign, he said. 


Robinson traced the history of 


the firm he founded 28 years ago, 


$3,-| first in used cars, then in the new- 


2-dr. 


ear field. He attributed the begin- 
2-seat: ning of his growth as a volume 


seller to his policy of “no cash 


downpayment.” 


Advertising, he said, put this mes- 
4-dr.| sage across to the public. Robin- 


son uses newspapers, 


radio and 


$2,-| television. On radio and television 


| 4-dr. hardtop, $3,038; 2-dr. hardtop, $2,-| LINCOLN—Lincoln—4-dr. sed., $5,089.60; 
| 967; conv., $3,315; 4-dr. 2-seat stat. wag., | 4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- RAMBLER—Anverican—2-dr. Deluxe sed., 
| $3,366; 4-dr. 3-seat stat. wag., $3,508. | 902.10. Premiere—4-dr. sed., $5,594.20; 4-| $1,835; 2-dr. Super sed., $1,920; 2-dr. 2- 
Firedome—4-dr. sed., $3,234; 4-dr. hard-| dr. hardtop, $5,594.20; 2-dr. hardtop, $5,-| seat Deluxe stat. wag., $2,060; 2-dr. 2-seat 

top, $3,398; 2dr. hardtop, $3,341; conv., | 347.10. (Turbo-Drive, power steering, power | Super stat. wag., $2,145. Deluxe Six 
$3,653. Fireflite—4-dr. sed., $3,763; 4-dr. | brakes standard on all models.) sed., $2,098. Super Six—4-dr. sed., $2,268; 
hardtop, $3,888; 2-dr. hardtop, $3,831; iia i. 4-dr. hardtop, $2,343; 4-dr. 2-seat stat. 

The | 202Y-:, $4,152; 4-dr. 2-seat stat. wag., $4.- MERCURY— Monterey —4-dr. sed.. $2,-| wag., $2,562. Custom Six—4-dr. sed., 
ic ©) 216; ‘4-dr. 3-seat stat. wag., $4,358, Ad- | 831.50; 2-dr. sed., $2,767.50; 4-dr. hardtop, | 353; 4-dr. 2-seat stat. wag., $2,677. Rebel 
venturer—2-dr. hardtop, $4,427; conv., $4,- | $2,917.50; 2-dr. hardtop, $2,853.50; conv., | y-g—Super—4-dr. sed., $2,398; 4-dr. 2-seat 
(Torquefiite standard on Fireflite and | $3,149.50. Montelair—4-dr. sed., $3,308; 4- | stat. wag., $2,692; Custom—4-dr. sed - 
Adventurer. Power steering and power ‘%r. hardtop, $3,437; 2-dr. hardtop, $3,-|513; 4-dr. hardtop, $2,588; 4-dr. 2-seat 
356.50. Park Lane—4-dr. hardtop, $4,031; | stat. wag. $2,807. Ambassador—Super 


he delivers his own commercials, 
and on radio, emcees a guest show. 


“We consider advertising as 


4-dr.|. service department,” 


“When business 
does not drastically curtail its ad 


is slow, 


much a part of our business as the 


he said. 


the firm 


4-dr.| schedule. We keep our name before 


i -¢ « $2,934; -dr. 

hardtop reen.be: '3-an, hasdtep  @2-008. Multi-Drive, Merc-O0-Matic, power steer-| sed, $1,995; 2-dr. sed., $1,925; 2-dr. 2-seat 
Custom’ Royal—4-dr, sed., $3,144.75: 4-dr. | ™%- Power brakes standard on Park Lane.) | stat. wag., $2.295. Lark Regal Six—4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; OLDSMOBILE—Series 88—4-dr. sed., $2,- | sed., $2,175; 2-dr. hardtop, $2,275; 2-dr. 
$3,421.50, Station Wagons—4-dr. 2- | 902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,-| 2-seat stat. wag., $2,455. Lark Regal V-8— 
Sierra, $3.103: 4-dr, 3-seat Sierra, | 036; 2-dr. hardtop, $2,958; conv., $3,286; | 4-dr. sed., $2,310; 2-dr. hardtop, $2,410; 
$3,223.50; 4-dr. 2-seat Custom Sierra, $3,- 4-dr. 2-seat stat. wag., $3,365. Super 88— | 2-dr., 2-seat stat. wag., $2,590. Sliver 
4-dr, 3-seat Custom Sierra, $3,438.50. | 4-dr. sed., $3,178; 4-dr. hardtop, $3,405;| Hawk—-six-cylinder cpe., $2,360; V-S cpe., 


EDSEL— (Prices 


are 


for V-8 models. 


2-dr. 


hardtop, $3,328; 


conv., 


$3,595; 4-dr. | $2,495. 


For views 
read the 


on 


retail 


auto 


the public to get as much a share 
of business as we can. When bus- 
iness is good, we go full blast.” 


distribution, 
Dealer Forum column on Page 3. 
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New Passenger-Car Registrations, 36 States for October, 1958-1957 
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precaution has 


~The information contained in this report has been compiled from official state documents. 


been exercised fo insure accuracy of this report to the extent of the registrations received and 


Every reasonable 








tabulated at the time the ty ag # 2 published, R, L. Polk & Co. cannot assume any liability by reason of 
inaccuracies or omissions.""—R, L. 


Co. 


There has been an interruption in the report for Oregon. Year-to-date figures do not include Oregon figures for July, August and September. When Pr become available, revised totals will be issued by R. L. Polk & Co. 
The 1957 figures for Nash and Hudson are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 
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Solve Your Christmas Gift Problem . . . Right Now! 


Give AUTOMOTIVE NEWS To Your Friends In The Industry 
$14.00 .... Two Years 
$8.00 .....One Year 


This letter will be sent in your name: 
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Please send your gift subscription list to us ¢ 
with the following information for each person } 
you wish to receive AUTOMOTIVE NEWS: 4 
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Cataphote Demonstrates— 


Executives of Cataphote Corp., Toledo 
are shown demonstrating the new thermo- 
pliastic, reflectorized striping for Federal 
Government and Washington officials. From 
left ore E. H. Toman, Cataphote represent- 
ative; Joseph Parion, Department of High- 
ways and Traffic, Washington; Lt.-Gen. 
Eugene Reybold, former chief of engi- 
neers, U. S. Army; W. L. Lowry, Cataphote 
representotive; and unidentified workman; 
F. D. Reali, from the chief of engineers 
office, U. S. Army, and Isadore Nimeroff, 
Bureau of Standards. 


Hubcaps Made 
Of Fiberglass 


DENVER. — Colorado Fiberglass 
Co. has announced it has perfected 
a method of making fiberglass hub- 
caps for any make of auto in a 
dozen colors. 





J. Ellis Chaney, president, said) 


the new firm is turning out 100 
of the one-piece hubcaps a day 


and plans 24-hour-a-day production. | gasoline. 
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How Nation's Salesmen Meet .. . 





Practical Problems of Selling 


HE successful salesman who 
related this phase of success- 
ful selling wishes to remain un- 
identified and at the same time 
pass on a valuable tip. Here is 

his story: 
We hear a lot about qualifying 
buyers and prospects but very 
little about quali- 


Sales fying the car in 
Case which they drive 
. up, or misqualify 
Histories it, says this sales- 


man. 
Until I learned that I should not 
consider that the owner of a car 
not worth the down payment is 
unable to provide the cash differ- 
ence, I lost some sales. 
I found myself mentally dis- 


qualifying the owner of the ’50 | 





Fuel Tax Hiked 
|By 14 States 
In Last 3 Years 


CHICAGO.—Fourteen states have 
raised taxes on gasoline or diesel 
oil in the last three years, a Federa- 
tion of Tax Administrators survey 
shows. Two states increased taxes 
only on gasoline used by heavy 
trucks. Only Montana and Pennsyl- 
vania lowered gasoline taxes. 

The average State income from a 
gallon of gasoline rose with these 
increases from 5.76 cents to 5.94. 
Twenty states have a_ six-cent 
gallon tax; 10 each tax five and 
seven cents. 

Nine states tax diesel oil more 
per gallon than gasoline, and one 
of them also taxes liquefied petro- 
|leum gas at a higher rate. One 
state does not tax motor fuels other 
|than gasoline, instead setting 
higher license fees on trucks using 
special fuels. 

Several states with the same tax 
per gallon on diesel oil as on gaso- 
line add a higher registration fee 
for vehicles using fuels other than 


| 








Boynton 


Detroit Times 
Financial Writer 


model which would not make the 
down payment on a ’57 or a ’58 
with the thought that he prob- 
ably even owes $200 on his old 
car. 

But business was slack and 
when a man and his wife came 
in to look at new ’58s on the 
floor and I discovered they were 
driving a ’50 of the same make, 
I decided that dropping the deal 
before full exploration was a 
form of laziness. 

So I kept up the conversation, 
asking about the service they had 
obtained from their car and 
whether they had bought it new. 

I then mentioned some advant- 
ages of getting a new car instead 
of a used car and also the ad- 
vantages that could accrue from 
keeping a car longer than most 
people, as they had done. 

* * * 


i MENTIONED casually that 

most people traded their cars 
within two or three years because 
they could use the old car for 
the full downpayment and not 
have to pay extra cash. They had 
rather do this and have a new 
car and let some one else have a 
good used car, since obviously 
the car was far from worn out. 

The prospect replied that he 
realized that by holding their 
old car so long it would not 


Texas U.C. Group 
Installs Fralen 


FORT WORTH.—The Texas In- 
dependent Automobile Dealers Assn. 
met here Sunday (Dec. 7) to install 
Joe Fralen, Lubbock, as president 
for the coming year. 

The local chapter of the associa- 
tion is sponsoring a Christmas 
Charity Ball to raise funds to buy 
Christmas presents for needy chil- 
dren. 

The affair is the final 1958 event 
of the chapter’s continuing program 


of institutional public relations. 


James Boynton, Detroit Times financial writer for 10 
years, excels in applying to complex business affairs the 
interpretive ability of a reporter in every field of news- 
This he augments with his talents as a 
graduate attorney. For a clear and concise look at the 
important business picture, read James Boynton's "Business 
Today," Sunday through Friday exclusively in The Bright 
Difference Detroit Times. 
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Hearst Advertising Service Inc. 





make a required one-third down 
payment and that he expected 
to make up the difference in 
cash. 

When we got down to making 
the deal, I discovered he had $800 


in the bank to add to his old car’s 


value in the trade. 
If I hadn’t got wise to the fact 





that I was being lazy when I 
didn’t explore all the facts with 
enthusiasm, I would have lost 
this deal as I had lost many 
others. Not being warmly re- 
ceived, the prospect would have 
gone elsewhere. 

And when you don’t have en- 
thusiasm for the deal, don’t ever 
think you can keep it secret from 
the customer. He can sense the 
lack of interest no matter how 
well you try to cover it up. And 
he in turn loses some of his en- 
thusiasm for dealing with you. 








How They're Pushing Sales 





Dealer Ad Ideas 


‘Volvo Bows on TV Show 


HAKER LEE MOTORS, Cleve- 
land, staged a one-hour “spec- 
tacular” to introduce the 1959 Volvo 


| to Northeast Ohio. 


The program, “Holiday in Swe- 
den,” gave viewers their first look 
at the new combination sports and 
Also featured were 
members of Cleveland’s Nobel 
| Lodge, Swedish Vasa Society of 
| America, in a display of folk danc- 


family car. 


| ing, drilling, singing and music. 
> + * 


A Letter from Santa 


ANZEL CHEVROLET CO., 

Rupert, Id., boosted show- 
room traffic by offering parents 
a chance to send an original, 
autographed letter from Santa 
Claus to their children. 

The dealership invited parents 
to visit the showroom, select one 
of four letters from Santa and to 
address an envelope to their chil- 
dren. 

The firm then sent the letters 
to Santa Claus, Ind. Arrange- 
ments had been made for the 
letters to be mailed from the 
town with the famous Santa 
Claus postmark. 

Hanzel made no charge for the 
Santa Claus letters. A spokesman 
said the promotion brought “hun- 
dreds of parents into the show- 


room.” 


Ads List TV Programs 
ae MOTOR SERVICE 
(Pontiac-Cadillac), Ely, Nev., 
builds good will and extra show- 
room traffic with a public-service 


> 


| program. 
A weekly advertisement by the| 


firm in the local newspaper offers 
a complete listing of the three tele- 
vision channels that service the 
area. 

“We keep the ad as an institu- 
tional project,” a spokesman said. 
“We do not do any direct plugging 
for car sales, but we've found that 
many people appreciate the ad, and 


they keep the ads clipped out for} 


the entire week on their TV sets. 
“This way the ad receives seven- 
day exposure, and it is an impor- 
tant factor in maintaining and 
building our good will in the com- 

munity.” 
> 


* « 


Ad Boosts Service 

ARRIS MOTORS, LTD., Ham- 

ilton, Ont., promoted its sales 
and service business with an insti- 
tutional newspaper ad which called 
attention to recent expansion moves 
by the company. The ad was cap- 
tioned: “Perhaps You've Noticed.” 

Said the copy: “A few short 
weeks ago, Harris Motors extended 
its business to cover three locations 
—the third in the heart of the 
downtown area. 

“Since then, your patronage has 
been most gratifying, and the in- 
crease in business in our service 
and sales departments is a measure 
of your vote of confidence. 

“We do not resort to bargains 
and other confusing and sometimes 
misleading forms of advertising. No 
one gets anything for nothing these 
days. A car sold or serviced by 
Harris is your assurance of a good 
investment. In these days of con- 
| stant hurrying, isn’t it comforting 
to know that someone really cares 
| about the car you drive?” 
| 7 * * 


|Profile on Salesmen 

ROAD MOTORS (Ford), Phila- 
| delphia, boosted its salesmen in 
a series of newspaper ads. Each ad 
the id a particular salesman. 


The idea of the series of ads was 


| to personalize the distributorship 





and give it a human quality, the 
firm said. 
>= 


« 2 


Election-Day Special 
EYNOLDS FORD, Syracuse, 
N. Y., staged a 36-Hour Elec- 

tion Day Sale, featuring a large in- 

ventory of ‘59 models. The dealer- 
ship called attention to the current 
high prices of used cars in sug- 
gesting that now is a good time to 


trade. 
> 


Radio Salute to Dealers 


I ETROIT Radio Station WXYZ 
paid tribute to the city’s 450 
auto dealers and their staffs in a 
series of salutes “aimed at creating 
an awareness of the many and 
varied social and professional 
| groups .. and to generate good 
| will toward them on the part of 
| the public.” 

In the salute to dealers, the sta- 
tion said: 

| “Detroit's auto dealers play an 
important part in making this the 
| automobile capital of the world. Let 
your car dealer know how much 
you appreciate the excellent service 
jhe has given you—and your car— 
through the years.” 


| * * 
i 


Dealer Plugs Area Products 


RODUCTS of Youngstown area 

industries, as well as cars, are 
on display at Plymouth City, 
Youngstown, O. 

Al Wagner, president of Al Wag- 
ner Motor Sales and Plymouth City, 
invited area manufacturers to dis- 
play their products in the large- 
windowed Plymouth City building. 
Exhibits will be on display a month 
at a time. Exhibit space is free to 
the manufacturers, Wagner said. 

Calling the program noncommer- 
cial, Wagner said the displays will 
attempt to tell a story of the pro- 
duction processes of the manufac- 
turer. 

The displays are flanked by new 
Plymouth and DeSoto cars. 


* > 


Bonus for U. C. Buyers 


LLING & MILES, INC., Roches- 
+ ter, N. Y., promoted used-car 
business by offering a group of 
bonus items with each purchase of 
a car priced over $295. 

With each sale, the firm included 
a 12-pound turkey, a new battery, 
a free New York State inspection, 
antifreeze and lifetime lubrication. 
The firm also assured customers 
that each car would be equipped 
with five “good” tires. 











30-Year Veteran— 


| Dunmire Motor Co., Gladstone, Ore., 
| was given special recognition as a charter 
| DeSoto dealer ot a dinner in Portiand. 
Pav! Herpolsheimer jr.. center, DeSoto 
| dealer relations director, presented Dallas 
| Dunmire, left, dealership president, with 
a 30-year plaque while Raymond Il. 
Dunmire, right, dealership founder, looks 
on. 








A STRONGER TIRE 
A SOFTER RIDE! 


Now—for many new 1959 cars—comes the advanced 
U.S. Royal Safety 8, reflecting improvements in construc- 
tion and performance that make it even better than ever 
before. Of special interest is TY REX —a completely new 
kind of tire cord—that gives the U. S. Royal Safety 8 
greater strength and safety. With this increased strength 
comes greater flexibility ...a softer ride... more com- 
fort for passengers. 


TYRExX is another example of the added protection Be sure to look for and ask for the advanced 
and performance built into the tires engineered with U. S. ROYAL SAFETY 8 on the new 1959 cars 


safety as the first consideration. you sell! 


US. Royal & Tires 


US United States Rubber 


Rockefeller Center, New York 20, N. Y. In Canada: Dominion Rubber Co., Ltd. 
See things you never saw before. Visit U.S. Rubber’s New Exhibit Hall, Rockefeller Center, New York 











In the Letterbox 





(Continued from Page 16) 


to find enough ’56s, ’57s and ’58s 
in the above-mentioned cheaper 
series. By working hard and lo- 


cating those “off breeds,” I have | 


managed to sell better than $750,- 
000 worth of used cars this year, 
and for some reason, have been 
able to show a somewhat better 
than —.1 profit, which dealers 
show nationwide. 

Other brethren of mine in the 
automobile business also turned to 
the used-car business more and 
more and have helped me sell my 
little book, “Used Cars .. . A Gold 
Mine,” in quite a quantity. 


Really, I am greatly indebted to) 


the Big Three. Keep up the good 
work, boys, please.—Eric Cassirer, 
Oxnard Automobile Exchange, Inc., 
Oxnard, Calif. 

o * * 


A Good Word for Autos 


I seldom indulge in writing letters 
to the editor, but my heart bleeds 
g0 much for the poor souls who con- 
tinually send you their complaints 
about Detroit's big cars and shoddy 
workmanship that I can contain 
myself no longer. 

Sure, there are certain Detroit 
products that are bigger than I 
prefer to drive—but nobody is twist- 
ing my arm to make me buy them. 
Somebody must like them that way, 
or there wouldn’t be any sold at 
all. And there are small, economy 
cars that I like—but there are 
others that I wouldn’t have on a 
Christmas tree! 

Personally, I own a 1956 Chrysler 
Windsor and a 1955 100-inch Ram- 
bler. Both are fine cars in their 
own right and both serve the pur- 
pose for which I bought them ad- 
mirably. 

To be honest, I prefer to drive 
the smaller car most of the time 
because it eliminates much of the 
traffic frustrations that go along 
with a big car—but I couldn't 
drag the wife away from that 


ower-steering, automatic- 
Eeieaoniecton Chaguiar with o teem 
of horses! 


Both cars have given me excellent | chinery—and I must admit that I| 
service, both operate reasonably— also like to feel the 


17% highway m.p.g. on the Chrys- 
ler, 26% on the Rambler—and the 
quality of workmanship on both is 
above reproach. 

Contrary to what some of your 
readers apparently believe, shoddy 
workmanship and oversize “mon- 
sters” cannot be shoved down the 
throat of any purchaser—all he has 
to do to stop it is to refuse to buy. 
It is truly remarkable to observe 
the effect on the dealer when the 
purchaser refuses to accept delivery 
on a car which is half put together! 

I know, because I have done it— 
and I will do it again if the neces- 
sity should arise. The purchaser has 
every right to expect satisfactory 
performance from the new car that 
he has shelled out on the average 
of $3,000 to $4,000 for and the con- 
acientious dealer will make every 
attempt to see that he gets it. 


All of which brings us to another 
point—the reason for the slump in 
auto sales. In my opinion, this 
slump did not represent dissatisfac- 
tion with big cars, little cars or 
shoddy workmanship. It was trig- 
gered partly by higher prices, but 
mostly by the extreme overselling 
practiced by most dealers in 1955 
and 1956. 

The plain facts are that during 


bought during those years simply 
didn’t have equities with which to 
| trade for the 1958 models. 

The average buyer is more con- 
|cerned with the amount of the 
|monthly payment than he is with 
|the price of the car, but he has to 
|show an equity somewhere. A lot 
of owners of 1956 automobiles would 
be glad to trade for a new car, 
but even the wildest packing fre- 
| quently fails to dream up enough 
equity to trade. 

If my theory is correct—and I 
think it is—1959 should be a good 
year because many of the 1955 
and 1956 buyers will be back in 
the market. 

It irritates me no end to read 
biased views like those expressed 
in Mr. Selden’s letter which you 
published today (Aug. 18 issue). 
When he stated that power brakes 
and power steering have contrib- 
uted to highway accidents, he ob- 
viously was discussing a subject 
about which he knows nothing. 

I, too, thought at one time that 
I would not like power steering for 
the same reason that Mr. Selden 
presented—lack of road feel. Then 
I bought one—and I assure you that 
I would not be without it on a big 
car. Power steering, properly setup, 
does have road feel after you be- 
come accustomed to it. 

Personally, I favor Chrysler’s full- 
time power because I like the quick 
ratio; in fact, the fine steering was 
one of the main reasons that I 





made the purchase in the first) 


place. 

As for power brakes (I have 
them, too), I don’t think they 
are absolutely necessary on a 


| small car, but they are certainly 


helpful on a heavy car and I 


| might add contribute greatly to 








| 


| the comfort and ease of handling. 


I do agree to some degree with 
those who have complained about 
the horsepower race, but not to the 
extent of many. I have owned many 
automobiles and take pride in the 
possession of a fine piece of ma- 


power under 
the accelerator. 

But I seldom use over 60 percent 
of the capabilities of my 225 h.p. 
Chrysler. I would prefer to see less 
emphasis on displacement and a 
little more on economy, but not to 
the extent of sacrificing all per- 
formance, in the passing ranges 
particularly. 

It is my feeling that most of 
the horsepower boasts come from 
the advertising desks, anyway, 
and I sincerely doubt that many 
production engines even approach 
the claims made for them. Be that 
as it may, the manufacturers may 
strive to make their products 
foolproof, but I doubt that they 


7 More Dealers 


Added by Rootes 


NEW YORK.—John T. Panks, 
managing director of Rootes Mo- 
tors, Inc., has announced the ap- 
pointment of seven more dealers. 
They are: 

Taylor Imported Motors, 1314 S. 
Dixie Highway, West Palm Beach, 
Fla.; Scott Motors, St. Lucie Ave., 
Vero Beach, Fla.; Queensboro Auto 
Sales Corp., 150-40 Hillside Ave., 
Jamaica, N. Y. 

Haslacker Motor Co., 55 E. Bal- 
timore St., Hagerstown, Md.; H. M. 
Pallin, 101 Park St., Chelsea, Mass.; 
Jackson Motor Co., 33 Chapel St., 
Meenham, Mass., and Karl Crook 


these years dealers were selling| Motor Co., Washington St., Arling- 
terms instead of cars. People who| ton, Mass. 





Send for Free 
Sample Folder Today 


UTLEY BROTHERS, INC. 


17631 FILER 





NEW DESIGNS foc /759 


DESIGNED FOR IMPRESSIVE SELLING! 
BUSINESS CARDS 
IN FULL COLOR 


CARDS SHOWING ‘59 MODELS 
AVAILABLE FOR FOLLOWING DEALERS: 


@ FoRD ©@ CHEVROLET 
@ PONTIAC © OLDSMOBILE 
@ BUICK 





Equally impressive line of cards available for 
Dodge, DeSoto, Chrysler, Edsel and Rambler 
deolers 


DETROIT 12, MICHIGAN 
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will ever succeed in making them 
damned-fool proof! 

The above rather lengthy views 
are those of one not associated with 
the automotive field, but of a mem- 
ber of the banking fraternity who 
enjoys go . sutomobiles and tinker- 
ing with their innards—Hven R. 
|, 3525 Riverside Ave., Muncie, 
nd. 


> > * 


Oldtimer Raps New Cars 


I am an ex-automobile dealer, 
giving the business back to the 
wolves back in 1934. I am making 
my livelihood from Mother Earth. 
Producing certified farm seeds 
(certified oats, soy beans and hybrid 
corn) but still very much interested 
in automobiles. I formerly sold at 
retail Packard and Buick automo- 
biles after graduating from Bradley 
University in Peoria, Ill, in 1927. 

For five years (until the factory 
quit making cars; no, they did not 
go broke) I was the Franklin auto 
dealer in the Peoria area, which 
comprised nine adjoining counties. 
Had the Franklin people seen the 
handwriting on the wall and come 
out with a small, medium-priced 
air-cooled car, they would be in 
business today, enjoying a great era 
of prosperity. A number of the 
small foreign, and perhaps the 
small American cars yet unborn, 
have air-cooled motors for their 
source of power. 

In my opinion the factories today 
are just plain “nuts.” They are 
building cars that just do not have 
what the public wants. They are| 
hard to get into and hard to get 
out of. And when you are in them 
they are not comfortable. Further- 
more, they are like being in a hot- 
house. Being surrounded by large 
areas of glass, they are bound to 
be hot. And I don't mean maybe. 

Furthermore, it seems to me that 
| all the companies copy each other. | 
Today there is no such thing as a 
distinctive-looking car, one that 
stands out from all the rest of 
|them. For example, Cadillac could 











| be called a distinctive-looking car 
up to last year. But today it looks) 
;more like a 1958 Imperial than it} 
|}does a 1959 Cadillac. | 
| It appears to me that after shop | 
| closes, all the designers from all! 
the factories get together in the 
woodshed and compare notes. And 
the factories think they have the} 
| greatest designers in the world 
| working on their new models. Bet- 
ter call back some of the old boys 
with their feet on the ground. 

For myself the 1959 model cars 
are for the birds. A few weeks 
ago I was due for a new car—own- 
ing a 1956 Cadillac. What did I 
buy? A 1958 Cadillac? I own a 1957 
Chevrolet V-8 Bel Air business car. 
What am I going to buy? A low- 
mileage used or new, if available, 
1957 Chevrolet Bel Air with power 
brakes and steering. I can park it 
any place and get top mileage from 
regular gasoline and cruise all day 
at 70 miles per hour. 

I am an AvTomortive News fan but 
not a 1959 new-car buyer. There is 
only one car that I would even con- 
sider from the new-car angle if I 
were buying today. And that’s 
Buick, with its clean-cut lines. But 
I don’t like their low seats, exces- 
sive glass and low head room. 

When better Buicks are built, 
Buick will build them. I drove them 
for 13 years—W. J. Worner, Wor- 
ner Polled Hereford Farms, Mason 
City, Til. 


New York Pushes 
Enforcement of 


Time-Sales Law 


BUFFALO.—The New York State 
Banking Department disclosed here 
it has started a campaign to halt 
violations of the retail installment 
sales laws in upstate areas. 

The drive is the result of legisla- 
tion passed Jan. 1, 1957, which es- 
tablished an agency to act on com- 
plaints from consumers relating to 
installment sales. 

Dr. Persia Campbell, of Gov. 
Averell Harriman’s executive staff, 
said about 225 complaints and 
enquiries have been received since 
the law was passed. About 25 per- 
cent of the upstate complaints, she 
said, came from the Buffalo area. 
Most of these involved auto pur- 
chases. 

The Banking Department works 
closely with Better Business Bur- 
eaus when complaints are received. 
However, the Department has legal 
powers not held by the BBB. 












Factory Lowdown at Connecticut Parley— 


Representatives of four avio manvufactu 


rers gave views on current factory-dealer 


problems during a panel discussion at the Connecticut Automotive Trades Assn.'s 


convention in Hartford. 


Representatives included, from left, Robert C. Somerville, 


Chrysler Corp.; Patrick J. Crowley, General Motors; Duane D. Freese, Ford Motor Co., 


and Roy Abernethy, American Motors. Hi 


ghlight of the convention came when the 


panel answered the many questions handed in by the dealers. Questions covered 


such items as protected territories, qual 
relocation of deolers. 


Financial 


Rockwell-Standard Corp. re- | 
ported sales for the nine months) 
ended Sept. 30 amounted to $144,-| 


| 206,262 million, down nearly 30 per-| 


cent from the $205,440,346 million | 
recorded in the corresponding 1957 | 


| period. 


Earnings were $5,178,085 for the) 
1958 period, less than half the $11,- 
197,624 reported in the first three) 
quarters of last year. 

Earnings in the third quarter 
amounted to $1,446,967 on sales of 
$45,947,472, compared with earnings | 
of $2,612,459 on sales of $59,850,137 
in the year-ago quarter. 

Col. W. F. Rockwell, chairman, 
predicted a good fourth quarter. 
Developments that add to manage- | 
ment’s optimism, he said, are the) 
swivel seat used in several 1959) 
models, a new service brake for 
commercial vehicles and a new sus-| 
pension for passenger cars. 

© > ” 
Willys Argentine Affiliate 
Reports $4.3 Million Profit | 

Industrias Kaiser Argentina, a 
Willys affiliate, announced its net) 
profit after taxes for the fiscal year 
ended June 30 was approximately 
$4.3 million. 

Organized in 1955, IKA has built 
more than 32,000 units, including 
Jeep pickups, trucks, station wag- 
ons and Kaiser Carabela passenger | 
cars. In 1959, IKA expects to build) 
at the annual rate of 36,000 units, 
including 7,500 passenger cars. 

> > > 
American Airlines Reports 


Boost in 9-Month Earnings 


American Airlines, Inc., has re- 
ported net earnings of $10,389,000, 
exclusive of profit on the disposal 
of property, for the nine months 
ended Sept. 30. 

There was a net profit of $2,- 
436,000 from the disposal of prop- 
erty, the firm said. Total net 
earnings amounted to $13,325,000, 
compared with $10,148,000 for the 
first nine months of 1957, when 
there was a profit of $1,264,000 
net after tax) from the disposal 
of property, AA reported. 

> = > 





Associated Earnings Improve 


Shipments and earnings of As- 
sociated Spring Corp., Bristol, 
Conn., for September increased sub- 
stantially, according to Carlyle F. 
Barnes, corporation president. Net 
earnings for the nine-month period 
in 1958 were $43,018, compared with 
$1,680,800 for the 1957 period. 

a = * 


Twin Coach Reports Profit 


After Two Years in Red 


Twin Coach Co. reported a profit 
of $1,293,000 for operations in the 
first nine months on sales of $31,- 
013,000. 

Twin Coach did not issue a nine- 
month report in 1957. However, the 
12-month loss for 1957 was $3,071,794 
on sales of $29,909,401. No Federal 


ity dealer programs, maldistribution and 


Front 





taxes were applicable on the 1958 
earnings because of losses in 1956 
and 1957. Remaining tax-loss carry- 
forward exceeds $2.7 million. 

> > > 


Allied Van Lines 
Allied Van Lines, nine-month re- 
port, ’58 vs. 57: Gross revenues, 
$32,892,600 and $30,762,840; total 


| shipments, 103,872 and 97,069. 


Sherwin-Williams Profits 


Are Highest in History 

Sherwin-Williams Co., Cleveland, 
announced consolidated net earn- 
ings of $15,208,745 for the fiscal year 
ended Aug. 31. The earnings were 
the highest in company history and 
were $110,336 above those of the 
previous year. 

The company said net sales 
amounted to $254,423,725, down 13 
percent from the total for fiscal 
1957. 


°59 Sales Hike Eyed 


Controls Co. of America; Schiller 
Park, Ill, expects its 1958 sales to 
Be about $31 million, and the com- 
pany has set a sales goal of $37 mil- 
lion to $40 million for 1959, accord- 
ing to Louis Putze, president. The 


| firm’s 1957 sales were $27.1 million. 


* 


Federal-Mogul-Bower 


Federal-Mogul-B ow er Bearings, 
Inc., Detroit, nine-month report, 
1958 vs. 1957: Net earnings, $5,787,- 
000 and $7,209,000; net sales, $70,- 
896,000 and $83,675,000. 





Made of Stainless Steel— 


A new market for stainless steel has 
been opened with the manufacture of 
what is believed to be the first all-stainless 
steel ice cream truck body, above, for the 
dairy industry. About 3,000 pounds of 
the corrosion-resistant metal were used in 
the truck made by Schnabel Co., Pitts- 
burgh. The stainless steel was supplied 
by Allegheny Ludium Steel Corp., Pitts- 
burgh. The interior of the truck is 133 
inches long by 78 inches wide by 66% 
inches high. Capacity is about 1,500 gal- 
lons of ice cream. 
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Used-Car Auction Prices 





(Continued from Page 31) 


53 Custom (8) $550*; 
2-dr., $220. 
*52 Custom (8) 4-dr., $115*. 


MERCURY — ’'56 Custom Hardtop 2-dr., 


country sedan, 





$940*; station wagon, $710*; Montclair 
4-dr., $1,010*, $710* (ps); Monterey 
4-dr., $910*. 
55 Custom station wagon, $760*. 
‘53 Monterey 4-dr., $250*, 
NASH—’55 Ambassador 4-dr., $715*. 
’53 Ambassador (6) 4-dr., £250*. 
OLDSMOBILE "56 (98) Holiday 4-dr., 
$1,310 (ps). | 
°53 (88) Holiday 2-dr., $200*. | 
PACKARD—’55 Clipper 4-dr., $605* (ps); | 
Hardtop 2-dr., $500* (ps). 
PLYMOUTH—’57 Belvedere (8) Hardtop 


2-dr., $1,245*; Savoy (8) 4-dr., $1,195*. 


'55 Belvedere (6) Hardtop 2-dr., $745*; 
4-dr., $660*. 
'54 Savoy (6) 4-dr., $385*. 
‘53 Cambridge station wagon, $355; 2- 
dr., $245; Cranbrook 4-dr., $110. 
’51 Cranbrook 2-dr., $160. 
PONTIAC—’56 Chieftain (8) 4-dr., $950*. 
‘55 Chieftain (8) 4-dr., $535*. 
"54 Chieftain (8) Catalina 2-dr,, $525*; | 
Chieftain (6) 4-dr., $285*. 
"53 Chieftain (6) 4-dr., $240*. 
"52 Chieftain (6) station wagon, $155*. 
"51 Chieftain (6) 4-dr., $130*. 


PORTLAND, ORE. 


Portiand Auto Auction, Inc, Sale every | 
Tuesday. Prices are for sale of Nov. 25. | 
BUICK—'55 Super Riviera 2-dr., $1,125* 

(ps). 
"54 Super 4-dr., 
"53 Special 4-dr., 


$600° 
$350. 


. 
Chevrolet Official 
Calls Auto Outlook 
. . a) | 

‘Very Optimistic 

BUFFALO.—The outlook for the} 
auto industry is very optimistic be-| 
cause of a general upturn in the} 
nation’s economy, according to Ed-| 
ward H. Kelley, 
Chevrolet general 
manufacturing 
manager. He ad- 
dressed a meeting 
of the Buffalo-| 
Niagara Sales Ex-| 
ecutives Club in 
the Statler-Hilton 
Hotel. 

Kelley said 
Chevrolet's cur- 
rent plans call for 

KE. H. Kelley assembly of 7,000 
cars per day. He praised his divi- 
sion’s six-cylinder engine and said 
it will remain in production a long 
time. Sixes accounted for about 35 
percent of Chevrolet sales in 1958, 
he said. | 


(ps). 








The auto official stressed the im-| 
portance of teamwork between the 
manufacturing and sales depart-| 
ments of modern industrial organ- 
izations. 

Tracing the history of attitudes 
of businessmen, he said that 50| 
years ago the feeling was: “The| 
sales department will sell whatever 
the plant produces.” Today, he ob- 
served, that attitude has been| 
changed to “it is our job in bus-| 
iness to produce what the market} 
needs.” 





Planning an Auto Show— 


'52 Special 2-dr., $160. 

CADILLAC—’53 (62) conpe de Ville, $1,- 
045* (ps); sedan de Ville, $685*; (60) 
Special 4-dr., $840* (ps). 

CHEVROLET—’58 Impala (8) Hardtop 2- 
dr., $2,400* (ps), $2,300*; conv., $2,- 
300* (ps); Bel Air (8) Hardtop 4-dr., 
$2,175* (ps), $2,065*. 

’57 Bel Air (8) Hardtop 4-dr., $1,800°; 
Two-ten (8) 4-dr., $1,430*; One-fifty 
(6) 4-dr., $1,160; 2-dr., $1,115. 

’56 Two-ten (6) station wagon, 

55 Bel Air (6) station wagon, 
Bel Air (8) 4-dr., $1,110*; 2-dr., 
065*; Two-ten (8) 2-dr., $825°. 

54 Bel Air 2-dr., $695. 

’53 Two-ten 4-dr., $500*, $480; Bel Air 


$1,300. 
$1,190; 
$1,- 


2-dr., $445. ae 

’52 Styleline Hardtop 2-dr., $485, $470°*; 
4-dr., $285°*. 

CHRYSLER—’53 Windsor Deluxe (8) 4- 


dr., $450* (ps). 
DeSOTO—’54 Firedome (8) 4-dr., $450°. 

’53 Power Master (6) 4-dr., $380* (ps). 

DPODGE—’58 Sierra (8), $2,530* (ps). 

’53 Meadowbrook (6) station wagon, 
$470*; Coronet (8) 4-dr., $330°*. 

’52 Coronet 2-dr., $255*; Meadowbrook 
4-dr., $205*. 

’50 Coronet 4-dr., $160*. 

EDSEL—’5S8 Pacer (8) 4-dr., $2,020° (ps); 
Ranger Villager, $2,000*° (ps). 

FORD—’58 Country Squire (8), $2,225* 
(ps), $2,155* (ps); Fairlane (8) 500 
4-dr., $1,900* (ps); Custom (8) 300 
4-dr., $1,785°*. 

'57 Country Squire (8), $1,805*, $1,780*, 
$1,775*: Fairlane (8) 500 Victoria 4- 
dr., $1,750* (ps); 2-dr., $1,635*° (ps); 
4-dr., §1,520*; Country sedan (8), $1,- 
620: Fairlane (8) Victoria 2-dr., $1,- 
605* (ps). $1.355* (ps); ranch wagon 
(8). $1,495 

'h6 Thunderbird, $2.390*; country squire 
(8), $1,465*, $1,270*° (ps); Custom (8) 
Victoria 2-dr., $1,275*; 2-dr., $945; 
Fairlane (8) Victoria 2-dr., $1,200°, 
$1.175* (ps); 4-dr., $1,170, $1,035. 

'55 Country Squire (8), $1.170*; Fairlane 
(8) Victoria 2-dr., $1,075* (ps); 2-dr., 
$1,005*. $875*: 4-dr., $845°; Custom 
(8) 2-dr., $850*; 4-dr., $750. 

'54 Custom (8) station wagon, $580°. 

‘53 Crest (8) Victoria 2-dr., $530*, $350°; 
Custom (8) 4-dr.. $425°. 

'52 Custom (8) 2-dr., $270*, $175, $150. 

‘51 Crest (8) Victoria 2-dr., $290*, $250° 


MERCURY—'56 Montclair conv., $1.350°. 
‘55 Montclair Hardtop 2-dr., $1,025*. 
'53 Montclair 2-dr., $485; 4-dr., $450°. 

NASH—'SS Statesman (6) Hardtop 2-dr., 

$1.010* (ps) 

OLDSMORILE-—'56 (S88) Super Holiday 2- 

dr $1.650* (ps) 
£1.370° (ps), $1.345° 

"5S (88) 2-dr.. $1,035° 

‘54 (98) Holiday 2-dr $1,105° (ps). 
$995°* (ps): 4-dr., $1,020° (ps); (88) 
2-dr.. $725* 

PACKARD — ‘53 Cavalier (S) Caribbean, 

$450° 

PLYMOUTH—' 57 Savoy (8) Hardtop 4-dr., 

$1,330". 
56 Savoy (S) 2-dr.. $1,025*; Belvedere 
(8) 4-dr., $975*. 
55 Belvedere (8) conv., $835*° (ps). 
"54 Belvedere 4-dr., $495. 
PONTIAC—'55 Chieftain (8) 4-dr., $975". 


"54 Chieftaain (8) station wagon, $770*. 
’53 Chieftain (6) 4-dr., $250. 


RAMBLER—'57 Custom (8) station wagon, 
$1,440". 

54 Super (6) station wagon, $580. 
| STUDEBAKER—'54 Champion (6) 2-dr., 
$600: Commander (8) 4-dr.. $360°. 

"49 Champion (6) 2-dr.. $100*. 


MISCELLANEOUS — '56 Chevrolet 
pickup, $850. 
'55 Ford %-ton pickup, $770. 
54 Chevrolet %-ton pickup, 
%-ton pickup, $570. 
"51 Ford %-ton pickup, $505. 
*48 Ford %-ton pickup, $425. 
"46 Chevrolet 1%-ton truck, 


DETROIT 


Auction, Sale every Wed- 


% -ton 


$595; Ford 


$275. 


Aptco Auto 


nesday. Prices are for sale of Nov. 26. 
BUICK—'57 Special 2-dr., $1,750°, $1,650° 
(ps). 


"55 Century 2-dr., $860°; Special 4-dr., 





Edward C. Wehe, right, general chairman of the 1959 annual auto show sponsored 
by the Milwaukee County Automobile Dealers Assn., checks show plans with members 
of show's executive committee. From left are John D. Madden, Al Shallock and L. E. 


Siegel. 


The committee announced that giveaway cars will not be featured to beef 


up the attendance of the show, scheduled for next Feb. 7-14. Wehe said the contest 
was dropped because the daily drawings for prize cars during the last three shows 
created intolerable traffic conditions throughout the downtown Milwaukee area. 


| 


| 


(88) Holiday 2-dr.,| but prices seem to have 


| 


| 
| 


50*. 

CADILLAC—’57 (62) coupe de Ville, $3,- 
310* (ps). 

CHEVROLET—’58 Impala (8) conv., $2,- 
235* (ps); 2-dr., $2,175* (ps); Bel 
Air (8) 2-dr., $1,890* (ps); 4-dr., $1,- 
R85*. 


°57 Bel Air (8) 2-dr., $1,610*; One-fifty 
(6) 2-dr., $1,030. 
’55 Two-ten (6) 2-dr., $500. 
CHRYSLER—’54 Windsor (6) club coupe, 
$465*. 
DeSOTO—’57 Firedome (8) 4-dr., $1,700* 
(ps); 2-dr., $1,670* (ps). 
DODGE—’58 Custom Royal (8) 2-dr., $2,- 


400* (ps). 
*57 Custom Royal (8) 2-dr., $1,690* (ps); 
Royal (8) Lancer 2-dr., $1,510*. 


’56 Royal (8) Hardtop, $1,100*; Coronet 
(8) 4-dr., $925°*. 
’55 Royal (8) Lancer, $800*. 
EDSEL—’58 Corsair 4-dr., $2,090* (ps); 2- 
dr., $1,975* (ps); Pacer 4-dr., $1,950* 


(ps). 

FORD—’5S8 Fairlane (8) 500 conv., $2,080* 
(ps); 4-dr., $1,800*; Custom (8) 300 
2-dr., $1,470. 


’57 Country sedan (8), $1,635* (ps), $1,- 
600*; Fairlane (8) 500 2-dr., $1,465*; 
4-dr., $1,380*; Custom (8) 2-dr., $935°*. 

’56 Country sedan (6), $1,180*; Fairlane 


(8) Victoria 2-dr., $1,110*, $1,040*; 
ranch wagon (6), $900*; Main (6) 2- 
dr., $640*. 


’55 Custom (8) 4-dr., $750*; Custom (6) 
2-dr., $540*; ranch wagon (6), $740*; 
Main (6) 4-dr., $540. 

’54 Country sedan (6), $620*, $605; Cus- 
tom (8) 2-dr., $460; Custom (6) club 
coupe, $340. 

’53 Custom (8) 2-dr., $340. 

MERCURY—’57 Communter, $1,875* (ps); 
Montclair 4-dr., $1,650*. 

’56 Monterey 2-dr., $1,000*. 

’55 Custom 2-dr., $660°*. 

*54 Monterey 2-dr., $525*. 
OLDSMOBILE—’58 (88) Super 2-dr., 
680* (ps). 
"57 (98) 4-dr., 

$1,825* (ps); 


$2,- 


$2,075* (ps); (S88) 2-dr., 
Holiday 2-dr., $1,660°*. 
'5S (88) 4-dr.. $960°; (88) 2-dr., $800°*. 
PLYMOUTH — '57 Suburban (8), $1,775°; | 
Fury (8), $1,675*; Belvedere (8) 4-/ 
dr., $1.350° (ps); Savoy (8) Hardtop, 
$1,205*; Savoy (6) 2-dr., $950. 
‘56 Belvedere (8) 2-dr., $1,020*°; 
(6) 2-dr., $700. 
‘55 Belvedere (8) 
(8) 4-dr., $535°*. 
"54 Belvedere 2-dr., $485°*. 
PONTIAC — ’'58 Star Chief 4-dr., $2,445° 
(ps); Chieftain conv., $2,090° | 

’56 Chieftain 2-dr., $795, $790*. 
’54 Chieftain Deluxe (6) 4-dr., $375°*. 
"53 Chieftain (6) conv., $185*. | 
RAMBLER—’57 Custom (8) Cross country, | 
$1,650°. | 
"55 Deluxe (6) 2-dr., $265. 


BUFFALO 


Thruway Auto Auction, Sale every Tues- 
day. Prices are for sale of Nov. 25. 

Cleanest crop of cars in a long time, 
levelled off from 
their previous high. Sold 56 cars out of 
108 offerings. | 
BUICK—'59 La Sabre 4-dr., $2,775°. 

‘ST Super Riviera, $1,800° (ps); Special 
Riviera, §1,725* (ps); Special 4-dr., | 
$1,560°. | 

"55 Century Riviera, $850*° (ps). 

"54 Special 2-dr., $425*, $405°; RM 2-dr., 
$425*; Super 4-dr., $290° (ps). | 

"53 RM 4-dr., $360° (ps). 

CADILLAC—'55 (62) coupe de Ville, $1,-/ 
390° (ps). 

"54 (62) 4-dr., $1,400° (ps). 

"48 (62) conv., $280*. | 

CHEVROLET—'58 Impala conv., $1,970°| 


Savoy 


4-dr.. $760°; Plaza) 





(ps). | 
‘55 Two-ten station wagon, $870°; 4-dr., 
$775*. | 
"54 Bel Air 2-dr., $535, $375*°. 
"53 Bel Air conv., $275; Two-ten 4-dr.,/ 
$275 


‘52 Suburban station wagon, $105. 


CHRYSLER—'54 Windsor 4-dr., $450*. 

FORD—'57 Skyliner conv.. $1,920* (ps); 
Custom (8) 2-dr., $1,200*; Custom (6) 
2-dr., $985. 


’56 Fairlane (8) Hardtop, $830*; Custom 
(6) 4-dr., $650. 
‘55 Fairlane (8) conv., 
(8) 2-dr.. 2 at $650, 
"53 Custom 4-dr., $410; 
$240 
MERCURY 
"55 Monterey Hardtop $760*, 
"53 Custom 2-dr., $340°. 


$750*; Custom 
$525, $515*. 
2-dr., $290, 


"57 Monterey Hardtop, $1,.450°*. 
$740°. 





OLDSMOBILE—'56 (88) Super 4-dr., $1,-| 
150* 
"54 (88) Hardtop, $725* (ps); (98) 4- 
dr., $715° (ps) 
PACKARD—'55 Clipper 4-dr., $270* (ps). 
PLYMOUTH —'58 Suburban Sport 4-dr., 
$1,895 
"56 Belvedere (8) 4-dr., $750°; Savoy! 
(8) 2-dr.. $670 
"53 Savoy station wagon, $400. 
PONTIAC—'57 Chieftain (8) 4-dr., $1,310*, 
"54 Chieftain (8) 2-dr.. $310*, $290°. 


*53 Chieftain 2-dr., $175*. 
RAMBLER—’'56 station wagon, $1,100°. 
STUDEBAKER—'54 2-dr., $550*. 
WILLYS—'58 Jeep, $1,705. 
MISCELLANEOUS —'55 Ford %-ton 


pickup, $490. 
ALBANY 
Tim Anspach Dealer’s Auto Auction. 


Sale every Monday. Prices are for sale of 
Nov. 24. The car market fluttered here 
today and just missed being a hair higher 
than last week's quotations. News of 
Chrysler strike bolstered the market trend, 
buyers from far and near attended, Car 
quality was exceptional, seems all the 
bums have been sold or junked. 

BUICK—’58 Special Riviera 2-dr., $2,314* 





(ps), $2,125*. 

"57 Century 4-dr., $1,775*; Special. 2- 
dr., $1,500*. 

’56 Special Estate Wagon, $1,275* (ps); 
2-dr., $1,120*%; Super Riviera 2-dr., 
$1,070* (ps). 

’55 Special 4-dr., $855*; Riviera 2-dr., 
$820* (ps); Century Riviera 2-dr., 


$810; Super Riviera 2-dr., $700* (ps). 
’54 Super 2-dr., $650*. 
’53 Special 4-dr., $215. 
CADILLAC—’58 (62) coupe de Ville, $4,- 
250* (ps). 
(62) conv., $3,475* (ps). 
(62) coupe de Ville, $2,150* (ps). 
(62) sedan de Ville, $1,815*; conv., 
$1,475* (ps). 
CHEVROLET—’'58 Impala (8) coupe, $2,- 
200*; Bel Air (8) Hardtop 4-dr., $2,- 


040*. 

57 Bel Air (8) 2-dr., $1,590*; 4-dr., 
$1,510*, $1,500* (ps); Two-ten (6) 
Deiray, $1,420*; station wagon, §$1,- 
250. 

"56 Bel Air (8) 4-dr., $1,175*; conv., 
$960*; Bel Air (6) conv., $1,100*; Two- 
ten (8) 2-dr., $1,000*. 

’'55 Two-ten (6) 2-dr., $785; Two-ten 





Congressman to Revive 


Bill on Exhaust Fumes 


WASHINGTON. —Rep. Paul 
Schenck, Ohio Republican, plans 
to reintroduce his vehicle exhaust- 
control bill in the next Congress. 
He made the announcement after 
the National Conference on Air 
Pollution here. 

Last year, Schenck proposed a 
bill that would leave it up to the 
U. S. surgeon general to deter- 
mine the safe limits for health in 
the unburned hydrocarbon gases 
from motor exhaust pipes. The 
House held a one-day hearing on 
the bill but took no action. 





(8) 
$610. 
'54 Two-ten station wagon, $600*; One- 
fifty 2-dr., $480. 
53 Two-ten 2-dr., $470*; 4-dr., $311; 
Bel Air 2-dr., $310, $165; 4-dr., $285°. 
"51 Styleline station wagon, $100, 
CHRYSLER—’54 Windsor Deluxe (6) sta- 
tion wagon, $225*. 
"53 NY (8) 2-dr., $285* (ps); 
(6) 4-dr., $170* (ps). 
52 Windsor (6) 2-dr., $180* 
DeSOTO—’55 Fireflite 2-dr., 


DODGE—’57 Coronet (8) Hardtop 4-dr., 
$1,610* (ps); 4-dr., $1,180. 
’55 Coronet (8) 2-dr., $960°*. 
’54 Coronet (6) 4-dr., $390*; 
brook (6) 4-dr., $305. 
EDSEL—’58 Ranger 2-dr., $1,775*. 
FORD—’58 Country Squire (8), $2,250* 
(ps); country sedan (8), $2,050* (ps); 
Fairlane (8) 500 4-dr., $1,940°; Custom 
(6) 300 2-dr., $1,764*. 
$1,700*, $1,590° 


"57 Country sedan (8), 
(ps), $1,580*; Fairlane (8) 500 4-dr., 
$1,575* (ps), $1,280*; ranch wagon 
(8), $1,480*; Fairlane (8) Victoria 2- 
dr., $1,460*, $1,375*; ranch wagon 
(6), $1,400°; ranch wagon (8), $1,280°. 

"56 Country sedan (8), $1,160°; Fairlane | 
(8) Victoria 2-dr., $1,100*; ranch| 


2-dr., $680; One-fifty (6) 2-dr., 


Windsor 


(ps). 
$950° (ps). 


Meadow- 





wagon (8) 2-dr., 
2-dr., $900*, $795. 

’55 Country Squire (8), $1,000*; Fairlane 
(8) Victoria 2-dr., $900*; country sedan 
(8), $800*; ranch wagon (6), $700*; 
Main (6) 4-dr., $560°. 

’54 Crest (8) 2-dr., $550°; Custom (8) 
4-dr., $470; ranch wagon, $400; Main 
(8) 2-dr., $400. 

'53 Main (8) 2-dr., $360. 

LINCOLN—’56 Capri coupe, $1,850* (ps). 


MERCURY—’'57 Monterey 2-dr., $1,675*, 
$1,535*; Montclair 2-dr., $1,600* (ps). 
"54 Monterey 4-dr., $710*; 2-dr., $320; 
Custom 4-dr., $535*; Montclair 4-dr., 
$510° (ps). 
’53 Monterey station wagon, $500* (ps); 
2-dr., $350. 
NASH—’55 Statesman (6) 4-dr. 
53 Statesman (6) 4-dr., $250*, 
OLDSMOBILE—’ 57 (88) Super Fiesta, $1,- 
900° (ps); 2-dr., $1,810* (ps); (88) 
Holiday 2-dr., $1,775*. 
"56 (88) Holiday 4-dr., $1,470* (ps); 2- 


$910*; Custom (8) 


$470°. 


dr., $1,220*; 4-dr., $1,180*. 

55 (88) Super 4-dr., $810*. 

54 (88) 2-dr.. $700* (ps); (88) Super 
4-dr., $690° (ps); (98) 4-dr., $650° 


(ps). 
"52 (98) Holiday 2-dr., $250° (ps). 
PACKARD—’'55 (400) 2-dr., $775* (ps). 


"54 Clipper Super 2-dr., $310°; Clipper 
4-dr., $295*. 
"52 Deluxe Caribbean, $170°*. 
PLYMOUTH—’58 Plaza (6) 4-dr., $1,630°. 


57 Savoy (8) 2-dr., $1,110°; Plaza (6) 

2-dr., $1,060. 

"56 Belvedere (8) 2-dr., $1,050°; Custom 

(6) station wagon, $960*, $910*; Savoy 
(8) Hardtop 2-dr., $910*; 4-dr., $850°; 
Savoy (6) 4-dr., $400°. 

"54 Savoy 2-dr., $400; Plaza 4-dr., $380. 

"53 Cambridge 4-dr., §210; Plaza 4-dr., 

$180. 

‘51 Concord station wagon, $180. 
PONTIAC—’'56 Star Chief Catalina 2-dr., 

$1,010*. 

"53 Chieftain (6) 4-dr., $235. 
RAMBLER—’57 Custom (8) 4-dr., $1,325. 
STUDEBAKER — '54 Champion (6) 4-dr., 

$300°. 
WILLYS—’' 57 Jeep, $1,125. 

"49 Jeep, $650. 

MISCELLANEOUS — ‘58 Chevrolet %-ton 
pickup, $1,250. 

Dodge tractor & cab, $1,200. 

Ford %-ton pickup, $500. 

Ford “%-ton pickup, $250. 

Dodge 1,500 gal. tanker, $140. 











NEW! A REALLY GOOD LUGGAGE CARRIER 
AT A REALISTIC DEALER PRICE 


Many Types Of 
Carriers To 
Fit All Makes 


Send for details 


Model A3 shown fits VW, 


Renault, Fiat, Ford, etc. 


List $34.95 
— $20.97 


Cost 


LCAMELL Co. 2 281s 


Little Ferry, N. J. HUbbard 9-9651 


All aluminum, weighs 6 
ibs. Positive clamp action. 


First Name in Carriers 
and Wood Grain Decals 


Distributor inquiries Are invited 








Quantity 


PRODUGTION 
a} 


GREY 


ONE OF TH 


EtO}y 


GASTINGS 


E NATION'S 


LARGEST AND MOST MODI 
PRODUCTION FOUNDRIES 


aaat 


THE WHELAND COMPANY 


FOUNDRY 


MAIN OFF ANTI 


CHATTANOOG 





DIVISION 


ve. 


2, TENNESSEE 













Design for Selling 


Toi itl ee led lil, 





include ocean freight, U. 






















portation fees, state and 
optional equipment, 


s00; 1 me Spider, $3,686; 


introductory Trial $3,784; Veloce Cpe., 


CT-N tae le Ma tr 


form 


PLM hia 


Spec 
aT EE Te) 


rei e ele] oe 


A 
supply of forms 


245; Deluxe, $4,995. 


$7,550; conv., $8,190. 


18.65 


Ah 
ae 


Ley 
A-40 2-dr. sed., 


sed., $1,856; A-55 deluxe 4 
199. (Heater standard on d 





SAVINGS 
For Limited Time 
+e 


One 
p 


Only 


MoE Leas 
























$1,795. 100-Six — conv., 
conv., 


$3,389. 
luxe. ) 


AUTO UNION — ‘‘1000” 
$2,395; sport coupe 

BENTLEY—Series S — 
Saloon, $13,695. 
power steering, 
Other models are custom-b 
considerably in price. 

BERKELEY —328-c.c. 
der), 
$1,745. 


ry it. You 


Automotive Enterprises 
11¢ 


0 North Woodword Avenue 


Bate beds 









495; stat. wag., 

CITROEN — 2CV 
(centrifugal clutch) 
| sed. (air suspension), 
sed. (air suspension, power 
steering. automatic clutch), 


— 4-dr. 
$1,298; 


495. 
FACEL-VEGA — 2-dr. 
Excellence 4-dr. 





windows, 


HYDRAULIC 
JACK REPAIR KITS & JACK OIL 


$12,000; 2-dr. 





of equij ent. standard on ali models.) 


| sed., $2,215; conv., 





$2,945. Zediance—4-dr_ sed., 
== =| $2,865; 4-dr. stat. wag 
| 800-—Estate Bus, $2,433. 


Sars; 1958, by Automotive News) 
ROMEO—Giulietta— Spider, 


AUSTIN—A-35 deluxe 2-dr. sed., 
$1,795; A-40 deluxe 2-dr. 


AUSTIN-HEALEY — Sprite — 
$3,087; 
(Heater standard on De-; 


(2-seater), 


roadster 
$1,595, 492-c.c. roadster (3-cylinder), 


$2,833 ; 


S, excise tax 


and import duty. They do not include 
“emergency freight’ charges, U. 8S. trans- 
local taxes or 


$3,- 
Sprint 


, 982. 
ARNOLT-BRISTOL— (Prices are F.O.B. 
Chicago)—-Competition, $3,995; Bolide, $4,- 


ASTON-MARTIN—DB24 Mark III cpe., 


$1,557; 


-dr, sed., $2,- 
eluxe models.) 
roadster, 

Deluxe 


- deluxe coupe, 
$3,849. 


Standard Steel 
(Automatic 
power brakes standard.) 


transmission, 


wilt and vary 


$2,685; Touring Sport, 
$2,845: Touring Sport Coupe, $3,750. 


sunroof sed. 


ID-19—4-<dr. | 


DS-19—4-dr 
brakes, power 
$3,333. 


DATSUN—4-dr. sed., $1,799. 

DKW—4-dr. sed., $2.395: 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
(Heater standard on all models.) 
hardtop, 
hardtop, $12,800. 


$9,750; 
(Aute- 


FERRARI—‘ ‘250 Grantarismo’’-——Coupe, 
Berlinetta (light car), 
Calf 


$2,574; 4-dr. stat. wag., 


$2,387; conv., 


$3,149. Thames 


GOGGOMOBIL—400 sed., $1,160; Florida 


| 460; Coupe de Ville, 
ard on all models.) 
GOLAATH — 1100 Sertes - 


Sewice 
BUILD Y BUSINESS 


| Sunroof deluxe, $1,280; Step-in Van, $1.- 
(Heater stand- 


Port-of-Entry Prices 
On Imported Cars 


The following tmported-car prices are 
Port of Entry figures at New York, They 


Cpe., 
$4,194. 1900 Sertes— 
Super Sprint Cpe., $5,883. 2000 Series— 
4-dr. sed., $4,994; Spider roadster conv., 


(2-cylin- | 


BMW — Model 502/3.2 — $6,198; Model 
503/8, $9,292. 
BMW ISETTA 300 — — $1,048; 
cabriolet, $1,098. BMW (lIsetta) 600—5-| 
Here’s ALL YOU NEED to a $1,398; —— sed., $1,487. 
( ® standard on all els.) 
REPAIR yourH DRAULIC JACK! | " BORGWARD—Isabelia—2-dr. sed., $2,- 


Save Money—try a Jack-Pack/ | $00; Conv. 914.008. “200 , 
No more big jack repair bills. | ¥IAT—500 Series—2-dr. sunroof, $1,098; | 
7 d | Bianchina, $1,298. 600 Series—2-dr. sed., 
No more high freight charges. | $1,398; 2-dr. sunroof, $1,460; 4-dr. stat. 
. ., $1,658 -A _ 
No more long tie-ups 743 4 a cat. was. $2.128, ss00 ‘Boston: 


Custom 2-dr. | 


sed., $1.949; Custom conv., $2,126; Custom 
WITH STEMAC INDIVIDUALIZED 2-dr. stat. wag.. $2,095; Empress Deluxe 
2-dr. sed., $2,275; Tiger Sport Coupe, $2.- 

DEALER NAME PLATES | 568. (Heater standard on all models.) 
identified yy HILIMAN—4-dr. Special sed., $1,699; 
senusen better wry |4-dr, Deluxe sed., $1,849; conv., $2,099; 
ee, * wullds | 2-dr. stat. wag. (Husky), $1,639; 4-dr. 

———. sales votw |} stat. wag. (Minx), $2,299. 

Tyeiest “sample, complete | JAGUAR—Mark IX—4-dr. sed, (auto-| 
Gotaile om request. matic transmission, power steering and disk 


| brakes), $5.935. 3.4 Litre 
drive and disk brakes), 
*| matic transmission and disk 
matic transmission), $4,725; 
conv. (automatic 


660; roadster (automatic 
$4,745; ‘“‘S’’ roadster 

LANCIA — Appia 4-dr. 
conv (Vignale), $4,490; 
| $4,598 Auretia—-conv 
cpe $5.830. Flaminia—4-dr 

LLOYD—600 Series—2-dr. 
2-dr. sunroof sed., $1,445; 


MOTOR ee 
MASTER 


DEFIANCE OHIO 


4-passenger sunroof stat. 

2-dr. 6-passenger stat. wag., 
6-passenger sunroof stat. 

2-dr. 6-passenger stat. wag. 
base), $1,770; 2-dr. 
(long wheelbase), 
MAICO—1700 2-dr. 







as 
+H 


240. 180-D—4-dr. sed. (diese 
517. 190—4-dr. sed., $3,431. 
sed. (diesel engine), $3,708. 
ster, $5,020; cpe., $5,232; 
(with interchangeable hard * 
$5,416. 219—4-dr. sed., 
dr. sed., $4,283; cpe., $7,641; 
300-d—4-dr. hardtop, $10,4 
roadster, $10,928; conv., 

roadster (with 
soft tops), $11,375. 
all models. Power brakes 
models except 180, 









WESTERN 
SNOWPLOWS 





at 


hardtop.) 
METROPOLITAN — 2-dr. 
626.10; conv., $1,650.10. 
MG—MGA—conv. 
conv, (wire wheels), 
wheels), $2,695; coupe 
785. MGA-DOHC—conv., 
640. Magnette—4-dr. sed., 
standard on Magnette.) 
MORETTI—-750 Coupe, 
| Panoramica Sedan, $2,495; 
passenger station wagon, 


(wire 
$3,3. 







Ready to Install on Your aes 
Fos FACTORY 


WESTERN | sNOwPLOW Div. Dept. 12-8AN 


| Spider conv., $4,348. 
| MORGAN—‘‘Plus Four” 


| $1,678; 2-dr. sed., $1,495; 
2-dr., stat. wag., $1,798. 
| $1,718; 2-dr. sed., $1,599; 
2-dr. stat. wag., $1,825. 


sed., $1,487. NSU 
$1,458; sunroof sed., 


$4,542.50; 
| 642.50. XK-150—cpe., $4,475; 


transmission), 
roadster, $4,495; roadster (overdrive), 


(overdrive), 


cpe 
(Farina). 


wag.. 


wag., 


sed., 
MERCEDES-BENZ—130—4- 


$3,823. 


interchangeable hard 
(Heater standard on 


180-D, 190 
Automatic transmission standard on 300-d 


(disk wheels), 


$2,546; 


$2,740. 


MORRIS—‘‘1000’'—Standard-—4-dr. 


Sedan— (over- 
(auto- 
brakes). #4.- 
cpe. (auto- 
conv., $4,595; 
$4,845; 
#.- 
transmission). 
$5,095. 
sed... 


$5,530 
$5. 998 
$1,395; 
$1,510; 


sed., 
sed., 
conv., 


$1,665; 
$1,730; 
(long wheel- | 


6-passenger sunroof | 


$1,850. 
$1,845. 
dr. sed., $3,- 
1 engine), $3.- 
190-D—4-dr. 
190-SL— road- 
cpe.-roadster 
nd soft tops), 
220 S—4- 
conv., $7,641. 
18. 300-SL— 
$11,106; cpe.- 
and 


andard on all 
and 190-D. 


hardtop, $1,- 


$2,462; 
coupe (disk 
wheels), $2,- 
20; cuope, $3,- 
(Heater 


$2,495; Super 
four or five- 


seven-passenger station wagon, $2,664; 1200 


$2,580; six or 
cpe., $2,855. 

sed., 

eonv., $1,574; 


Deluxe—-4-dr. sed., 


conv., $1,636; 


NSU PRINZ—2-dr. sed., $1,398; sunroof 
Prinz 36—2-dr. 
$1,547. 


sed., 
(All are 5- 


$2,892; | 
(Farina), | 


2-dr. 4-passenger stat. wag., $1,445; 2-dr./ 
$1,500; | 
2-dr. | 


passenger models. 
models. ) 

OPEL — Rekord—2-dr. sed. 
Caravan—2-dr. stat. wag., $2, 400, 
standard on both models.) 
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Heater standard on all 


$1,987.50; 
(Heater 


PANHARD—Dyna Deluxe 4-dr. sed., $1,- 


995; Dyna Deluxe Super 4-dr. sed., 


PEUGEOT 
$2,175. 


— 403 — 4-dr. 


$2,065. 


sunroof sed.. 


PORSCHE — Speedster — 70 horsepower, 


$3,215; 88 horsepower, 
horsepower (Carrera), 
oes $3,665; 88 horsepower, 
115-125 horsepower (Carrera), 


$3,615; 


115-125 


$5,215. Coupe—70 


$4,115: 
$5,665. 


Hardtop—70 horsepower, $3,830; 88 horse- 


power, $4,280; 
$5,830. Convertible—70 horsepower, 
88 horsepower, $4,365; 
(Carrera), $5,915, 

| RENAULT —4CV 4-dr. sed., 
| Dauphine 4-dr. sed., $1,645. 


Letter from Santa 





115 horsepower (Carrera), 


$3,915; 


115 horsepower 


$1,345; 


(Heater stand- 





_ Features 30th Birthday 


MISHAWAKA, In d.— Misha- 
waka & South Bend Gates Chev- 
rolet celebrated the dealership’s 
30th anniversary with a three-day | 
promotional event. Free cake and 
coffee were served to visitors. 


Another free offer was the 
sending of a Santa Claus letter 
officially postmarked Santa Claus, 
Ind., to the child of any person 


coming to see the new models. 








overdrive) ; 
(automatic transmission and overdrive). 
(Heater standard on all models.) 


ROLLS-ROYCE—Slilver Cloud—Standard 
Steel Saloon, $13,995. (Automatic trans- 
mission, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price, 

SAAB—‘‘93B’’—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019; 2-dr. sunroof sed. 
| matic clutch), $2,119, Granturisme 750— | 
2-dr. sed., $2,568. (Heater standard on all 
models. ) 


SIMCA—Aronde—Deluxe 4-dr. sed., 
698; Super deluxe 4-dr, -ed., 
Chatelaine 2-dr, stat, wag., $1,963; Plein 
Ciel 2-dr. hardtop, $2,947; Oceane conv., 
$3,167. Ariane (4-cylinder)—4-dr. sed., $2,- 
102. Ariane V-8—4-dr, sed., $2,264. 
| Vedette V-8—Beaulieu 4-dr. sed., $2,501. 
| SKODA—S-440 deluxe sed., $1,686; 
445 deluxe sed., $1,787; S8-450 
conv., $2,395; vss Italia conv., $2,985; 
VSS Italia hardtop, $3,085. (Heater stand- 
ard on all models.) 

SUNBEAM— Rapier—2-dr. $2,- 
| 499; conv., $2,649. 

i TAUNUS — Standard — 4-dr. sed., $2,- 
Com bi- 
sed., $2,- 


120.50; 2-dr. sed., $2,028.50; 
2-dr. sed., $2,174.50; Combi-wagon, 


$1,- 





hardtop, 


wagon, $2,237. Deluxe — 4-dr. 
266.50; 


ard on both models. ) [e 
Pw 7 | TEMPO — Matador — 12-passenger stat. 
eames 1.5 4-dr. sed., $2,316. (Heater wag., $2,575; 9-pass. stat, wag., $2,495; 
ROVER—00 4-dr. sed., $3,206; 1058 4.|¢ Pass. stat. wag., $2,425. (Heater stand- 
. ** * ; Pe i.) 
dr, sed., $3,625 (overdrive); 105R 4-dr.| SA. 
sed., $3,765 (automatic transmission and | | de oe 


(Los Angeles port-of-entry price.) 
TRIUMPH—4-dr. sed., $1,699; 4-dr, stat. 
wag., $1,899. TR-3 (sports cars)—softtop, 
$2,675; hardtop, $2,835. 
VAUXHALL — Victor — 4-dr. sed., $1,- 
987.50; 4-dr. 2-seat stat. wag., $2,400. 
(Heater standard on both models.) 
VOLKSWAGEN—2-dr. sed., $1,545; 2- 
|dr. sunroof, $1,625; conv., $2,045; Kombi 
(8-pass.), $2,020; stat. wag.. $2,120; de- 
| a stat. wag., $2,576; deluxe camper. 
$2,737. Ghia—cpe., $2,445; conv., 
$2,725. ‘(Heater standard on all models.) 
VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on beth 
models.) | 
WARTBURG—Standard 4-dr. sed. $1,- 
688; standard 4-dr., sunroof sed., $1,778; 
deluxe 4-dr. sed. $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr. stat. wag., $1,898; 
| 4-dr, deluxe stat. wag., $2,085; conv., $2,- 
| 099; coupe, $2,199; sports roadster, $2, 799. 
(Heater standard on all models.) 


105R deluxe 4-dr, sed., $3,865 


(auto- 


$1,798; | 


é. | 
sports 





‘Danger Signals 
For Automatic 
Transmissions 


DETROIT.—Seven danger signals 
which dealers and service man- 
| agers are urged to call to the atten. 
|tion of mechanics servicing auto- 


matic transmissions are listed in 
On-the-Car Adjustments for Auto- 
matic Transmissions, a new Paul 
Marsh Publication. 


The publication said the danger 
signals, indicating serious defects 
| calling for a major overhauling, are: 

1. Foul-smelling oil. It indicates 
bands and clutches have been slip- 
ping to a point where they must be 
replaced. 

2. Fluid leakage at front and/or 
rear of transmission. Leakage at the 
front usually indicates fluid cou- 
pling leakage, front-pump gasket 
leakage, front pump damage, dam- 
aged torus-cover gasket. Leakage 
where the extension housing mates 
with the rear of the case indicates 
reverse unit gasket damage. 


3. Faulty engine and transmission 
mounts. Misalignment results if 
these are damaged. 


4. Extreme noise or vibration. 
This indicates internal transmission 
damage. 

5. Missing shifts. If the trans- 
misision misses one or more shifts, 
it may indicate internal damage. 

6. Transmission fluid in the radi- 
ator or water in the transmission 
fluid. 

7. Incorrect main line pressure. 
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4-dr. sed., $1,998; roadster, $2.619. (Heater | Arizona 


writ FORD (Engiand)—Angiia—standard 2-dr. 
a _ sed. $1,464; deluxe 2-dr. sed. $1,561. 
Prefeet—standard 4-dr. sed. $1,517; deluxe) 

4-dr. sed., $1,661. Eacort—2-dr. stat. wag., 

pack | $1,651. Squire—2-dr. stat. wag., $1,761. | 

2115 N. MARIANNA ave. | Consul—4-dr. sed., $2,034; conv., $2,373; 
ce LOS ANGELES 22, caus. | 4-¢F- stat. wag., $2,772. Zephyr — 4-dr.| 
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“The information contained in this report has been compiled from official 











state documents. 


Every reasonable precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. L. Polk 


tember. 


& Co. cannot assume any liability by reason of inaccuracies or omissions."—R. L. 
There has been an interruption in the report for Oregon. 


Polk 


Year-to-date ques do not include Orego: fi ures for July, A + S 
When they become available, revised totals will be issued by R. L. Polk & Co. _— ae ae 
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(Continued fromr Page 1) 


lier this year, the factories yielded 
to pressure brought by dealer 
groups throughout the country. 

These groups contended that sub- 
sidies enabled many states to 
switch to annual replacement of 
vehicles and sell their used cars 
at less than the market price and 
still come up with a profit. 

In Florida, Ralph Siller, director 
of the State Purchasing Commis- 
sion, said a committee of the Na- 
tional Association of State Purchas- 
ing Officials will seek a meeting 
with factory representatives to dis- 
cuss the need of an “economy car” 
for government use. 

* * * 


T A RECENT meeting of the 

NASPO in Miami Beach it was 
suggested that state purchasing 
agents draw up specifications for a 
standard “work” car, he added. 

Siller indicated that all states 
would have to agree on a stand- 
ard car before they could hope to 
interest manufacturers in build- 
ing such a vehicle. 

Michigan Controller James W. 
Miller said he felt all states were 
being penalized “because one or two 
states disposed of their surplus cars 
in a manner that upset local used- 
car markets. 

“Michigan always has been ex- 
tremely careful to dispose of its 
used cars only through authorized 
dealers,” he continued. 

= = * 


7 SEEMS to me that penalizing 
the taxpayers of Michigan for 
the mistakes in other states is not 
fair,” Miller said. 

He added that he could find no 
fault with dealers’ objections to 
subsidies in states were govern- 
ment vehicles were dumped on 
the used-car market. 


If the prices remain high, Michi- 
gan may be forced to cut the size 
of its fleet (now about 2,500 units) 
and drive the vehicles longer, Miller 
said. 

“It now costs 5% cents a mile to 
drive our present cars,” Miller 
added, “and I don’t want to boost 
that cost one cent unless it’s abso- 
lutely necessary.” 

* . * 


H® SAID the average bid on a 
59 low-series, six-cylinder, 
standard-transmission car is about 
$230 higher than the price the State 
paid a year ago for a '58 middle- 
series V-8 with automatic trans- 
mission. 

The price on comparable °58 
and ’59 units is up about $550, 
Miller said. 

He added that his only objection 
to a stripped-down car is that it 
usually has poor resale value. 

Michigan bought approximately 
%0 vehicles in 1958 and had 
Planned to purchase about 600 this 
year, Miller said. 


* * > 


[aE Oregon Department of Fi- 
nances said Francis Motor Co. 
(Ford), Portland, had submitted 
the low bid—$1,850 for a four-door 
Sedan, $1,811 for a two-door and 
$1,749 for a business coupe. 

The ’58 contract went to Valley 
Motor Co. (Ford), Salem, and the 
57 order to Weiler Chevrolet Co., 
Oregon City. 

William R. Henderson, director 
of the North Carolina Division of 
Purchase and Contract, said ’59 
bids were about $350 more per ve- 
hicle than prices paid a year ago. 
_He said the contract for supply- 
ing agencies other than the High- 
Way Patrol will be awarded to 
O'Neal Motors Co., Raleigh, whose 
base Plymouth bid was about $1,- 
compared with the ’58 base of 
bout $1,380. 

* * 


A BOUT 600 autos probably will 
be bought under the contract, 
Henderson said. A contract for 450 
cars for the Highway Patrol was 
warded some time ago to Sanders 
otor Co., Raleigh, he added.’ The 
prices were up from about $1,635 
© more than $1,900, he said. 

“We hope to get out a policy 
that will recoup a large portion 
of this increased price,” Hender- 
son said. 

He added that studies have shown 
hat the State could fare better 










































End of Subsidies a Bitter Pill... 


Governments Balk at ’59 Prices 





financially by replacing its cars 


after 12 or 15 months. 
Celebrezze said he would bring up 
the pricing-policy change at the 
annual convention of the American 
Municipal Assn. He is the 1959 
president of the group. 
e -£. @ 


N HARRISBURG, PA., Claude S. 
Klugh, general manager of the 
Pennsylvania Automotive Assn., 
said he would “hate to see the 
policy changed by the factories.” 
He pointed out that his-group 
was the leader in the movement 
to have the subsidy practice 
abandoned. Pennsylvania’s prac- 
tice of dumping its cars on the 
used-car market put the State in 
competition with dealers “at 
prices we couldn’t meet,” he said. 


“Manufacturers shouldn’t have 
two prices—one for the dealer and 
one for government,” Klugh said. 

Similar sentiments were ex- 
pressed by John Evers jr., executive 
vice-president of the New York 
State Automobile Dealers. He said 
the subsidy was “out of bounds all 
along.” 

+ * *~ 
—— State’s policy of offering its 
surplus cars to all comers 
knocked the props out of the used- 
car market, and falsely deflated the 
value of everyone’s car,” he said. 
“And this was done under the guise 
of saving the taxpayer some 
money.” 
The New York dealer group 
was one of the leaders with the 
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Pennsylvania association in fight- 
ing the subsidy practice. 

Contracts to supply various State 
departments with cars, trucks and 
station wagons at $123,923 were 
awarded to eight New Mexico deal- 
erships. 

Sanco Ford Co., Santa Fe, got 
the largest order, $47,782 plus trade- 
ins for 26 cars for the State Police. 
Other low bidders were: 

* * * 

ALLEY CHEVROLET, Roswell, 

$23,411; Clayton Automotive, 
$18,021; Oden Motor Co., Albuquer- 
que, $11,854; Jackson Chevrolet, 

Lovington, $7,998. 

Santa Fe Motors, Santa Fe, $7,- 
184; Guy Chevrolet, Artesia, $2,- 
963; Wayne Lovelady Dodge and 
Jones Motor Co. (Ford), both of 
Albuquerque, $2,612 and $2,020, re- 
spectively. 

United Chevrolet Co., Raton, 
N. M., was the low bidder on two 
cars for the Police Department. 


United W6 & total os in | featured Spike Jones and his City Slickers. 


Recognition Pickets OK'd; 


lowed $1,800 for 


the 
* * 


Big Three Continuing 


Ban on Truck Subsidies 


DETROIT.—Chevrolet, the Ford 
division, Dodge and GMC said last 
week the ban on truck subsidies to 
state and local governments, insti- 
tuted earlier this year, will continue 
on ’59 models. 

International Harvester, however, 
said it still is subsidizing truck 
sales. The business is spread among 
its dealers, the firm added. 





Behind an Epidemic .. . 





Strikes Dog Chrysler 


(Continued from Page 6) 


it bought the plants from Briggs in| changed to 1 to 110, the same as in 


1953. 

The division has been a con- 
stant source of trouble since 
Chrysler maintained that the sep- 
arate contract was “way out of 
line” with its basic agreement and 
with other contracts in the in- 
dustry. 

3. A reduction in the number of 
stewards at the automotive body 
division. The former contract called 
for one steward for every 39 pro- 
duction workers. This ratio will be 


Gas-Turbine Car 
In Volume Called 
Possible by 1965 


NEW YORK.—Automobile manu- 
facturers could mass produce a 
gas-turbine-powered vehicle by 1965 
if they so desired, a University of 
Michigan engineer. told a conven- 
tion of the American Society of 
Mechanical. Engineers last week. 


Prof. Frank L. Schwartz declared 
such a car would be likely to have 
a 200-horsepower engine no larger 
than present engines, its fuel con- 
sumption would be as good or bet- 
ter, it would use less lubricating 
oil and would burn either kerosene 
or fuel oil. 

He also indicated that the engine 
would require no anti-freeze, be- 
cause a gas turbine does not have 
a liquid cooling system, and that 
its maintenance would be less than 
required for present reciprocating 
engines. 

Commenting on economic factors, 
Schwartz said: “With each model 
of a reciprocating engine which has 
increased horsepower, a design re- 
quiring higher-octane fuels, a fuel- 
injection system which is more 
costly, or an engine with larger 
air filters, the ability of the com- 
paratively simple gas turbine to 
compete economically with the re- 
ciprocating engine becomes more 
evident. 

“However, if gas turbines are to 
be competitive with reciprocating 
engines, they not only must have 
equal or better performance, but 
they must also be made at a cost 
as low or lower than that of re- 
ciprocating engines. Therefore, it 
is very likely the first production 
models will be in the low-priced, 
high-production automobile.” 


other Chrysler divisions. 

This also was a constant source 
of trouble between Chrysler and 
the UAW because the corporation 
contended it could not remain com- 
petitive under the 1 to 39 ratio. 

* * a. 


ACCORDING to Chrysler, time off 
the job by union stewards 
amounted to 2,603,841 hours during 
the three-year period of the old 
contract. For this time Chrysler 
paid $6.3 million. 

4. A new provision that the 
union must either settle griev- 
ances or strike as threatened 
within 60 days after a strike vote 
is taken. 

This is aimed at preventing pro- 
longed arguments under threat of 
a strike and reducing “wildcat” 
strikes. 

Speaking for the UAW, Doug 
Fraser,. administrative assistant to 
UAW President Walter P. Reuther, 
admitted that “there have been far 
too many unauthorized strikes dur- 
ing the past three years.” 

However, he said that a majority 
of the Chrysler work stoppages 
were the result of “new work stand- 
ards and company discipline.” 

*” of * 


rR4sen also said Chrysler labor 

troubles can be traced directly 
to the 1950 strike which lasted 105 
days. : 

“The company staged a futile 
fight and forced a needless strike 
upon the workers over something 
that was an accepted standard 
in -the industry,” Fraser said. 
“They bought a lot of bitterness 
with that strike.” 

The long dispute revolved around 
the type of pension program to be 
established for Chrysler employes. 

Fraser pointed out that some of 
the trouble spots at the former 
Briggs plants have been eliminated 
since the new contract is in effect. 
According to Fraser, 83 stewards 
have been cut from the union 
representation list. 

Fraser predicted that a “care- 
- ful examination” of the Chrysler 
labor situation in the next two or 
three months will show a “de- 
cided decrease in the number of 
strikes at the corporation. 

Chrysler and union officials, 
Chrysler suppliers and dealers’ and 
thousands of wage earners hope 
Fraser’s prediction comes true. 
Only time will tell. 





Auto Show in Phoenix— 


The Phoenix Auto Show was tastefully set up in a well-decorated circus tent in the 
city's Park Central Shopping City where free parking for 5,000 cars was available. 
The third annual show drew record-breaking crowds during its six-day run, which 





S-P Pact Tied to Sales 


(Continued from Page 6) 


also included in the new contract. 
S-P also agreed to assume an addi- 
tional 74-cent weekly charge in the 
cost of each employe’s insurance, 
and shifted 15 cents of the current 
25-cents-an-hour cost-of-living al- 
lowance to the base hourly wage 


rate. 
* * = 


Wages Geared to Sales 


HE sales formula was also ap- 

plied to improvements in night 
work premiums. This premium now 
provides 6 percent higher wages for 
workers on the second work turn 
and 8 percent for those on the mid- 
night-to-8 a.m. turn. These premi- 
ums will rise to 7 and 9 percent 
after 60,000 cars are sold, and to 8 
and 10 percent after 90,000 cars are 
sold. 

The new Studebaker pact also 
includes the company’s original 
proposal of a wage reopening 
clause effective September, 1959, 
and a reopener on SUB unless 
Indiana state law is changed at 
the next session of the legislature 
to permit payment of such bene- 
fits concurrent with state unem- 
ployment benefits. 

A strike by the UAW against 
Mack Truck Co. was averted last 
week when terms for a new three- 
year contract were reached before 
the appointed strike deadline, 

The new agreement carries the 
same wage increases as those in 


U.S. Small Cars 
Viewed as Threat 
To Canadian Jobs 


TORONTO.—The United Auto 
Workers Union fears the trend to 
smaller cars is going to cost jobs 
in the Canadian auto industry. 


While the growing importation of 
European cars constitutes an eco- 
nomic threat to the Canadian in- 
dustry, the union is more worried 
about the possibility of the Big 
Three auto-makers—General Motors 
Corp:, Ford Motor Co. and Chry- 
sler Corp.—entering the small car 
field next year. 

“There are. at present no _ indi- 
cations these smaller cars will be 
built in Canada,” said George Burt, 
UAW Canadian director, in sug- 
gesting the relatively small market 
for them in Canada might not war- 
rant the expensive conversion of 
Canadian production lines to 
smaller cars. Instead, they would 
be imported from the U. S., he said. 

Meanwhile, im Windsor, Ont., the 
Chrysler UAW local passed a res- 
olution calling for tax adjustments 
to favor Canadian-built cars. 

A spokesman for the local said 
the Big Three’s new smaller series 
of cars would be priced between 
the cost of imported-European cars 





the contracts with the major auto- 


mobile manufacturers. 
+. * > 


Auto-Lite Talks Deadlocked 


INTRACT talks between Elec- 

4 tric Auto-Lite Co. and the UAW 

were broken off at noon last Mon- 

day (Dec. 1) and about 8,500 work- 

ers at six plants were ordered to 
go on strike at that time. 


The company and UAW had 
negotiated since Nov. 24 in an 
attempt to avert a strike. The old 
contract expired Aug. 1, but was 
extended on a day-to-day basis by 
mutual consent. 

James P, Falvey, Auto-Lite pres- 
ident, attended the negotiations 
which ended in a deadlock over 10 
issues involving wages and stand- 
ards, overtime pay, representation, 
local agreements, pensions, insur- 
ance and non-economic issues. 


—Frank GAWRONSKI 


Show Crowds Up 
In Far West, 
Sag in Midlands 


(Continued from Page 6) 

ing of the new South Shore Center 
business development in Alameda. 

Calling the show a “darn good 
stimulant,” Lee Cavanaugh sr., 
Cavanaugh & Bean (DeSoto-Plym- 
outh), Alameda, said many deals 
were closed on the spot and pre- 
dicted dealers would be cashing in 
on prospects for months. 


A spokesman for the Burlin- 
game-San Mateo Automobile 
Dealers Assn. estimated more 
than 350,000 persons visited the 
Hillsdale Shopping Center dur- 
ing the 10 days in which autos 
were exhibited on the center’s 
mall. 

This was 50,000 more than a year 
ago, he added. No admission fee 
was charged. 

An attendance of 243,000, more 
than three times the number in 
1957, was reported for the annual 
auto; boat and home show at West- 
over (Mass.) Air Force Base. 

A turnout “in the thousands” was 
announced for the auto show spon- 
sored by the Manchester (N. H.) 
Exchange Club in the State Ar- 
mory. A car was given away dur- 
ing the three-day show. 

. > +. 

HOW SHORTS: The last auto 

show scheduled before the 
Christmas holidays will get under 
way Wednesday (Dec. 10) in Omaha 
Municipal Auditorium. The five-day 
event is sponsored by the Omaha 
Automobile Dealers Assn. 

The Columbus Auto Dealers 
Associates has announces it will 
stage its 1959 show in March at 
the Ohio State Fairgrounds. 

The Raleigh (N. C.) Automobile 
Dealers Assn. sponsored a display 
of new models in Cameron Village, 


and the present lower-priced lines.|a- Raleigh shopping center. 
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The Man Behind the Wheel .. . 


Sales Testing the New Models 


(Continued from Page 8) 


ing comfort also was tops. 
+ od * 


Torsion Bars Shorter 


| ge tp eg should know that 
Dodge has improved its highly | 
successful torsion-bar f ront-end| 
suspension. Without getting too 
technical, the torsion bars are) 
shorter and lighter in weight and) 
stronger in critical points. | 

The improved suspension also 
provides a saving for the owner. 
Any mechanic can adjust front- 
end camber and caster precisely, 
making it easier to set the front 
alignment to the best point for 
reduced tire wear and best steer- 
ing. 

New rubber seals also were devel- 
oped to keep water out of vital 
parts of the system and reduce the 
possibility of corrosion, thus adding 
to the life of the parts. 

Another improvement is the re-| 
designed front-end ball-joint sys-| 
tem. The joints have been grooved. | 

The groove in the ball part makes | 
it possible for the normal up-and-| 
down movement to assist in lubri- 
cating this joint. This makes easier 
steering and causes less wear. It| 
also makes the ride more comfort-| 


able. 
> e cz 


Has 320-H.P. Engine 


— Dodge was equipped with) 
the new D-500, an optional en- 


| gine rated at 320 horsepower with! people. The highway patrol, using 
really make safe time because the|/four-barrel carburetor. At my} Dodges with this engine, needs this 
car apparently handles the road| usual speeds of between 55 and 65,| reserve power to catch criminals. 
at any speed you might select. Rid-|I figure I was using the first one-| As a “pursuit” engine it is tops. 

|third of the power plant. My gas-| 
|Oline mileage was excellent and I/| at 65 needs this reserve power to 


felt that I was not paying a penalty 
for the horsepower. 
So why the horsepower? Power 


is a different thing to different| mentally noting how quiet the en- | Designed for Safety— 


>. 
All-Pushbutton Cockpit— 


The 1959 Dodge Custom Royal has an} 
all-pushbutton cockpit, At the for left of 
the instrument panel ore the transmission 
buttons. At the bottom of the center | 
panel are butions controlling heater, de- | 
froster and fresh air. Farther right ore | 
the radio buttons. 





Finance Reserve Hailed 
As Dealer Life Line 


By Kenneth C. Kelley Jr. 
Staff Writer 
“© OMETIMES I think the finance 
reserve is the only thing that 


keeps us in business.” 

That's the way one Detroit-area 
auto dealer responded when asked 
about selling the finance and insur- 

ance plans. He and) 

No. 2 a number of other 

i dealers contacted in 

ae the area are sold on 

Series selling the finance 
package. 

The Detroit market is somewhat 
unusual when it comes to selling 
finance and insurance. 

For one thing, auto dealers in 
Michigan get no income for the in- | 
surance sold as part of the finance 
package. Finance companies affili- 
ated with insurance companies say 
the money saved by not rewarding 
the dealership is passed along to 
the customer. | 


Ore Plymouth dealer has been 
able to turn this to his ad- 
vantage. “We show the customer 
that we can save him money on 
the insurance sold along with our 
Commercial Credit financing,” this 
dealer says. “It helps a lot in sell- 
ing the car and selling the financ- 
i oe 
""ihestn, credit unions and other 
financial institutions in the De- 
troit area are aggressive in pro- 
moting their direct-to-the-buyer 
financing. In addition, the banks 
“most often will meet the terms 
of finance companies in arrang- 
ing financing through dealers. 
A Ford Motor Co. dealer, who! 
offers the CIT finance plan, said 


Asselin, Woodcock | 
Get State Posts 


PROVIDENCE. — Gov.-Elect) 
Christopher DelSesto has named 
Romeo E. Asselin, Chevrolet dealer 
in Warren, to serve as registrar of 
motor vehicles. 

Asselin is a past president of the 
Rhode Island Automobile Dealers 
Assn. and recently served as chair- 
man of the group’s legislative com- 
mittee. He also has been a member 
of the Rhode Island Automobile 
Dealers-Licensing Commission. 

DelSesto also named William H. 
Woodcock jr., a material cost co- 
ordinator with Fram Corp., Paw- 
tucket, an executive aide. 





| package known early and sell hard 


|the insurance tiein was “plus in- 


promotional material supplied by 
CIT helps in subtle selling of the 
finance program. “We let every 
prospect know about our finance 
plan and use it a lot to close deals,” 
he said. 

At another dealership where the 
Associates plan is offered, salesmen 
are instructed to make the finance 


on the basis of monthly payments. | 
> . > 

UST about all successful dealers 

agree that salesmen should get 

a bonus for every time deal sold.) 


| lower wage costs, we must ask an| 
|} equally fair crack at their mar- 





“You have to get the salesmen in- 
volved if you want to sell financing 
and insurance,” one dealer ob-| 
served. 

Dealers contacted agreed on 
another point: Despite a particu- | 
larly bad unemployment problem | 
in Detroit during the recent re- | 
cession, finance companies “got | 
té work quick” on slow accounts. | 

Repossessions were held to a 
minimum. Where needed, jobless 


customers were granted extensions |* Vf pdium’ Field 


of loan terms. 


Another dealer connected with 
CIT said that finance reserves were 


|} sometimes the thing that make a 


deal possible. “I've seen the time 
when the reserve income was the 
only profit we were making,” he 
said. 


. . ” 
SUBURBAN dealer with an 
Associates connection said the 

repair business brought in through 


come” from his finance selling. 


Still another dealer, this one sell- 
ing Commercial Credit’s plan, said | 
his salesmen had been able to turn 
floor traffic into sales on the basis 





| of the finance plan. 


“That cash difference can sound 
terrible. We always quote deals on 
monthly payments and feel that it 
is often the financing that closes the 
sale,” he said. 


Huckabee Heads Deal 


ALBANY, Ga.—Leo B. Huckabee 
sr., Macon, Ga. has been elected 
president of Miller Motor Co. 
(Buick), Albany. He succeeds Oscar 
Miller, who resigned. Other officers 
are Leo Huckabee jr. and Jane 
Huckabee Miller, vice-presidents, 
and Porter Thomas, secretary- 
treasurer and general manager. 


The ordinary citizen who drives 


combat the tight traffic spots and 
the bad driving of others. 





I was at the foot of a steep hill | 


gine operated. Movement seemed) 
effortless. So I pushed the accel- | 
erator down about half way. That 
surge of reserve power swept the 
car up this hill with ease. 


In Trade with Europe ee 


Breech Wants 2-Way Street 


PITTSBURGH.—Foreign trade is! 
a two-way street and it’s just about 
time that the nations of Free| 
Europe realized it, Ernest R. 
Breech, Ford Motor Co. board| 
chairman, told the Pittsburgh| 
Chamber of Commerce last week. 


Breech was referring to the 
quotas, high tariffs and other re- 
strictions put on American goods 
by foreign countries. 


“If we are to give free access to| 
our market to foreign producers 
with size and efficiency comparable 
to ours and with substantially 


kets,” he said. 


Answering the argument that, 
even without restrictions, there 
would never be a substantial mar- 
ket in Europe for American auto- 
mobiles and other goods, Breech 
declared: 


“If we offer no competition, why 
do so many countries try so hard 
to keep us out? Why shouldn't! 
people who want to buy our cars 
and other goods now be able to 
do so without prohibitive penal- 
ties?” 

But free access to world mar- 
kets would do little good unless 
the U.S. can keep its costs and 
prices competitive, he said. To do 
this, he emphasized, the nation 
must halt the present trend to- 
ward inflation. 


Breech assailed “repeated annual 
wage gains in excess of produc- 
tivity” and declared: 

“The fact that corporate em- 
ployes’ income has increased sub-| 
stantially in recent years, while 
prices have gone up and while} 
corporate profits have notably 
failed to grow, all underlie the 


Oldsmobile Claiaes 
Solid ’58 Edge in | 











LANSING.—Oldsmobile will end 
1958 solidly established as the sales 
leader of the medium-priced class, 
according to General Manager J. F. 
Wolfram. Oldsmobile has clinched 
fourth place in overall registrations, 
compared with a fifth-place finish 
in 1957. 

“Registrations through the first 
nine months of the year, and sales 
figures since the introduction of our | 
new models Oct. 3, show Oldsmobile 
ahead of its nearest competitor by 
almost 41,000 units,” Wolfram said. 


“The latest sales report, for the 
second 10 days in November, 
showed Oldsmobile sales to be 
double those of the first 10 days. 
This reflects the increased produc- 
tion at our plants, which has in 
turn resulted in our dealers being 
supplied with a complete line of 
‘59 models. The sales figure was 
the highest in 11 months,” he added. 


Wolfram said his division has 
recalled more than 2,200 employes 
who had been laid off at various 
periods during the yea@ 

“This means that all of our 
seniority people were given job 
opportunities and several hundred 
others, who had worked for Olds- 
mobile in the past, are also back 
on the job,” Wolfram concluded. 











| J. O. Wright, division general man- 


The dual tail lights of the 1959 Dodge 
are housed in chrome nacelles cut on a 
bias so that the lights are visible from 
the side as well as the rear—a safety 
feature. 


situation described by (Economist 
John J.) McCloy—the wage-costing 
of American products out of the 
world market.” 

He continued, “Ultimately the 
greatest single problem before us 
lies in halting this trend. 

“Some of our union leaders re- 
cently have been suggesting that 
the solution is to go to Europe 
and Japan and start pumping up 





the wage scales over there. 
“To the contrary, capital is flow-| 


ing into these countries to the! 


benefit of all their economies, I 
suggest that instead of trying to 
upset their economies, we concen- 
trate on correcting the deficiencies 
of our own.” 


Okla. Conflicted 


‘Between Sticker. 


Car Sales Laws 


OKLAHOMA CITY.—A State law 
passed in 1955 to regulate new-car 
sales by used-car dealers conflicts 
with the new Federal price-labelling 
act, according to Roy Tant, secre- 
tary-manager of the Oklahoma 
Automobile Dealers Assn. 





The conflict is only a technical- 
ity, but it may require a change 


in the State law, Tant said. 

The State law compels used-car 
dealers to buy a tag and pay excise | 
tax on any new car placed on the) 
lot. Under this act the car thus| 
becomes a used car for resale. 

“But under the new Federal law, 
if the used-car dealer gets*the car 
from a new-car dealer and then 
puts it up for resale, he’s not the 
ultimate consumer,” Tant said. 

The U. S. act requires that the 
sticker remain on the window or 
windshield until it is sold to the 
ultimate purchaser. 

He said the conflict arose when a} 
few new cars without stickers) 
turned up on lots in the Tulsa area. 

“Sooner or later we may have a) 
test case,” Tant said. 


Ford Names Aide 
To Division Chief 


DETROIT. — Appointment of G. 
B. Price as executive assistant to 
the general manager of Ford divi- 
sion was announced last week by 


ager. 


Wright said Price also will be in 
charge of the organization and 
systems department and the admin- 
istrative services department. 


Prior to the appointment, Price 
was manufacturing planning man- 
ager. He joined Ford in 1947 after 
serving as chief of the general price 
research section of the U.S. Bureau 
of Labor Statistics. 


ane 


Night Openings Extended 

YOUNGSTOWN, O.—The 
Youngstown New car Automobile 
Dealers Assn. has decided to follow 
the pattern of downtown retail 
stores by remaining open until 9 
p.m. Mondays and Thursdays. The 
dealers also will remain open until 


| makes,” 





9 p.m. Wednesdays. 


Mercedes Shoots 
For Market Lead 


10% of Production 
Coming to U. S. 


(Continued from Page 8) 


parts sealed prior to the run, mak 
ing replacement or adjustment im 
possible without detection. 
* * > 

UNNAR ENGELLAU, Volvo 

president, believes foreign car 
have attained a permanent place 
on American highways. 

During a visit to Seattle, he 
stated he doubted if imports ever 
will represent more than 6 to #§ 
percent of the American market 
He expects Volvo to sell close 
5 percent of the imports in the 
American market this year. 

Engellau was on the West Coagt 
to discuss with his company’s dig 
tributors plans to export trucks and 


| diesel engines to the 11 Westem 


States and Canada. He expects sale 
volume this year will be close 


| $250 million. 


* * > 


VOLVO was driven nonstop 
from Vancouver, B. C., to Hak 


A 


|ifax, N. S., in 83 hours, 45 minutes, 


for what is believed to be the fast- 
est time in Canada’s automobile 


| history. 


Times for the drivers, Trev Jones 
and Dave Roat, were checked by 


| the Vancouver and Maritime Auto 


mobile Assns. 


At an average speed of 47 m.p.h, 
a total of 3,908 miles were regis 
tered over the Trans-Canada High- 
way, of which several hundred 
miles were unsurfaced. Highway 
altitudes varied from sea level to 
4,400 feet. 

The Volvo used on the trip had 
been driven only 30 miles before 
the beginning of the venture. The 
drivers carried their own food and 
slept and drove alternately, taking 
advantage of the Volvo’s folding 


| seat-bed equipment. They had two 


oil changes, one at 600 miles and 
the other at 2,700 miles. 
* * > 


BMC 


= MOTORS CORP. built 
504,712 vehicles last year, ac 
cording to figures disclosed by Sit 
Leonard Lord, chairman, in his an- 
nual report. 

It was the highest level ever 
reached by any car manufacturer 
outside the U. S. 

Lord said that more than 58,00 
of the vehicles were shipped to the 
U. S. and Canada. 


* * a 


Fiat's Prince 
Alfonso Says Big Three 


Needn’t Worry 


HOUSTON.—Prince Alfonso Hoh- 
enlohe-Langenburg, a racing car 
driver and descendant of the Aus 
trian Hapsburgs and Prussian 
Hohenzollerns, was guest at 4 
Houston dinner for officials involved 
in the importation of Fiat automo 
biles into the southwest. The prince 
is a partner in the Italian South- 
west Car Co., Fort Worth. 

“I don’t want you to think we're 
in competition with Americas 
he said. “There are 17 
million Americans. If 500,000 of 
them buy European cars, no dam 
age will be done to the Big Three” 

The prince visited Texas imme 
diately after a shipment of 210 
automobiles arrived at Housto 
aboard the Italian freighter M 
stella. 

Guests at the dinner inclu 
Tom Fisher, general sales manage? 
of Italian Southwest Car Co.; © 
Westfall, the Fiat dealer in Fort 
Worth, and Capt. Ettore Martini 
captain of the Monstella. ; 

The prince’s interest in Fiat 
stems from his wife’s great-grand- 
father, Eduardo Agnelli, who 
founded the firm. 

* on 


Volvo 


UTO IMPORTS, INC., importer 

and distributor of the Volvo for 
12 western states, has established 
an office in Portland, Ore., headed 
by Dennis Schumacher. 

The office will handle distribution 
of the Swedish-built car for Ore- 
gon, Washington, Idaho, Montana 
and Alaska. Fred Kinnard has been 
appointed regional service super- 
visor. 


* 





Nelson Mintz (lower left corner) presides at the De Soto Factory-Dealer Council meeting held November 18-19 in Ponte Vedra Beach, Fla. 


“Every dealer member Is dealer-elected ... that’s why— 


the De Soto Factory-Dealer Council 
works for every DeSoto dealer’ 


says Nelson K. Mintz, president, Nelson K. Mintz, Inc., Staten Island, N.Y. 


Always active in dealer groups, Nelson Mintz is 
board chairman and past president of N. Y. State 
Dealers, inc., and a past president of New York 
Automobile Merchants, Inc., and the Richmond 
County Dealers Assn. 


“The De Soto Factory-Dealer Council is unique,” 
says De Soto dealer Nelson K. Mintz, the Council’s 
1958 chairman. “Unlike similar groups in the 
industry, all of its 28 dealer members, representing 
De Soto’s 18 sales regions, are elected by the 
dealers themselves. Not a single one is appointed 
by the factory,” continues Mintz. 


“Through his own regional representatives— 
elected solely for their experience in the automo- 
bile business—each De Soto dealer has a voice in 
the decisions that affect the profit potential of his 
own dealership. That’s why I believe De Soto 
dealers enjoy a better over-all relationship with 
their factory than any other group of dealers. 


iT PAYS TO BE A 


DE SOTO DEALER 


““More than 70 jointly-arrived-at decisions have 
made the De Soto franchise ever more valuable. 
These range from mutually beneficial changes in 
the basic franchise agreement to the introduction 
ot the lower-priced Firesweep series, which has 
given every De Soto dealer greater market cover- 
age and conquest-sales potential. In my own oper- 
ation, 51% of all De Sotos sold are "Sweeps. 


“There are all kinds of reasons why the future 
looks good to De Soto dealers. The most important 
to me is the close cooperation, mutual consider- 
ation and respect between the dealer and the 
factory—resulting, to a large extent, from the 
De Soto Factory-Dealer Council.” 
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‘Permissive’ Bill .. . 


U.S. Girds for Territory Trials 


(Continued from Page 2) 


tion of penalties for out-of-territory 
sales. Factory representatives 
would collect penalty payments 
from cross-selling dealers and for- 
ward the funds to infringed dealers, 
as they did under the old territory- 


security plans. 
oe 
A NEW approach to the territory 
problem had been favored by 
NADA and the fledgling Authorized 
Dealer Survival Assn., organized by 
Oklahoma dealers last year to cam- 
paign for restrictions on cross- 
sellers. 

The NADA and ADSA proposals 
called for “service responsibility” 
bonuses, remunerating dealers for 
sales inside their assigned territo- 
ries. A principal factory objection 
to this approach was the extra ad- 
ministrative costs needed to handle 
bonus funds. . 

The GM proposal has been em- 
bodied in a revised version of the 
Potter bill, which died with the 
85th Congress after brief hear- 
ings. Senator Charles E. Potter, | 
Michigan Republican, became an 

| 


* + 


election casualty himself last 
month, and a new sponsor will be 
sought out when the 86th Con- 
gress convenes. 

Prospects for passage of a terri- 
tory-security enabling bill are 
viewed as dim in Washington. The| 
increased Democratic majorities in 
both Senate and House of Repre- 
sentatives, however, are not re-| 
garded as the main stumbling) 
block. 

Hurting chances for enactment 
of any pro-dealer legislation next 
year will be the enactment so re- 


cently of the industry-supported 
price sticker law. 
= * * 
NFLUENTIAL dealer friends, 
such as Oklahoma Senator Mike 
Monroney, may feel that attention 
should be turned to other subjects 
before dealer problems are again 
considered. Monroney already has 
announced plans to conduct an in- 
vestigation of network television. 
Two years elapsed between pas- 
sage of the good-faith and price- 
sticker laws, it is recalled, although 
NADA pressed for remedial legisla- 
tion in the 1957 session of Congress. 
Therefore, capital observers predict, 
the 1959 session of Congress again 
may bypass auto dealers to await 
the effects of the sticker law. 
Furthermore, the Department of 
Justice is a determined enemy of 
exclusive territories, as the VW and 


Dayton Rubber Suit Asks 
Contract Interpretation 


DAYTON, O.—A suit asking 
interpretation of a contract and 
rights and obligations under it 
has been filed in U. 8S. District 
Court here by Dayton Rubber Co. 
against Cordovan Associates, Inc., 
Roanoke, Va. 

Dayton Rubber’s petition asks 
the court to determine the price 
for casings and tubes sold by 
Dayton to Cordonvan-approved 
dealers. It also declares that a 
dispute exists between the firms 
over the prices of casings and 
tubes and whether distributors 
are entitled to various credits 
under the contract. 
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and residential areas.” 


| Woodward, owner of Ace Auto 


White indictments show. The de- 
partment fought the good-faith law, 
but its stand on territories has been 
even more implacable. 

In Congressional hearings on 
the Potter bill and in dealer con- 
vention talks, Hansen and his 
assistants assaulted exclusive ter- 
ritories as curbs on competition. 
The Justice Department also ob- 
jected strenuously a year ago to 
the “service responsibility” plans 
drafted by NADA and ADSA., 


The antitrust laws, the depart- | 


ment argues, also bar any plan to 
restrict bootlegging of cars. This 
contention is endorsed heartily by 
the National Independent Automo- 
bile Dealers Assn., which a year 
ago heard Hansen decry all terri- 
tory-protection proposals as being 
“at odds with the philosophy of 
the antitrust laws.” 

The effectiveness of a Republican 
attorney-general’s legal arguments 
would be weakened by the Demo- 
cratic gains in Congress. But the 
Hansen pleading for “free competi- 
tion” could well win Democratic 
sympathy in a Congress attuned to 
consumer needs as opposed to busi- 


| ness interests. 


= . * 


THE other hand, a deter- 
| mined push by Senator Mon- 
roney and Wyoming Senator Joseph 
C. O'Mahoney would amount to 
powerful backing indeed. O’Ma- 
honey engineered the good-faith 
law through Congress in 1956. 

NADA’s board will nail down the 
territory-security bill this week as 
part of a 1959 “action program” to 
be presented Jan. 31-Feb. 2 at the 
| national convention in Chicago. 

A territory-security plan “is a 
very sane, sensible approach to 
economic tranquility in a highly 
competitive industry,” NADA Ex- 
cutive Vice-President Frederick 
J. Bell said last week. 

Addressing the Advertising Club 
of Washington, Bell emphasized 
that territory security “is not a 
system designed to build a fence 
around any dealer or to restrict in 
any way the complete freedom of 
a customer to buy wherever and 
whenever he pleases.” 

“It would simply permit a manu- 
facturer and his dealers to restore 


| 


| order to their affairs and return to 


a form of business sanity that 
would strengthen the economy,” he 
said. 


Closing of City Area 


Cheers Writer 
PHILADELPHIA. — The auto is 
the enemy of the city, according 
to John Fischer, editor-in-chief of 
Harper’s magazine. 

Writing in the December issue, 
Fischer praised a Boston move 
which shuts off all auto traffic, 
for about half of every week, in 
two narrow, crowded streets in the 
center of the business district, and 
converts them into shopping plazas. 

“Former parking spaces have 
been planted with flowers and| 
greenery; benches have been set 
up under the branches; soft music| 
has replaced the screech of brakes; 
and Bostonians are loving it,” 
said Fischer. | 

“Retail sales in the shops lining 
Temple Place and West St. have 
risen sharply, and some of the mer-| 
chants already are predicting that | 
they have found a way to stop the| 
drift of business and population to| 
the suburbs. | 

“This experiment may foreshadow | 
the time when large areas of every | 
big city are closed to wheeled traf- | 
fic, and pedestrians can go about) 
their business (and pleasure) in 
safe, quiet and attractive surround- | 
ings. 

“But it will come only when city 
dwellers realize that the auto 


| 


highways,.but in keeping as many 
cars as possible out of both business 


Open House for BMC Cars 
ANCHORAGE, Alaska.—Jim 


Sales in suburban Spenard, held a 


is| 7 
|the enemy of the city—and that 
| salvation lies, not in building more | j1 
parking areas and urban super-|™ 





week-end open house to show new 


! 


|For Nighttime Viewing— 


| To promote nighttime traffic safety, two Chevrolet dealers in the Twin Cities are 
| making some of their 1959 models more visible at night by applying a white reflective 
trim to the strip of white paint that runs the full length of the Bel-Air and Impals 


models. 


Downtown Chevrolet in Minneapolis and Midway Chevrolet in St. Paul are 


applying the tape-like trim to make the cars visible from the side at night. The 


trim is inconspicuous during the day. 


Look at Detroit Idea . . 


Supermarket Dream 


(Continued from Page 2) 


(Equitable) would finance the 
supermarket buildings on a long- 
term mortgage and prefers to 
have younger men with longer 
life expectancy signing leases to 
occupy the center. 

3. The amount bid for the lease. 
Bidding would start at $29,500 per 
car line and is not expected to go 
above $38,500. This is the new-car 
dealer’s only investment. 


Dealers would also pay rent for 


the space leased which will be a} 


flat dollar amount which would re- 
main the same through the period 
of the lease. Leases run for a min- 
imum of 10 years and can be for 
as long as 20 years. 

In return for these charges, the 
dealers would be furnished with 
showroom space and equipped of- 
fices. 

Two buildings are contemplated. 
One three-story building would 
have a giant showroom for all cars 
on the first two floors. 

Low-priced cars and some of the 
low end of the medium-priced lines 
would be shown on the first floor. 
The more expensive medium-priced 
cars and the luxury models would 
be shown on the mezzanine. Fifty 
cars would be shown on the two 


floors. 


> > 


HE third floor would house of- 
fice space for the dealers and 
Orlick’s firm which would offer the 
services of the supermarket but 
would not sell any cars. Space for 
a finance company and an insur- 
ance agency are also planned. 
The second building would be 
six stories high. It would house 
600 cars which have been pre- 
pared for delivery. The second 
building would be well ‘lighted 
and suitable for showing pros- 
pects all cars in any line. 
Dealers who are bidding for space 
in the center would have to have 
the support of their factories. Fac- 
tories would sign the leases of 
dealers, signifying that they would 


> 


|stand behind the dealer as a ten- 


ant in the center. 
When the bids are received, 
leases would be awarded to the 


|winning dealers. While there will 


be an effort to get representation 
of all lines in the supermarket, the 
number who do sign leases will 


M-E-L Promotes 


Kouns in Sales 


DEARBORN, Mich.—Appoint- 
ment of L. T. Kouns as Midwest 
regional sales manager for Mercury, 
Edsel and Lincoln has been an- 
nounced by C. E. Bowie, general 
sales manager, M-E-L division. 

Kouns formerly was Edsel field 

sales manager in 
Dearborn. He suc. 
ceeds E. F. Coll, 


division’s sales 


manager for the| 
|while not losing their 


Detroit area. 
Kouns joined 
Ford in Dearborn 
in 1923. During 
the following 20 
years he held 
sales posts in 
L. T. Kouns Dearborn, Minne- 
apolis-St. Paul and Milwaukee. He 
left Ford in 1943 and returned in 
1956 as Western regional sales 


| cars made by British Motor Corp.! manager for Edsel division. 


who now is the} 


| finally determine the size of the 
center. 

With the final plans drawn, Or 

| lick hopes to begin construction of 
the supermarket in the middle of 
next summer on land leased from 
the Northland Center. The build- 
ings would be ready for use eight 
months later. 

There would be one parts and 
service department at the super- 
market. It would be operated by 
the franchised dealer who sub- 
mitted the best bid. The service 
dealer would be assigned all new- 
car preparation and warranty 
work of the car dealers in the 
supermarket. 


The service dealer would provide 
his own parts stock and service 
equipment. Minor service work, 
lubrication and the like would be 
done at the supermarket. Cars in 
need of major service work would 
be left and picked up at the super- 
market but would be repaired in a 
location where 
lower. 

The supermarket would offer 
body work and painting but the 
dealer handling that work would 
do it elsewhere. 

= 


[peALans at the supermarket 
could dispose of their used cars 
as they saw fit. However, the super- 
market will contain the office of 
a used-car dealer who would buy 
(in theory, at least) any cars the 
new-car dealers want to sell. These 
used units would be sold at a loca- 
tion near the shopping center. 
Orlick is no stranger to the 
auto retailing business. He was 
a district manager for Nash for 
more than two years, served 
Plymouth in the same capacity 
for a year and was a Buick dis- 
trict manager for three months. 
Orlick sees the supermarket ini- 
tially as a second selling spot for 
established dealers. As the super 
market volume grows, the dealer 
ships’ operations would be moved 
gradually to the shopping center. 


E FEELS that a number of 
other advantages will result 
from the supermarket operation, 
which he says would be the first 


* x 


lof its kind in the U. S. He listed 


| these benefits: 


1. Lower overhead would cut dis 
tribution costs while keeping deal- 
ers’ profit margin up. The lower 
costs could mean lower price tags 
on the cars. 

2. Customers would be able te 
see all cars on one trip and 
would be able to get delivery in 
minutes. The shopping center’s 
parking facilities would make 
visiting the supermarket easier. 


land values are 


3. The supermarket would attract } 


customers and cut costs, making 
it possible for dealers to obtain 4 
reasonable profit. 

4. Dealers would be able to com- 
bine their advertising, cutting costs 
identity. 
Dealers would contribute about $17 
per new car sold to an advertising 
fund which would be administered 
by a dealer committee. 

Orlick said that a part of the 
advertising charge would be enough 
to pay for a 30-minute television 
program at the best time. The pro- 
gram would promote the center 
and advertise each dealer on @ 
periodic basis. 
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Car, Truck Output Estimates 


By Automotive News 
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Rambler, Lark Also Spurt 


Chevrolet Sets Pace 
In Peak Output Week 


(Continued from Page 1) 











new record. 


hours on Saturday to hang up the 


* * * 


HEVROLET led all makers in 


individual ouput last week. The 
GM division reached its highest 


| output level since the week ended 
| Dec. 


14 last year, when it rolled 
44,920 cars from the lines of its 10 
car-assembly plants. Last week’s 


| output also was just 84 units short) 


| of the comparable week a year ago, 
when Chevrolet produced 43,584 
cars. 

Chevrolet scheduled Saturday 
work at all plants except Bloom- 
field, N. J. 

Ford division continued at a fast 


pace last week as it upped its out-| 








put from 28,326 units a week| 


| earlier to an estimated 33,625 units. 


Ford worked all plants except 
Mahwah, N. J., on Saturday. 
Other high volume producers 





U.S. Car Output 














Nov., "58, vs. Nov., 57 
1958 Pct. Make 1957 Pct. 

1— 26.5 Chevrolet 233.7 —1 
2— 26.0 Ford 25.1 — 2 
3— 74 Buick 74 —4 
4— 72 Plymouth 84 —3 
5— 7.2 Oldsmobile 6.7 —5 
6— 59 Pontiac 60 —6 
7J— 52 Rambler 22 —10 
8— 3.3 Mercury 34 —8 
9— 28 Cadillac 25 —9 
10— 28 Dodge 39 —7 
1l— 2.0 Studebaker 11 —13 
12— Ll Edsel 04 —I16 
13— 09 Chrysler 15 —I11 
14— 09 DeSoto 14 —12 
15— 0.5 Lincoln 06 —14 
16— 06.3 Imperial 05 —15 
17— 00 Packard 01 —17 

100.00 100.00 
1— 49.7 GM 513 —1 
2— 30.9 Ford 2.5 —2 
3— 12.2 Chrysler 15.8 —3 
4— 52 AMC 22 —4 
i 2.0 S-P 12 —5 

100.00 100.00 





| November 


43 


were Buick, which boosted output 
from 9,313 units the previous week 
to 11,195 cars last week; Oldsmo- 
bile, up from 8,925 to 10,982 units; 
Plymouth, up from 9,823 to 10,750 
units, and Pontiac, up from 7,125 to 
9,100 assemblies. 

Among the other U. S. makers, 
Mercury was up from 4,397 to 5,460 
units; Cadillac from 3,382 to 4,000; 
Edsel from 1,376 to 2,350; Lincoln 
from 672 to 850; Chrysler division 
from 1,649 to 1,700, and DeSoto from 
1,360 to 1,250. 

a a 

ODGE skidded from 4,323 to 1,- 
000 cars and Imperial from 
500 to 450. A strike over production 





| standards and relief time closed 


Dodge assembly lines in Detroit on 
Tuesday and was the big factor in 
the Dodge output decline from the 
previous week. 

Chrysler Corp. was the only 
manufacturer not to schedule Sat- 
urday work last week and also was 
the only corporation to show a 
production decline from the pre- 
vious week. The corporation’s five 
divisions turned out an estimated 
15,150 cars last week, compared 
with the 17,655 units the previous 
week. 

A revision of output totals for 
showed the manufac- 
turers building 514,099 cars for the 
highest monthly output of the year. 
The 94,414 trucks turned out in 
November also was a high mark for 
the year. 

Production of 26,571 Ramblers in 


| November gave AMC a new high 


in monthly output, surpassing the 
26,124 units turned out in October. 
= * +. 


Millionth TorqueFlite 
By Chrysler Kokomo 


KOKOMO, Ind.—Chrysler Corp.’s 
one millionth TorqueFlite auto- 
matic transmission was produced 
here last week, just three years 
after the plant built its first trans- 
mission. 

The millionth TorqueFlite arrived 
at the end of the production line 
wearing a shining chrome plating 


|}and was mounted on a specially 


| prepared stand for display in the 


plant lobby. 

A million TorqueFlite transmis- 
sions represent approximately 169 
million pounds of precision-built 
and assembled parts. The completed 
unit contains some 350 major parts. 
It first became available on the 


|entire line of Chrysler Corp. cars 


with the introduction of the 1957 
models. 


Ford Outsells Chevrolet in October 


Week Week Jan. 1 ~~. 1 
Ended Same Ended Total To 
Dec. 5, Week, Nov. 29, Output, Dec. 6, Dee. 5, 
1958 1957* 1958* November* 1957* 1958 
OTORS** . 923 6,396 26,571 103,098 193,898 
AMER. M ae pg : m 93.898 | 138,727 cars produced during the| 
NOT. cvcsersvensiserscnesees 8,150 2,923 6,396 26,571 98,192 193, week ended Sev, &. 
CHRYSLER CORP. ..... 15,150 =. 21,611 17,655 62,944 1,169,754 555,493 . es 
ONO oichescccceecessssveese 1,700 2,275 1,649 4,833 113,538 47,240 Arts O making a recovery from the 
_ TIDE seveccccsscevsswsese 450 713 500 1,609 36,367 one | previous week were the truck | 
oe - DeSoto 1,250 2,247 1,360 4,492 114,200 35,083) manufacturers, which raised com- 
reflective Dodge oe 1,000 6,117 4,323 14,226 281,655 108,086| mercial-car output from 20,626 to 
a "aaa ‘ 352,983 | an estimated 23,096 units. 
Paul oe Plymouth 10,750 10,259 9,823 37,784 623,994 The comparable week of = year 
ght. Th i poORD MOTOR*** ........ 42,225 36,803 34,771 158,810 1,777,002 1,087,994 | ago saw the makers roll 22,584 
TG cxcsovecvencesescceccesseseses 2,350 550 1,376 5,473 53,094 21,100! trucks from U. S. assembly lines. 
Ford .... . 33,625 30,035 28,326 133,583 1,426,549 932,059) The only area where vehicle wo 
2 34,711 23,111| put fell below the previous week’s| 
SE seeereseresearenennsooen ~~ ~ a agers |level was in Canada, where com-| 
Mercury “ -. 5,400 5,350 4,397 16,982 262,208 111, *TA| bined car and truck production last 
GENERAL MOTORS 78,777 76,790 63,246 255,536 2,606,096 1,914, 019 | week totalled an estimated 9,469 
Buick 11,195 10,969 9,313 38,007 376,949 224,532 | units, compared with 9,480 vehicles | 
Cadillac 4,000 3,336 3,382 14,368 143,745 112,234|a week earlier and 5,524 units dur- 
. o Dye Ose wy D 6 last | 
Chevrolet 43,500 43,584 34,501 136,127 1,406,089 1,111,026 — week ended Dec. 
Oldsmobile © ................ 10,982 10,010 8,925 37,183 360,546 276,160)" Gaonadian car output showed an 
of the SII ccisgcinevcesdavedenses 9,100 8,891 7,125 29,851 318,767 190,067|/ increase as it climbed from 7,805 
On |S-P CORP. 3,288 1,379 1,020 10,238 70,389 46,260) sae te ng ° ~~ 
vn, Or f° Bee eit ve . : mated 7,829 last week, but truc 
tion of | Packard... « seen , e vows 4948 1,745) assemblies fell from 1,678 to 1,636 
ddle of } Studebaker .................. 3,288 1,303 1,020 | 10,238 65,441 44,515 | units. 
d from ——— * * ®@ 
build-f Total Cars, U. S. ........147,590 139,506 123,088 514,099 5,726,339 3,797,664 ie point of last week's car-| 
e eight production operations in the 
“Revised P Geen suatustien S. was the upsurge in assembly 
is and | ‘American Motors’ totals for eens : a c ontavtiton by the Little Two. 
super- | ***Ferd Motor Co. totals for 1967 The 8,150 Ramblers scheduled 
ted by by American Motors compared to 
» sub- COMMERCIAL CARS the previous high was set during 
ervice (U. S. PRODUCTION ONLY) the week ended Nov. 1, when 
l new- Week Week Jan. 1 Jan.1 | AMC amassed 7,493 Ramblers. 
rranty Ended Same Ended Total wos | The record was achieved through | 
in the => So ae’ sce Sst! «6 1ssa’-«| Working two nine-hour shifts on| 
7S 2 ; -h ; 
provide [CHEVROLET ............ 8,500 8,260 7,235 33,472 331,043 248,813 ack oe eee oe 
service [DIAMOND T . 160 150 109 524 5,423 5,440 | Last week's record output com- 
III » 5 ssisecasieisimcnuneannin’ 70 51 49 234 2,634 2,655 | pared with 6,296 units the previous | 
Ud BER PODGE .........eeeeeecue 1,600 1,642 1,866 6,037 73,209  53,181| week and 2,923 Rambler assemblies 
Pars in roRD 7,425 5,998 6,961 30,891 318,634 223,716 aa the week ended Dec. 6 last | 
oa | 1,895 1,486 1,686 867,292 «= 4,955 = 56,295'  Studebaker’s output of 3,288 cars| 
ed ina INTERNATIONAL 2,795 e 3,265 113,909 79,604 last week not only was more than | 
es are byacK*** 300 295 234 1,075 16,562 13,188 | triple the 1,020 cars turned out the 
: 401 | previous week, but marked the 
1 offe STUDEBAKER 400 157 92 v4 =: 8,987 — 9401 | Lighest output level Studebaker has 
ut the |WHITE*** 415 316 206 «61,440 = 17,706 = 16,104 | hit since the week ended Jan. 21,| 
would |WILLYS ; 2,255 1,364 2,125 8,923 56,875 8$3,810' 1956, when 3,335 Studebakers were 
" 287 4,168 4,180 | rolled from the lines in South Bend. | 
MISC ELLANEOUS** ws 7 e site ieeatiee eit Having settled a UAW strike, | 
. ‘ O14, 796.387 | Studebaker worked nine hours daily 
—— Total Trucks, U. S. .... 23,096 anes —s oe a oe Monday through Friday and eight 
ed cars 
, - | Total am Trucks, 
fice of U. ....170,686 162,090 143,714 608,513 6,740,444 4,594, 051 
1G the | Total Cars, Trucks, 5| 
the 0 ars, c 
"These Cc anada .. 9,469 5,524 9,480 33,986 390,723 525,875 | 
a loca- € entioned from Page 1) . 
ater. Grand Total, other loser, giving up 0.10 points to 
- the Cars and Trucks, | sink to 0.84 percent, its low for the 
” — U. S. and Canada....180,155 167,614 153,194 642,499 7,131,167 4,919,926 year. 
e w eee 
| * . > 
sh 10F Frevised. aie el 
rved <i includes Corbitt, Marmon-Herrington, ‘Federal, Four Wheel Drive, ete. S NOTED, Ford division s pene- 
pacity “Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in| + “o a _ bf month was its 
k dis- Mack totals. ighes 4 
onths. — ks f mi oréers. Other makes which set record 
cet ini- + 6 eee oe or ee eee os _| highs for 1958 were Plymouth, 
pot for with 948 percent; Rambler, with 
e © 5.81 percent (also an alltime 
her Guide Drawn Up | vies" , 
gh): Dodge, with 3.95, and 
— easing ul e a Metropolitan, with 0.38 (alltime 
center. « a high, as well). 
By Michigan Dealer Joining ‘Chevrolet in falling to 
b of the year’s low in market penetra- 
ber tion were Pontiac, with 4.23; 
result CGustanees Gems Sug S Cadillac, with 1.89, and Studebaker, 
eration, i i i with 0.79. Chrysler, at 1.19, and| 
should lease only as many units as| close deal, wash it out quickly and € L 
- fre he can ceaintein teemael because it go to the barn with a few dollars.| Packard, at 0.05, tied previous lows. 
> listed costs too much to have someone’ You know almost at once what you ee 
-. else service his leased cars. have made (if you keep washouts). OR the first 10 months, Chevrolet 
mat = Another important item, he says,,; But in a lease, you must wait a} maintained a commanding lead 
S dew to get the car back during the year or more to find. out you were| with 27.40 percent of all sales, an| 
| lows est used-car selling months, usu- right or dead wrong. ;improvement of 3.45 percentage 
ce tae y from March 1 to the end of “Let me lay it on the line! Get | points over the comparable 1907 | 
ble to uly. your proper price or lose your | period. No other make showed so} 
| oan Throughout his manual, Draper shirt. A national company lost $6! large a gain. - 
re in Mounds home one vital point:| million on leases in 1957 just be-| _ Rambler was up 2.02 points to | 
. z rs ease at a profit or don’t lease cause they did not figure costs cor-| 3-73 percent; Edsel, up “0.50 points 
= eke . The chances for losses in leas-| rectly. You cannot afford to be| to 0.81 percent (comparable 1957 
Sal ing are great and are caused mostly | wrong even once, particularly when period was fractional) ; Oldsmo- 
eteall by careless calculation of costs, Or! you aré just starting out.” bile, up 0.43 points to 6.58; Cad- | 
making sir 7 oe @ figure out of the Draper, 62, heads an automotive | aiiten’ un eae a Metro- | 
7 or a friend. : : : : ’ 
btain @ - f family. A son is associated with| 
Elsewhere, he notes, oe ~ him in his Saginaw dealership; | or the _10-month period, most 
‘o com- = ——- . a another son heads Reed Draper | 
oe ere st have safety |Chevrolet in Bay City, Mich. and/ Anteo Auction Slates 
; guess, and you must have safety -l Ch ioe dont 
dentity. marci : lose—sometimes }a son-in-law is a evrolet dealer Y I I h D 17 
ee , 'in Jackson, Mich. ule Luncheon Dee. 17 
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Oil Centennial Stamp Slated 


enough} NEW YORK.—A special com- 
levision Pemorative stamp will be issued in 
‘he pro- #959 to mark the centennial of the 

centerP. S. oil industry, the American | 
ron @ Petroleum Institute has been ad-| 
ised by the Postoffice department. | 


of the 








. 
In a car sale, you can make 4) 6. times, was thrice elected pres- 


He has been an NADA director 


|ident of the Michigan Automobile 
Dealers Assn. and served two terms 
on the board of the state group. 
|He is a director of the Michigan 
National Bank and is a lecturer at 
NADA seminars and the Chevrolet | 
Dealer Sons’ School. 

—JoHN K. TEAHEN Jr. 


MELVINDALE, Mich. Aptco 
Auction’s traditional roast-beef| 
Christmas luncheon will be served 
from 11:30 a.m. to 1:30 p.m. Wed-}| 
nesday, Dec. 17, at auction head-' 
quarters, 19241 Dix Ave. 

Mildred Hund, auction owner 

who also is owner of several Detroit 
| restaurants, says beef for the 


| luncheon is aged for four weeks. | 





extensive loss was taken by Ford, 
which dropped 3.59 percentage 


points to 21.35 percent of all sales. | 
were | 


Other losses, in order, 
Plymouth, down 1.58 points to 8.74; 
Mercury, down 1.56 to 3.04; Dodge, 
down 1.46 to 2.99; Buick, down 1.03 
to 5.53; DeSoto, down 0.70 to 1.08; 
Pontiac, down 0.56 to 4.85; Chrys- 
ler, down 0.48 to 1.33; 
down 0.24 to 0.32; Studebaker, down 
0.18 to 0.87; Packard, down 0.03 to 
0.06, and Lincoln, down 0.02 to 0.58. 

General 


« « * 
At THE corporate level, 

Motors picked up 2.65 percent- 
age points over its 1957 performance 
to claim 47.06 percent of all new-car 
sales in the first 10 months. 

AMC added 2.10 points to total 


Salus ‘Catia 
for October 


Imperial, | 


| 





4.01 percent, and miscellaneous 
makes (mostly imports) were up 
4.59 points to 7.76 percent. 

Ford Motor’s share fell 4.67 per- 
centage points to 25.78 percent; 
Chrysler Corp. was down 4.46 points 
to 14.46 percent, and S-P was off 
0.21 points to 0.93 percent. 

No registration report for Ore- 
gon has been provided by R. L. 
Polk & Co. since June. 


300 Pay Tribute 
To Westlie, Ford 


Dealer Since 717 


MINOT, N. D.—Henry H. Westlie, 
who became a Ford dealer in 1917 
after having worked as a school 
teacher, bank clerk, bookkeeper 
and grain glevator manager, was 


| honored by 300 friends at a testi- 


monial dinner. 

Thomas J. O’Neil, member of the 
Ford Motor Co. Dealer Policy 
Board and the featured speaker, 


| called Westlie “one of our outstand- 


ing dealers” and said, “I wish we 


had several thousand more like 
him.” 
O'Neil brought best wishes to 


Westlie from Henry Ford II, Ben- 
son Ford and William Clay Ford. 

The civic service of Westlie, 74, 
also was praised by O'Neil. 


O'Neil pointed out that in 1946 


| Westlie Motor Co. ranked fourth in 


|Minot Daily News, 


New-car registrations for Oc- 
tober: 
1958 1957 
Pos. Make Pos. 
I— 71,656 Ford 116,154— 1 
2— 69,383 Chevrolet 113,129— 2 
3— 30,448 Plymouth 42,337— 3 
4— 19,113 Buick 24,183— 5 
5— 18,668 Rambler 8,142—13 
6— 17,672 Oldsmobile 24,432— 4 
7J— 13,579 Pontiac 23,832— 6 
&8— 12,698 Dodge 20,216— 7 
9— 9428 Mercury 19,750— 8 
10— 6,077 Cadillac 10,500— 9 
11— 3,805 Chrysler 8,300—11 
12— 3,511 DeSoto 8,307—10 | 
13— 2,536 Studebaker 4,867—14 
14— 1,862 Edsel 8,216—12 
15— 1,535 Lincoln 2,601—15 
16— 1,217 Metropolitan 994—17 
17— 837 Imperial 2,197—16 
1R— 153 Packard 250—18 
37,107 Misc. 20,903 
Total All Makes 
321,285 459,310 


Further details on Page 32. 


total service sales among all Ford 
dealerships in the U.S. The firm 
also has received Ford Motor’s 
“Ten Year Four Letter Award.” 
Ray Dobson, publisher of the 
was master of 
ceremonies. The paper carried an 
elaborate story and pictures of the 


| testimonial. 
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As Death Blow to Bootlegging . . . 


Sticker Merchandising Urged 


(Continued from Page 3) 


his share of sales “in a sound, 
business-like, profitable manner.” 

He noted that GM is helping its 
dealers by “blueprinting” the mar- 
ket, having the right number and 
the right kind of dealers in the 
right locations and continually re- 
appraising every dealer’s market in 
the face of population shifts and 
trends. 

“All this,” he said, “is aimed 
toward making sure that every 
dealer has an adequate market po- 
tential—an adequate profit poten- 
tial.” 

Wolfram urged dealers to sup- 
port a territory security bill, which 
he said is “fundamental to the 
franchise system.” 


George F. Walker, director of 
styling of Ford Motor Co., said 
that in 30 to 40 years Americans 
may vacation in a huge “land 
cruiser” complete with television 
and facilities for eating and 
sleeping. 

The industry is a long way from 
building such a vehicle, he said, 
but “we certainly have to consider 
it as a possibility.” 

As for the shape of autos of the 
future, Walker said changes in the 





Obituaries 


Edwin Stout 
NEW YORK.—Edwin Stout, 53, editorial 
director of Vision, Inc., died here Nov. 26. 
Vision publishes Printers’ Ink and various 
management publications. 
* * * 


William Austin Scott Sr. 

CHARLESTON, W. Va.—William Austin 
Scott sr. died Nov. 27 of a heart attack 
on a golf course here. He was 72. Mr. 
Scott, who had been in the auto business 
here for 40 years, had been general man- 
ager of Morton Cadillac Co. since 1945. 

* * * 


F. Roy Miller 
PEORIA, Ill.—F. Roy Miller, 78, @ 
partner in former Mackemer Motor Co. 


(Ford), died Nov. 24. 
* * * 


B. David Shultz 
BUFFALO.—B. David Shultz, 76, a 
founder of the old Houde Engineer Co., 
died Nov. 21. Houde now is part of 


Houdaille Industries, Inc. 
* * * 


Fred F. Reuter Sr. 
PITTSBURGH.—Fred F. Reuter sr., 40, 
owner of Reuter Motor Co., died Nov. 22. 
Before establishing Reuter Motor, he owned 


and operated Mt. Lebanon Motor Co. 
. * - 


INDEPENDENCE, O.—Frank Wisnieski, 
89, former Ford dealer here, died Nov. 20. 
The dealership and garage he founded now 
are operated by a son, wanes. 

* . 


W. G. Morrison 
LOS ANGELES.—W. G. (Bill) Morrison, 
62, sales vice-president in nine Western 
states for Robertson Truckaways and 
Dallas-Mavis, died Nov. 21. Mr. Morrison 
joined Robertson in 1955 after serving as 
sales vice-president for Kaiser Motors. He 
formerly was a DeSoto regional manager. 
*. * . 


Harvey W. r 
NEWARK, N. J.—Harvey W. Harper, 
80, founder and chairman of Tung-Sol 
Electric, Inc., died in Belleair, Fia., Nov. 
23. One of his original partners was 
William C. Durant, who later sold out to 


form GM. 
* * * 


James E. Ballew 

McCOMB, Miss.—James E. Ballew, 37, 
formerly a partner in a McComb automo- 
bile dealership, died Nov. 27 after suffering 
a heart attack. More recently, Mr. Ballew 
had operated an automobile business in 
Baton Rouge, La. ‘ 
* * 


Stacy M. Brown 
CANTON, O.— Stacy M. Brown, 62, 
service manager for Ewing Chevrolet Co., 
died Nov. 27. He also had been service 
manager for the former Jamieson and 
Art Nims Chevrolet dealerships. 
* * * 


I. W. Culp Jr. 
HOUSTON.—I. W. (Ike) Culp jr., a 
former auto dealer, died Dec. 1. He was 
52. Mr. Culp had lived in Houston 32 years 
and had owned automobile dealerships 


until he retired two years ago. 
* 7 + 


Robert F. Benson 

SAN JOSE, Calif.—Robert F. Benson, 
82, a pioneer auto dealer, is dead. Mr. 
Benson began his career in 1903 as a 
salesman of Studebaker wagons and farm 
implements. He remained associated with 
Studebaker as a dealer until after World 
War II when he became a Lincoln-Mercury 


dealer. He retired in 1955. 
* * * 


Ralph P. Naylor 
PROVO, Utah.—Ralph Pierpont Naylor, 
53, manager of Naylor Auto Co. (Dodge), 
died Nov. 27. He had worked with his 
father and brother in the firm many years, 
and took over management recently. He 
was a charter member and director of the 

Utah Automobile Dealers fm 

- 7 


James B. Whittelsey 
LYONS FALLS, N. Y.—James B. Whit- 
telsey, former auto dealer, died Nov. 26. 
He owned garages and auto dealerships in 
Utica, N, Y., and Baltimore. 





public taste would exert consid- 
erable influence on the auto stylist. 


Other styling factors, he said, 
include the rapid growth of cities, 
the move to the suburbs, projected 
improvements in highway facilities 
and the need for cars able to travel 
at high speeds over great distances 
and yet be flexible enough to ma- 
neuver in congested areas. 

James C. Zeder, Chrysler Corp. 
vice-president, told the dealers that 
the automobile age has reached 
only a “way point,” and he prom- 
ised “many more spectacular engi- 
neering innovations” in the years 
ahead. 

The automotive engineer, he 
said, will increase durability, com- 
fort, safety and performance, and 
he will “continue to create new 
markets and expand old ones by 
stimulating the interest of mil- 
lions of people in new and better 
products.” 

Zeder said some of the challenges 
confronting engineers are: 

1. How to continue improving en- 
gine economy while at the same 
time providing adequate accelera- 


tising to accelerate the return of 
‘new-car buyers to the market. 

He expressed the belief that 

this year’s sales dip meant sales 
delayed rather than sales lost 
and urged manufacturers to take 
full advantage of the selling op- 
portunity that exists. 

“Because of the traditional 
method of generating funds in the 
automotive business,” he said, 
“when sales slip off, funds for ad- 
vertising decline too, and pressure 
on the public to buy is propor- 
tionately decreased. 

“The sheer aggregate volume of 
automotive industry advertising 
helps sustain the total market, quite 
aside from its primary purpose of 
selling individual makes.” 

Noting that almost everyone who 
needs a car now owns either a new 
or a used one, Strouse said the 
growth of the auto market must 
come from the increasing popula- 
tion and multiple-car ownership. 

Richard L. Warner (Ford), Salt 
Lake City, was elected UADA presi- 





tion and sufficient power to operate 
all the accessories the average 
motorist wants. 

2. How to reduce the weight of 
the car substantially. He mentioned 
the growing use of aluminum and 
magnesium and noted that Chrysler 
now uses more than 100 pounds of 
aluminum per car. “We think this 
figure will get bigger,” he added. 

3. How to increase the safety 
and efficiency of brakes when 
they are subjected to extremely 
high temperatures. 

4. How to cool an automobile 
quickly after it has been sitting 
in the sun with the windows rolled 
up. He said today’s car air condi- 
tioner must provide cooling power 
equal to that of a home air condi- 
tioner capable of cooling an entire 
house of about 1,000 square feet. 

5. How to design suspension sys- 
tems that eliminate so-called 
“single-bump harshness” and pro- 
vide the driver with even greater 
ease in handling the car. 

Norman Strouse, president of 
J. Walter Thompson Co., called for 
a retGrn to more vigorous and con- 
structive selling and said that a 
rise in auto sales should be ac- 
companied by an increase in adver- | 





Promote Wagons, 
Plymouth Dealers 
In West Urged 


LOS ANGELES.—Plymouth will! 
devote 39 percent of its West Coast 
production to station wagons in 
December and January, and dealers 
are being urged to cash in on the) 
popularity of this body style. 

In a letter to dealers, Lew Jabro, 
secretary-manager of the Plymouth 
Dealers Assn. of Southern Califor- | 
nia, advised members to promote) 
wagons by signs on the showroom | 
windows and by having at least| 
one low-priced wagon on the floor. 

He added: “Apprise your sales- 
men of the advantage they have 
over competition and the quick de- 
livery and quick ‘commission as- 
pects of the situation.” 

According to Jabro, “Chevrolet 
finally built a wagon with Plymouth 
features, but they can’t deliver. 
Ford can deliver, but lacks styling 
and facility.” 

He told dealers that customers 
are more price-conscious than ever 
this year and advised them to dis- 
play stripped Savoy two-door 
sedans, the lowest-priced wagons 
and the Belvedere two-door hard- 
top. 





Vocational Award 


Presented to GM 


DETROIT.—The American Voca- 
tional Assn. last week presented its 
Award of Merit to General Motors 
“in appreciation for interest in and 
support of vocational education in 
automobile mechanics.” 

Andrew D. Althouse, assistant 
director of vocational education for 
Detroit Public Schools, represented 
AVA in making the presentation to 
Kenneth A. Meade, director of the 
GM educational relations section. 


HELP WANTED 


SALES MANAGER for Chevrolet dealer- 
ship in metropolitan city of Southwest. 


Under 40 with management experience | 


in volume operation. Base plus incentive. 
Resume required. Replies 
Box 8710, c/o Automotive News, 
troit 7. 


De- 


THIS 1S NOT A HELP WANTED AD 


EXCLUSIVE FRANCHISES 
AVAILABLE 


NOMINAL INVENTORY 
INVESTMENT 


Prospectin’ for Gold! 


Stake Your Claim For A 
Franchise Bonanza 


Franchises available for the most rev- 
olutionary, profit making innovation for 
new car dealers since the intro of “‘buy- 
ing on time." 

In a few short months we launch 
“Operation Bonanza’ with national adver- 
tising and sales promotion. 

We're interested only in an all-star 
team—the top men in the automotive field 
—proven money makers to organize over- 
night and train hard-hitting sales forces 
to follow up and cash in on our ads and 
sales promotion when the lid is off this 
explosive package. If you've made the 
grade as a dealer, gen. mgr. sales mgr., 
factory rep., or in advertising, promo- 
tion or merchandising; if you want in on 
the ground floor of a long-term, once- 
in-a-lifetime deal, and u're not averse 
to making in the big five figures—YOU 
SELL US! 

Write (air mail, special delivery) 
about yourself, background, experience, 
qualifications, everything there is to know 
—it's confidential, We'll screen all pros- 
pects for the cream and set up interviews. 

We're pushin the deadline date 
when our advertising agency breaks the 
national campaign. So, if you want in, 
get on the ball and sell yourself in that 
opening letter. Write to the Office of the 
Executive Vice-President. 


NEXT AVAILABLE FRANCHISE: 
NEW ENGLAND REOPENED THROUGH 
A REALIGNMENT OF FRANCHISES 


AUTOMOTIVE INSTITUTE 


285 Madison Ave., New York 17, N. Y. 


DISTRICT MANAGER 
OPPORTUNITY 


A limited number of openings for district 
manager are now available. Willys Motors, 
Inc., offers excellent salary, fringe benefits, 
and future opportunity. Applicants must be 
aggressive, dependable, and experienced to 
develop assigned territory. Qualified appli- 
cants will receive appropriate training after 
which they will be assigned a permanent 
territory. After proper qualifications may be 
asked to relocate at corporate expense. Send 
resume, current photograph, and references 
to Assistant General Sales Manager, Willys 
Motors, Inc., Toledo |, Ohio. 


confidential. | 


dent, succeeding Charles K. Cord- 
ray (Ford), Ogden. 


Other new officers are: Lavor 
Wood (Oldsmobile-Cadillac), Og- 
den; Harold Holley (Buick- 
Rambler), Spanish Fork, and 
Jack B. Morris (Buick-Rambler), 
Brigham City, vice-presidents; 
Henry S. Day (Ford), Midvale, 
secretary, and Calvin Bosse 
(Rambler), Salt Lake City, treas- 
urer. 


ecutive vice-president. 

Association directors are Cordray, 
P. E. Ashton (Buic k-Chevrolet), 
Provo; A. W. Bartlett (Chrysler- 
DeSoto-Plymouth-IH), Odgen; Eu- 
gene Bryson (Oldsmobile-Stude- 
baker), Salt Lake City; 


| City; C. J. Harmon (Pontiac), 


| Sorenson (Ford), Gunnison, and 
| Finley J. Wilkinson (Buick), Boun- 
| tiful. 


Currie Heads Butte Dealers 


BUTTE, Mont.— Hugh Currie, 
| president of Currie Buick, has been 
| elected president of the Butte Auto- 
mobile Dealers Assn. George 
| Schotte, last year’s president, was 


| named vice-president. 





- HELP WANTED 


Elias J. Strong was renamed ex- | 


Robert | 
Bradshaw (Buick-Chevrolet), Cedar | 


Spanish Fork; Neuman C. Petty} 
(Ford), Salt Lake City; Gordon W. | 


Chrysler Applies 
Radioactivity in 
Additive Studies 


TULSA. — Radioactive atoms of 
sulfur and phosphorus are ai 
Chrysler chemists to uncover valy. 
able new scientific information op 
the role of oil additives in reducing 
engine wear. 


This was reported here last week, 
at the national fuels and lubricants 
meeting of the Society of Automo 
tive Engineers, by Sumner B. Twisg, 
assistant chief engineer in basic 
sciences, Chrysler Research. 

Chrysler’s new technique differ 
from those previously used in en. 
gine wear studies, since it is the 
oil additive that receives the radio 
active “tag,” rather than engine 
parts such as piston rings, gears 
and bearings. 
| Twiss pointed out that the new 
| method is easier to use in the lab 
oratory because the radioactive of 
additive elements emit only low. 
intensity beta rays, rather than the 
“hotter” gamma rays of irradiated 
engine parts, which require special 
precautionary measures in handling 
them, 





POSITION WANTED 





Rapidly Expanding Scooter Importer 
Is Looking for a Number of 


Road Representatives 


| For Choice Territories All Over the U. S. A., 

Hawaii and Puerto Rico. Excellent Working 

| Conditions, Bonus, Benefits. 

Box 8713, c/o Automotive News, 
Detroit 7, Mich. 





ACCOUNTANT-AUDITOR-Business M a n- 
ager-Sales Representative. Twenty years’ 
experience as accountant, business man- 
ager, sales manager, general manager 
and partner in new car dealerships. Both 
General Motors and Ford experience. Col- 
lege trained in business administration, 
desires position with large dealership or 
manufacturer. Age 38, married, prefer 
east coast but will relocate cther area if 
position warrants it. Box 8690, c/o Auto- 


motive News, Detroit 7. 





ACCOUNTANT—Business Manager, 18) 


years’ Buick and 
experience. 
position warrants it. Box 8661, 
Automotive News, Detroit 7. 
| GENERAL MANAGER — SALES MAN- 
AGER. Highest qualifications, eighteen 
years’ experience, 
manager successfully operating Cadillac- 
Oldsmobile dealership of 500 units for a 
Cadillac distributor located elsewhere. 
Capable of reorganization, training new 
employes, supervising service and used 
cars. Also manager for Chevrolet and 
Pontiac. Conscious of economic situation; 
will keep operating costs at minimum, 
profits maximum. Can’t produce miracles, 
but can assure good, sound management 
with highest integrity. Willing to relo- 
cate. All replies confidential, B, 8. Nash, 
64 Stuart Street, Waldwick, New Jersey, 
GlIlbert 4-8627. 


BUSINESS MANAGER—Accountant with 
large volume dealer experience. Thor- 
oughly qualified to operate efficient of- 
fice, furnish daily control and prepare 
operating statement analysis. Interested 
in permanent position with substantial 
dealer. Box 8711, c/o Automotive News, 
Detroit 7. 


SALES OR GENERAL MANAGER—Em- 
ployed 18 years same dealer. Ethical op- 
erator, proven ability to lead and direct 
hard-hitting sales force, appraise, super- 
vise reconditioning and merchandise 
profitable used car operation, 350 to 600 
car dealer within 175 miles New York 
City. Top references. Box 8706, c/o Auto- 
motive News, Detroit 7. 


Chevrolet dealership 


c/o 














North-East-South-West 
Automotive News’ 
“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 


of top Auto Auctions EVERY 
WEEK. 


Would consider relocating if | 


ten years as general) 


PARTS MANAGER: Have several years 
| experience as parts manager in GM dul 
dealership; also have experience as serr- 
ice manager. Can provide reference 
of ability and honesty. I am 32 yearn 

| of age; wish to relocate in Arizona, New 
Mexico or Texas. Box 8707, c/o Autome 
tive News, Detroit 7. 


‘LU C A D, the Dealers’ Directory 
| to Leading Auto Auctions. 


DEALERSHIPS AVAILABLE 
| CENTRAL NEW ENGLAND — Handlig 
Chevrolet, 75 to 100 car dealership, 8, 
sq. ft. fireproof building, well equipped 
service and body shops—S0% absorptia. 
large blacktop used car lot, $20,000 & 


inventory. Reason for selling iliness BE 


| 
| 
| $30,000 net for many years. Large part 
| 


family. Must 
Box 8678, 
troit 7. 


have factory 
c/o Automotive 


approval 
News, De 





| SOUTHERN CALIFORNIA—Handling De 
} Soto-Plymouth, also leading imported 
ear franchise. Wonderful potential. Smal 
investment. Box 8677, c/o Automotive 
j News, Detroit 7. 

| MAKE MONEY FASTER with the new 
Alma Trailer dealer franchise. Many 
profitable territories still open. with 
guaranteed sales areas. Minimum invest- 
ment, immediate deliveries. Completely 
new line with sensational features, nev 
lower prices for fast sales. Write fe 
catalog or phone 920 Alma, Michiga 
and ask Ken Mitchell about the nev 
deal for Alma Trailer dealers. 


NEED TAX CARRY-OVER? Inc. deale- 
ship liquidating. Have tax carry-over of 
$13,600, 1954 through 1957. No liabilities. 
Corporation stock and carry-over can be 
purchased to your advantage. Addres 
Box 8712, c/o Automotive News, De 
troit 7. 


HAVE IN NORTHERN NEW HAMPSHIRE 
—680’ frontage on U. 8S. Route 3 & 
Canada, with wood building, new 19% 
Forced hot air heat, electric hot wate 
tank, steel shelves and bins 5,000 & 
stock, lathe, brake drill and riveter @ 
stand. Vises, winch wrecker and sno 
Plow attachment. City water. Mill tow? 
Dealership available—truck or car (none 
in town). Box 8708, c/o Automotive 
News, Detroit 7. 








Limited Number 


DEALERSHIPS 


for 


JAGUAR 
SALES - SERVICE 


AVAILABLE IN CENTRAL 
NEW YORK AREA 
AND VERMONT 


Write to: 


MICHAEL IVY 


Imported Cars, Inc., Distributors 
805 W. Genesee St. 
Syracuse, New York 


_ «22272328 2s = 
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YOU CAN HAVE THE 
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nae $| GOGGOMOBIL 

slow i IF YOU ARE IN | 

educing J] THESE TERRITORIES: 
Virginia, North Carolina, 

Sw West Virginia | 

bricants 

\utomo- The Goggomobil is the newest 

3. Twiss, German import. Performance is 

n basic omazing—vup to 50 miles to a 

: gallon. Eye-catching styling and 

a pocketbook price makes the Goggo- 

i ea mobil a good deal for you. 

t is the Write or phone today 
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| engine Distributors 
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preliminary 
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and discussions 















distributors and individuals. Contact 


representative now in U. S. by giving 
outline of area of interest, background 
ond financial resources—in confidence 


—to P. O. Box 6790, Baltimore 4, Md. 


eral 1 years 


n GM dul 

ce as serr- 
references | 

1 32 year 


DEALERS WANTED FOR 
TURNER SPORTS 
oe ROADSTER 


| A Competitively Priced Imported Sports 
) Car—Excellent Ports Availability— 








Directory Dealerships Available in Florida, 
Georgia, Alabama, So. Carolina 

owl Write or Wire 

BLE 

> —DISTRIBUTOR— 

up. 8% 11 PACO MOTORS 

absorption. 1025 S. Orange Blossom Tr. 

$20,000 & . 

arge parts P. O. Box 30 Orlando, Florida 

| iiness BE 

ten 

News, De DEALERSHIP WANTED 


‘Big Three’’ 
Will pay cash 


DEALERSHIP WANTED 
in southeastern Florida. 









ndling = and lease or buy facilities. Factory ap- 
_ proval assured. Strictly confidential. Box 
ee Se 8704, c/o Automotive News, Detroit 7. 
i#-200 GAR DEALERSHIP WANTED, 
— New York, New Jersey urea. Prefer Ford 
the nes —consider others, Box 8709, c/o Auto- 
e aD motive News, Detroit 7 
open, with® 7 enecenmme 
um invest- DISTRIBUTORS WANTED 
Completely |-—— semis 





tures, new 
Write fe 
, Michiga 
t the new 


PROFITABLE, EXCLUSIVE 
DISTRIBUTORSHIP 


fT you are interested in earnings of $15,000 or 
fore per year, you can obtain a distributor- 
tip of your own with a moderate investment. 
Well established manufacturer of funeral 
caches and ambulances on Cadillac com- 
mercial chassis has several choice territories 
available. A very excellent type of repeat 
business handling both new and used equip- 
ment. New car, late model used car and 
demonstrator financing available. 


Territories available are: 
#i—New York State with exception of 14 











ne. dealer 
rry-over 
0 liabilities. 
ver can be 
e. Address 
News, De 



















A MPSHIRE 
Route 3 
new 195% 
hot wate 
s 5,000 & 





wee southeastern counties. 
Mill town. § #2—South Carolina and northern half of 
r car (none Georgia. 


Automotivé § $3—Alabama and Mississippi. 


#4~—Arkansas and Louisiana. 
#5—Wisconsin and Minnesota. 


lr details write Box 8694, c/o Automotive 
. Detroit 7, Mich., giving address and 
number. 


DEALER SERVICES 





: WEEP FC 150 fan bracket anti-rattle bolt 
assembly, $1.00. Sample .75 cents. Mod- 
fn Machine Works, Havre, Montana. 


® TWO ESSENTIAL SERVICES © © 


INVENTORY SERVICE 
Parts, accessories and similar goods. 
APPRAISAL SERVICE 
‘e, » machinery and tools. 


For Buy/Sell Agreements 
Annual Fiscal Reports 


Tax, Banking ond insurance 
tributors tl @ © call or Write for Details © @ 
St. OMOTIVE INVENTORY & APPRAISAL CO. 






0 Freeland Ave. Detroit 27, Michigan 


rk WeEbster 3-6445 










| Sealbeams, 
| speedometers, 


| your freight to New York, 
| brokerage. 


_DEALER } SERVICES| 


MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 


| We specialize in such transactions on a sim- 
| plified, no trouble, without recourse basis for 
officers and enlisted personnel of pay grades 
E5 and above. 


MILITARY ACCEPTANCE CORP. 
P. O. Box 2166, San Antonio, Texas 
CApitol 6-268! 
“Worldwide Financing for Military 
Personnel” 





STOP LOSING NEW CAR SALES! 
cover how much your competitors’ cars 
really cost, The book, ‘‘AUTO COSTS,’’ 
gives you the factory invoice prices of 
all 1959 American cars, 21 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide, Order your ‘59 edition today for 
only $10—three year subscription $18 
(including all supplements), AUTO 
COSTS, Box 224, Dept. 3Z, New York 
1, N. Y. 


Air Force Cadets 


No Down Payment 
36 Months to Pay 
low Bank Rates 


| We handle all branches of the service, tech. 


sgts. and officers, No dealer liability. Car 
may be taken overseas. 


Write, Wire or Phone 


SERVICE TRUST & SAVINGS 


CA 3-6356 2625 Broadway 
San Antonio, Texas 


DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio 


CARS WANTED 


SEVEN PASSENGER CADILLAC 
sines, Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore 


limou- 


€ ARS FOR SALE | 


VOLKSWAGENS 
NEW 1959s 


Shipped from tombane, 
Sedans or 





Germany, $1,360, 


unroofs 

directional signals, mileage 
AS | windshields. These cars 
will stand you about $1,575 each including 
duty, insurance, 
Inquire for rates to other U. S. 
ports. Write or phone: 


AMERIFACT CORPORATION | 


54 Franklin Street, New York City 
BEekman 3-6510 





LINCOLN CONTINENTAL 1956 Mark II, 
Alpine White, excellent condition, 
right for quick sale. Contact Joe Denis 
at S & J Motor Sales, 21350 Woodward, 
Ferndale, Michigan. Phone: Lincoln 
7-9106. 





DO YOU WANT 
PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1959s,-1958s,-1957s,-1 956s. 
Sedans—Convertibles—Karmanns 


Shipped by the 
World's Largest Independent 

Volkswagen Operation 
All Cars Selected, Serviced, Cleaned 
and Expertly Shipped Directly to 
All U. S$. Ports. Contact American 
Representatives for Details. 

Expincorp, 
Lyndhurst, New Jersey 


Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 


(Bank References Furnished 
Know Your Supplier) 


Also Supplying Station Wagons, 


Panels, Pick-ups, Buses, Etc. 
EXPORT INDUSTRIAL CORP., S. A., 
Panama, R. P. 








200 1958 MODELS 
WHOLESALE IN MIAMI 
CHEVROLETS - FORDS - RAMBLERS 


BUICKS - CADILLACS 
HARDTOPS AND CONVERTIBLES 


Driven only 7,000 to 8,000 miles. 
Fully equipped. Delivery arranged. 


MORSE AUTO RENTAL 


7726 N.E, Second Avenue Miami, Florida 
Plaza 7-2425 








Dis- 


Priced | 


Cc ans Pach sae 


PARTS FOR SALE 








MERCEDES-BENZ — Wholesale '56, 
‘58 models. Delivery time 

Dealer centrally located 
| Reply Box 8701, 


in 
c/o 
Detroit 7. 


VOLKSWAGENS 
| TRIUMPHS TR3 
| PEUGEOTS 403s 


1959 AND 1958 
EXPORT MODELS 


CONTINUOUS 
DIRECT SHIPMENTS 
ON GUARANTEED DELIVERY BASIS 


WITH OFFICIAL INSPECTION ON 
LARGEST 





ARRIVAL BY WORLD'S 


INSPECTION AGENCY 


Play safe and avoid disappointments— 
place your orders with us. Up to 
1,000 cars monthly available. Ship- 
ments direct from Germany to all 
American ports, freight prepaid duty- 
paid. SOME EXCLUSIVE TERRITORIES 
STILL OPEN. 


Highest bank credentials. 
Forty years’ of import experience. 
Wire or phone: 
LONG SUPPLY COMPANY, 
ALFRED HORN 


55 Mile Squvere Road, Yonkers, N. Y. 
Phone: Yonkers, New York 5-1038 


VOLKSWAGENS 


Sedans - Convertibles 
Ghias 


1959s 1958s 


Wholesale To Dealers Only 
Choice of Colors 


Fully Americanized, A. S. 1 Glass 
Sealbeams, Mileage Speedometers, Di- 
rectional Signals, Leatherette, Bumper 
Guards, 


We Supply English Manuals. 


EMBEE IMPORTS, INC. 


29-11 35th Avenue 
Long Island City 6, N. Y. 


EMpire 1-1690 


1958's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SUPERS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


—all hardtops with automatic transmission, 
power steering, radio, heater, padded 
dash and windshield washers — Buicks, 
Olds and Cads with power brakes and 
whitewal!l tires— 


These are clean low mileage cars for 
sale in smal! lots—available for inspec- 
tion in heated inside storage at 9 W 
Kinzie, Chicago. 
information write or wire 


For coll, 


HERTZ RENT-A-CAR 
9 W. Kinzie 
Chicago, Iilinois 


DElaware 7-7272 Don Miller 


VOLKS- 
WAGENS 


WHOLESALE 


CHARLES KREISLER, 
INC. 
Imported Car Division 


241 Park Avenue 
at 46th St., N.Y.C. 


MUrray Hill 9-6262 


57, 
2-4 weeks. 

midwest. 
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Midwest distributor. 
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Chevrolet Parts 


Largest Stock on East Coast 
Orders Shipped Complete 
Same Day as Received. 


LUSTINE-NICHOLSON 
CHEVROLET 


| 5710 Baltimore Ave. Hyattsville, Md. 


Phone Warfield 7-7200 
Suburb of Washington, D. C. 





BMW ISETTA PARTS 
"300" and "600" 


Largest Isetta parts in- 
ventory in the midwest. Your orders filled 
shipped same day as received. 


NATIONAL 
AUTO IMPORT, INC. 


Spare Parts Division 


380'/, E. Broad St. Columbus 15, Ohio | 
CApito! 8-4514 





PARTS WANTED pr 
WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 606 
Anderson Ave., Cliffside) N. J. Phone: 
WHitney 3-6666. 
ANTIQUE CARS FOR SALE 
1927 NASH . 
Green 
Engle. 





COUPE Perfect condition 
mohair interior, $570. Phillip 
240 Franklin, Tiffin, Ohio. Phone: 


1928 FORD SPORTS COUPE, 
landau bars, rumble seat. 
dition, $495. Martin H 
343 State St., Rochester 4, 


Excellent con- 
Donahoe, Jr., 
New York. 


TRUCKS FOR SALE 





AUCTION 


Dec. 12th—11:00 A. M. 
DYER AUTO AUCTION 


641 Joliet St. Dyer, Indiana 
UNion 5-2361 





MISCELLANEOUS 


Towbars - Saddles 


MOST COMPLETE LINE OF 
Towing Equipment 


BLACK BEAUTY 


Towbars from $41.50 


THE MARION 
MANUFACTURING CO. 


Marion, Ohio Phone: 2-7594 











“canvas top, | 


MISCELLANEOUS 


BLUE @ CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 


Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL feo.8. Factory Net) 


$44.85 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Canadian Distribytors 


FIVE WHEELS, LTD. 
Toronto,” Onterie 





















































EVERY WEE K — Automotive News’ 
“Leading Used Car Auction Direc- 
tory” lists the top U. S. Auto Auc- 
tions. When you want to know 
where? when? what time? and what 


facilities 
LUCAD. 


are offered? LOOK IN 








1959 PriceMaster 
‘59 Edition—Ready Now! 


The encyclopedia of Dealer Factory Cost 
| Prices on all American Made Cars, three 
| lines of popular light trucks and 25 different 
Foreign Cars, listing all optional cost acces- 
sories and standard equipment for all models. 
"PriceMaster" is published for the exclusive 
j use of car dealers, banks, insurance com- 
panies and finance companies. IT IS NOT 
| SOLD TO THE GENERAL PUBLIC. The price 
is only $10, a yearly subscription with all 
supplements FREE; 5% discount for cash 
with order or C.O.D. order—or $10 net 30 
days open billing. “PriceMaster” gives you 
a world of facts that you need in your every- 
| day business, for such a nominal cost you 
cannot afford to be without it. 


Order Your Copy Today—Now! 


| K-B SALES CO., INC. 
| Dept. D-! 
924 - lith Street 
Rock Island, Iilinois 











Order your subscription NOW, 
and avoid increase in price to 
be announced soon. 





New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [J 
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AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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Now the PRINZ of cars... 


NSU PRINZ from 71398.°° P.O.E. 


some areas slightly higher 


Latest Style « Family Size « Air-Cooled 
NSU since 1873 at Neckarsulm, Germany 


FIRST MAJOR ENTRY 
SMALL CAR MARKET 
IN YEARS 


Regular Gas—up to 55 M.P.G.—72 M.P.H.—79” W. Base— 728 ft. turning circle 


U.S. DISTRIBUTOR NSU PRINZ BMW ISETTA "300" BMW (ISETTA) "600" 


FADEX COMMERCIAL CORP. 


ESTABLISHED 1939 EXECUTIVE OFFICES NEW YORK SPARE PARTS CENTER WESTERN DISTRICT OFFICE AND PARTS CENTER 
421 East 91st. Street 319 Van Norman Road 
New York 28, N. Y P.O. Box 442 
TRafalgar 6-7010 Montebeilo, California 
RAYmond 3-1348 





